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YOU'RE THE DOCTOR 


--owith Perfect Circle’s 


Every set offers a choice of spring pressures 


Now —for the first time—mechanics can 
choose the spring pressure best suited to 
every engine without switching between 
various brands or types of rings! 

Two expander springs—a NORMAL PRESSURE 
Spring for resleeved, rebored and slightly 
worn engines, and a HiPRESSURE Spring for 


Perfect Circle 


badly worn engines—are packed with each 


Chrome Oil Stopper. 


What's more, solid chrome plating on top 
compression rings and the steel rails of the 
oil rings assures twice the life of ordinary 
ring sets! Yes, for double service, double 
life, sustained power and new economy 


Steel rails plated with Solid Chrome 
Alternate HiPressure Spring packed 
with each Chrome Oil Stopper for 
positive oil control even in badly 


worn engines. 


The Standard of Comparison 


specify 2-in-1! Perfect Circle Corporation, 
Hagerstown, Indiana. 


PLATED WITH SOLID CHROME 





Fira Ml 
Sree aut you 


step-up your tune-up sales 
with this 


MERCHANDISING 


it’s yours Free of extra charge 
in the New 


MOTOR RYTHM 
BONUS DEAL! 


@ You can solve the tough problem of display space, and you 
can put your fast-moving, high-profit chemical products out 
where customers can see them! That’s how the new Motor 
RyYTHM merchandiser will help your sales—outdoors on the 
island, or indoors. Use it for Motor Rytum and for other 
Wuiz products, too! You'll get more sales and more profits! 

Motor RyYTHM means top tune-up action, too. The United 
States Testing Co., Inc.* tested Motor RytxHm and rated it 
“Superior” to six other leading brands. (*Report No. P-39556, 
July 14, 1950) 

Ask your jobber for the WH1z Motor Rytum deal. If he 
cannot supply Motor Rytum, ask him to stock it for you. 





MEEPS MOTOR CLEAN 
INCREASES GAS MILEAGE 
ADDS POWER AND REP 
GIVES MOTOR LONGER LIFE 


R. M. HOLLINGSHEAD CORPORATION 
LEADER IN MAINTENANCE CHEMICALS 


Camden 2, N. J. 
Warehouses: Chicago, Dallas, San Francisco ® Canadian Offices: Toronto 
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KEEP COOLING SYSTEMS 


PERMATEX COOLING SYSTEM CLEANER 
Complete Cooling System Service In One Package 


* Non-acid cleaner that quickly removes rust, 
scale, grease and slime in one simple operation. 


* Double Action Radiator Cement to seal leaks. 


* Rust Preventor to prevent rust formation. 


PERMATEX LIQUID RADIATOR CLEANER 
An acid cooling system cleaner in liquid form that 
completely dissolves rust and scale from radiator, 
cylinder head and block. Makes reverse flushing 
rarely necessary. 


PERMATEX COMPANY, INC., BROOKLYN 35, N. Y. 
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Kelacomeactl 
RADIATORS and 
RADIATOR CORES 


























MSCORD Radiator 
Replacement Cores 
Only MCord offers a 


Replacement Core similar in appearance 


and equal in cooling to the original core 


A motor overhaul job is only as good as the 
cooling system. Overheating will ruin the best 
motor overhaul job. Have the radiator tested by a 
McCord Authorized Shop. They will 
clean, repair, or replace, if necessary, MCCord 
with a new McCord core. RADIATOR 
\_SHOP / 


MCCORD CORPORATION - Detroit 11, Mich. 
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SURE END TO 
START-UP WEAR 


QUICKER STARTING 
FASTER LUBRICATION 
BETTER BREAK-IN 
CLEANER ENGINE 





Ye, } FUSE IN ALL GASOLINE AND DIESEL ENGINES 








@ There’s one sure way to guard against deadly danger u normal-range viscosity. Casite gets 
ous start-up wear add Casite to the crankcase with enot to the right places at the right time for long 
every oil change. and economit al engine life 

As you know, even finest motor oil is “cold” when And that’s only a part of Casite’s job. Casite through 
the engine is started. It must be warmed to engine oper- the air-intake, or in the gas tank, frees sticky valves and 
ating temperature before it gets around effic iently. rings, lets the power zoom through. 
Casite, however, makes that cold oil move fast—actu- ° ° ° 
ally speeds the flow of No. 20 oil 29% at 70°F, more Push Casite today and everyday —for easy, extra 


when the engine is colder. Yet when the engine warms profits. Top off every repair job with a Casite tune-up. 
CASITE DIVISION - HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 


CASITE * DROUT «+ HASTINGS PISTON RINGS «+ SPARK PLUGS «+ Ol FILTE 


& poDITIVE 
Na4 no \ on ° 
TION'S . 





Redesigned PROTO open end 
wrenches have narrow j 

more compact heads, stronger 
design, less jow overhang, 
smoother shanks, clearer size 
markings, better finish. Box 
wrenches have more comfortable 
shanks, brighter heads, engi- 
neered lengths. Combination 


wrenches have all open end and Se. 
box wrench improvements. [] [] T tT 1 [5 


REG US 


PAT OFF LOS A} GELES MADE 


INU S.A 


SOUTHE 
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"WHAT SIDE , 


eS | 


are you on? 





There are two sides to every question... * 
and even more sides to the answers. Take the ‘“™ 
question of spraying and drying. Which side are ve 
you on? Do you favor air drying or force drying? 
Do you favor spraying cold lacquer or do you 
intend to spray hot lacquer? You know the 
answers to those questions but I'll give 
you the answer to which paint to use... ag 
and there's no two ways about it: Ep 
Martin-Senour lacquers and enamels a 
* meet every modern finishing requirement! 3 





* 


You’re right when you use 
Martin-Senour Hi-Solids Lacquers and 
Synthol Enamels ...no matter what 
method of spraying or drying you use. 












Hi-Solids Lacquer Colors—Carefully formulated for either regular ‘ . George E. Kious, Godfrey Nash 
or hot spray. Contain extra amounts of synthetic gums in combina- jin Motors, Lexington, Ky., says 
tion with balanced solvents. Results in exacting work. Better match / <— I ey eae a 
to the original finish... better blending, gloss and weathering. _ @ —- » plage asco aps stmt As 
"4 4 RN @nd from shop to shop, but this is clwoys 
Synthol Enamels—Uniform performance ... whether you ysé cold M es tye: @ good point job storts with o good 
or hot spray, air or force dry. Economical and easy 46 handle. ARTIN +l That's why we use Martin-Senour 
Superior covering and beautiful, lasting lustre. i NOuR pnd ap apse age i 






; . repults on every job .. . with the right flow, 
Your N.A.P.A. Jobber Has Martin-Sefiour Hi-Solids Lacquer : the right build, ond the right formulation 
Colors and M Synthol Enamels far deep gloss and durability.” 


MARTINeSENOUR 


, S 
2520 South Quarry Street, Chicago 8, Illinois = --~~_ ——_ 
2 ei cel ‘ 
Jadoty 7 achkage PEG .+. the only positive control from Factory toe Finisher. 















ayrowote 
ciNisHE 





“TEAM THEM UP” 


FOR BONDING AT ITS BEST! 


You can count on Grizzly to bring you the best in 
bonding materials, equipment, and methods, for Grizzly 
has been the industry pioneer in every phase of 
bonding! Grizzly “Saftibond” Lining, for instance, 
was the frst with factory-applied bonding agent, which 
saves time and produces cleaner, better results, 
at less cost. And the Grizzly “Saftibond” Automatic 
Power Bonder, using inexpensive natural or bottled (45 
gas, provides the fastest, most economical, and infallible Jo: 
way to produce a sound bond .. . at exactly the correct 
temperature cycle . . . with complete freedom from G ive akd 
shoe distortion. Make Grizzly your Bonding Head- 
quarters! Ask your Grizzly Distributor for full details 
Grizzly Manufacturing Company, Paulding, Ohio. 
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This sign means 


BUSINESS 


for YOU... 


because it will attract 
more FORD customers 


parts they want. And thot attracts profitable 
Ford service business you may be losing to shops 
“around the corner.” 


_: ed the years Ford owners 

everywhere have come to know that this 
familiar blue and white sign identifies the right 
parts for Fords. So when you display this famous 
Genuine Ford Parts sign, you let more Ford 
owners know that you are headquarters for the 


You also get the benefit of national advertising 
in LIFE, LOOK and other national magazines. 
Month after month these selling messages remind 
Ford owners to look for Genuine Ford Parts at 
Ford Dealers’ and independent garages that 
display the sign. And that can mean you. 


=i( x 


Parts and Accessories Sales Department 
FORD Division of FORD MOTOR COMPANY 
P. O. Box 658, Dearborn, Mich 

, bel al 
You'll find out how to get this ’ Please send me complete information on obtaining 
profit-building sign. It costs you | 
nothing—yet it’s yours as long \ 
as you stock and use Genuine \ 
Ford Parts. Then get the extra | 


Ford service business that means \ £ 


Genuine Ford Parts sign. 

Name — 
Company _ 
Address ate 


extra service dollars for you. 
City State 


L. MS GEL CS Saul TN Sa 
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SURFACE FLUSH 


TYPES OF MOUNTING 


meet every S. A. E. requirement 


'2.6° te CATALOG 


SEALED BEAM « CLASS 1, TYPE A AMBER 


SIGNAL LIGHTS 


for trucks, tractors, trailers and busses 
n with all 
Specifications 








e 
i 


SAFETY LEGISLATION 
THESE EASY-TO-INSTALL, PROFITABLE TURN SIGNAL LIGHT SETS 


Hivstrated; No. 430 


12 square inches of illumination 
flash bright signals. 


All lamps are Class 1, Type A with 
amber lens. 


» Sealed-beam (all glass units sup- 


plied by General Electric Co.) con- 
structed for long, bright lamp life. 
Moisture, dust and fume-proof. 
Weather-resistant, sturdy black 
enamel finish. 


Available with 6 or 12 volt lamps. 


TODAY 


1S SPREADING! 


| FENDER MOUNTING TYPE 


DISPLAY AND SELL 


All sets complete with steering post switch 
and beam indicator, harness, inline fuse and 
mounting clamps; Tungsol flasher and all 
necessary wiring 








MOOG HAS THE PARTS TO DO 


A COMPLETE AND BéETTER JOB =e 
N 
Be Oz Bs - 
mene, 


COIL ACTION 
TIE ROD ENDS 
DRAG LINKS 
COIL SPRINGS 
KING BOLT KITS 
LEAF SPRINGS 
MAIN LEAVES The Moog tine of Spring Suspension Re- 
SHOCK LINKS 
SPRING PARTS 
SHACKLES 





placement Parts — the pioneer line — is com- 


plete for Under-the-body suspension repairs. 
Coil Action Parts - King Bolt Kits - Leaf and 
Coil Springs - Chassis and Spring Parts — now 
completely cataloged in the new Moog Stream- 
liner Catalog. Ask your Moog distributor for 
a copy or write us direct. 


MOOG DESIGNS AND BUILDS 
APART TO BOA BaTTen J08 MOOG INDUSTRIES, INC., ST. LOUIS 14, MO. 


Divisions 
THAN THE ONE IT REPLACES MOOG COIL ACTION PARTS CO 
ST. LOUIS SPRING COMPANY 


MOOG PISTON RING COMPANY 
@ 1951 MAL 
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one or 47 Challly 


In clear glass. there’s no place for blemishes to hide. There they 
are. looking vou right in the eve IF they haven't been kept out 
during the manufacturing processes. 

In making L-O-F Safety Plate Glass we constantly check for 
imperfections at every stage, from raw materials to finished glass. 


Phen, as the completed windshield moves down the conveyor on 
the final production line, we subject it to yet another inspection, 
our Quality Check No. 137. Here any seratches, dirt or other im- 
perfections are marked by the inspector. and the rejected windshield 
is taken off the line for refinishing - - - or scrapping. if necessary. 
Phis is only one of 142 Quality Checks and Controls we use in 
making L-O-F Safety Plate Glass. Lach of them is equally impor- 
tant to vou and your car owner customers because they assure: 
1. Better heat stability 
2. Better light stability 
3. Better strength for safety 
4. Better adhesion. glass to plastic 
That's why L-O-F Safety Plate Glass is the best you can get 
anywhere. Libbey‘Owens:Ford Glass Company. 81111 Nicholas 
Building. Toledo 3. Ohio. 


NO FINER GLASS THAN ees. 


L 
LIBBEY-OWENS-FORD EY\\iaa4| oO. Ey a 


age 
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under the hood 
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Res; 


Stor : 
Willing Mey tp 
'u , 
Dirty 


NO FUSS 
NO MUSS 
JUST POUR 
NO MORE 





‘The name of the Famous Improved Six Master has 
been changed to Sludg-Master. The outstandingly suc- 
cessful formula has not been changed in any way, so 
you can purchase Sludg-Master with confidence. 


Order from your jobber today, and see what a cinch 
it is. 
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(Formerly Six Master) 


Dissolves carbon-sludge and gum 
Frees sticky valves and rings — and 
keeps them free 

Makes any motor roll over and purr 
Assures quick cold weather starting — 
saves battery 

Saves gas and oil 


Sludg-Master is the perfect chemical tune-up for 
sluggish motors. It works while you ride better and 
faster than any similar product, because it contains 
more potent ingredients. (Yet, it’s absolutely harmless 
to any part of the motor or its lubricants.) You can 
sell it with a definite money-back guarantee . . . creates 
enthusiastic customers. 


Sludg-Master means big, quick profits for you . . . at 
the same time builds customer confidence .. . . and 
is a member of the famous Rust Master, Leak Master, 
and Carb Master family. 


PRODUCTS WORK Wiyiie — 
Rust Maste, Chemical co 
Mfg. Cad 
Mists 
gee 56 CREIGHTON ST. CAMBRIDGE, MASS. 
{CCA THE SILENT PARTNERS OF MOTOR EFFICIENCY 


WW 





New Bnilain 
FLEX HANDLE 


A HANDFUL OF JOB-POWER 
FOR EVERY MECHANIC! 


When you get your hands on a New Britain Flex 
Handle you'll know why they're Tops in Tools! 
Their solid feel tells you here’s a Tool built for 
rugged, fast action, and lots of it! It’s perfectly 
balanced, slim and long reaching to get in those 
tough spots! 

Feel that hand-hugging grip . . . prevents slip- 
ping and fumbling when you put extra pressure 
on tough nuts. Run your eye down the gleaming 
shank of finest alloy steel, expertly forged and 
heat treated for tremendous pulling power, 
triple plate, chrome finished for long rust-free 
life. See the five position adapter? It’s de- 
signed to work at all angles, gets you into 
tight places, around obstacles! 

Here's brute power that handles like a 
baby . . . team it up with famous New 
Britain Sockets, Cross Bars, Universals 
and Extensions to turn out fine work the 
fast, easy New Britain way. Call your 
NAPA Jobber, he'll gladly show you 
the great New Britain Line. The 
New Britain Machine Co., New 
Britain, Conn. 


* 
SOCKETS 
Y", %", 4", ¥," 


DRIVES 











UNIVERSAL JOINTS 
¥," y” ¥," 


’ ’ 
DRIVES 








CONNECTING 


ROD SOCKETS 


Ye" DRIVE 


EXTENSIONS 


DRIVES 








%", %", %", ¥" 
DRIVES 


FLEX 
HANDLES 
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y%", %", %", ¥," 
DRIVES 
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GREATER STRENGTH - BETTER FIT ANOMOCUS 
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Cut tm Front 


Thor's 


Is Especially 


In times like these, long life and dependable 
service are even more important to the pur- 
chaser of a battery than in normal times. To 
make sure that you are selling him top quality 
is just sound business judgment. Today, the 
quality that is built into every Thor Battery . . . 


HIRSIG 


te 






fo You Wow’ 


from the inside out . . . is doubly important to 
you because it is your self-insurance that you 
are giving your customers the long life and 
dependability they want and expect. 
Double-insulation with both wood and fibre 
glass . . . finest one-shot oxides . . . one-piece cell 
covers ... plus many other features . .. are your 
guarantee of fine inside-out quality. Rigid labo- 
ratory control of every step in manufacture 
. . . plus continuous testing and inspection of 
finished batteries ...are your assurance of 
uniformly dependable performance. 


PRICE 


BATTERY CORPORATION. 








\M-QUAY-NORF NORRIS, 


my ROOE 


PISTON 
RINGS 


(for YOUR ry 





| 


. GREATER OIL CONTROL CAPACITY 


Here are two drawings, the two at the left 


are cross-sections of the ring and expander; 
the two at the right are straight-on views 
looking from the inside of the ring and 
expander to th outside. The red indicates 


the flow of oil. 


SSNS 


A piston ring never stands still 
while a motor is in operation. 
On the up stroke of the piston 
the ring is at the bottom of the 
ring groove. (in the downstroke, 
the ring is at the top of the ring 
groove he « bel i the ring 
splashes from top to bot 

ares cut 

the Leak 


top and bot 


pander, 


ontrol 





The High Tension Reverse Loo 
Expander in the Oil ring has a 
the advantages of the Compres- 
sion Ring I xpander. 
1. Resists breaking. 
2. Retains tension—does not 
eet.” 
3. Compensates for variations in 
ring groove depths. 
4. Exerts more equal radial 
tension. 


A series of circular are sections are 


cut out of both sides of the ex- 
pander at mathematically caleu- 
lated intervals. High-Pressure ears 
are formed between these cutout 
ares allowing independe nt pressure 
against the steel segments. This 
construction also gives the ex- 
pander a uniform spring section 


all around its circumference. 


ORRIS MANUFACTURING 





AD-A-SHIRT 





IT WORKS FOR YOU WHILE 
YOU WORK 


It tells your customer what you sell, arouses his curiosity 


and gives you the opening you need, 


A genuine Mark Twain, gray, light-weight, cotton broad- 
cloth shirt. It is fully preshrunk, registered and guaranteed. 
Available in four sizes: small, medium, large and extra 
large. It is the same as shirts sold by retailers at from 
$3.00 to $3.50 each. 


- | oe nih ce * 


EEE a a” i 3 
P ne hele 
Yours for the Csking McQUAY-NORRIS MFG. CO. St. Lovis 10, Me. 


Place your order for four sets of LEAK-PROOF Piston Please send full details on ‘“AD-A-SHIRT" te: 


Rings of your selection. Ask your jobber for one of these 








fine shirts. Sign the special order form and the shirt will 





be mailed direct to you. You pay your regular price for 
the LEAK-PROOF sets with nothing extra for the shirts. 
How much simpler could a plan be? 








So ee ee 
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Custom Two-Place Competition Car designed by Richard Arbib for the VEEDOL “Dream Car” Salon 


Why not sell New Veedol... the 
motor oil as modern as this car? 


VEEDOL — “The World’s Most Famous Motor Oil” is refined from 100% 
Bradford-Pennsylvania crude oil. It checks the formation of harmful cor- 
rosive acids, prevents harmful carbon deposits, keeps rings free, compression 
high, and keeps motors cleaner . . . safer . . . smoother-running! 


"HE FILM OF PROTECTION 150-HOUR VEEDOL TRACTOR OIL — is refined especially for hard 
working tractors from 100% Bradford-Pennsylvania Crude. Veedol’s superb 
quality is apparent to tractor owners because it stands up for a full 150 
hours of service in gasoline fueled tractors and reduces oil consumption in 
all tractors, regardless of fuel used. 


You profit—so does your customer — when you 
sell “world famous” VEEDOL. Veedol Oils and 
Greases are sold through independent distributors. 
Write for information today! 


\ ogtMiumn Quail’, / TIDE WATER ASSOCIATED OIL COMPANY 
/ PENNSYLVAN" / New York Tulsa San Francisco Tulsa, 
Thompson Bldg. *Atlanta, Rhodes-Haverty Bldg. 


TIDE WATER 
—gee= ASSOCIATED 
OIL COMPANY 


New York Tulsa San Francisco 


os 


peer k. 2 ae 


— 
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GRILLE GUARD 
TRUNK GUARD 


DUAL RAIL 
TRUCK GUARD 


GRILLE GUARD 
WITH WINGRAILS 


Over 1,000,000 
Pairs Sold 








ADJUSTABLE 
LICENSE PLATE 
FRAME 


/GRILLE/ GUARDS 
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You want extra 

profits . . . your 

customers want the 

best protection for 

their cars. When you 

sell CELLO both you and 

the customer are satisfied, 

because Cello Grille Guards 

are specifically ENGINEERED 

to provide the finest protection 
money can buy. 


Only top-quality materials 
and workmanship go into the making 
of Cello Guards. 


Join the thousands of success- 

ful merchandisers who are now featuring 
Cello Grille Guards, and get your share of the 
extra profits the complete Cello line 
provides. Styles to fit all makes. 1946-1951. 


For fult information on Cello 

Guards and License Plate irames write 

to the factory today for FREE catalog pages 
and price lists. 


your GUARD for 


Cello Products Co. 


161 Prescott Street 
East Boston 28, Mass. 





Bonded... Riveted 
...Of os Sets 


Get ’em all from ONE source 
oe your WAGNER CoMaX jobber 


You may require as many different types of 
brake lining in one day as you have jobs of 
relining. No matter what you need, you can 
get it through your Wagner CoMaX Jobber. 


The CoMaxX line includes lined shoes, either 
bonded or riveted, drilled sets, rolls, blocks, 
slabs, or cut segments. 


Your Wagner Jobber can also supply 


WAGNER LOCKHEED HYDRAULIC 
BRAKE PARTS and FLUID... Look to him 
for all your requirements—al/ from one source 
. Ask for free copy of Catalog AU-500. 
You can depend upon WAGNER QUALITY 
because Wagner products are used as original 
equipment by automobile, truck, trailer and 
bus manufacturers. 


. - 
Wagner Electric Corporation 
6362 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S. A. 
Branches in Principal Cities and in Canada) 
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HOW YOU CAN DO 
THE MOST JOBS 
...in the Least Time 
...at the Lowest Cost 
with Your 


SUNNEWN Honing Machine 


These Tips Are Tops for Doing a Better Job 


*This series of 
advertisements is 
designed to help 
users of Sunnen 


Be Sure to Set the Controls Right. 


Use the pin fitting gage to measure stock to take out. Set the Feed 
Dial Accordingly. Use the recommended cutting pressure — heavy pereecion 
for roughing out lots of stock, light for finishing to size. conserve motericis 


and manpower. 


ON ApS weve 


Go Easy on the Foot Pedal. Always Use Sunnen Honing Oil. 

“Tromping down" on the pedal It's especially blended t your 
causes the stone to “bite” too fast— _ for a ni sb results. pemsalvon 
may actually damage the stone in | Sones Inferior honing oils or 
rough or out-of-round holes. Depress «wom | substitutes may cause 
the pedal slowly at first to knock off ° | | HONING | galling or stone glazing Jobber or 
the high spots, then go all the : | ™ee="| and slow the job—may 


; write direct. 
way. Make sure that \ 2 Ne=2) even ruin the work. Use 
crank arm contacts \ ) ¥ ~ only Sunnen Honing Oil. 
stop pin. a 


Follow these suggestions to do the job faster and eliminate waste. 


free copy from 
your Sunnen 








New, free booklet, “Sunnen Service Hints,” gives you many additional 
tips to help you save time and materials with your Sunnen equipment 
and supplies. 


Sunnen Products: 
Bushing Grinders *« Cylinder Grinders * Crankshaft Grinders « 


Bearing Sizers * Rod Aligners * Service Tools 


SUNNEN PRODUCTS COMPANY 
7913 Manchester Ave., St. Lovis 17, Missouri . Canadian Factory: Chatham, Ontario 
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, INC. 


GENERAL MANAGER 


240 CLARK STREET 
LEXINGTON, KENTUCKY 





WOMWELL AUTOMOTIVE PARTS CO 
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“SounD money making propositions 
don’t come along very otten, but one 
came our way about two years ago that 
I'm still happy about The offer was to 
handle the Auto-Lite Battery line,” 


recalls Hal Miller of Lexington, Ky. 


“Today the Auto-Lite Battery operation 
; | 


is one of the most profitable lines we 


handle. A genuine dealer and consumer 





demand has been built for us by the 
national radio, television, magazine and 
newspaper advertising done by Auto 


I] ite,” continues Mr. Miller. 


“Our organization is especially happy 
over the great success of the pre 
mium-profit Auto-Lite ‘Sta-ful’ 
Battery and the preference tor 


it here in our territory 4 





Lowrence M. Hirsig 


Mrs. Lawrence M. Hirsig 


8. T. Brantley 


B. W. (Larry) Hirsig 


IT’S EASY ‘© understand why Hirsig Ser- 
vice means complete service for manufac- 
turers and jobbers in the South. A quick look at 


the Hirsig organization is all that is necessary. . . 


AUTOMOTIVE EXPERIENCE - ° « Hirsig Service 
is complete because of the many years of auto- 


mobile experience behind this organization . . . 
an average of over 13 years per man! These 
years of experience bring know-how to the creo- 
tion and maintenance of the kind of service that 


builds business. 


SMALL TERRITORIES «++ Hirsig men have small 
territories so they can make more frequent calls 


on their customers and serve them better. From 
headquarters in 17 Southern cities, information 
brought to customers on Hirsig lines is timely and 


complete. 


CAREFUL PLANNING - < - The work of the 
Hirsig men in the field is planned and directed 


from Headquarters by men with long and suc- 
cessful experience in the automo- 


tive field. A fully staffed home 


office promptly handles the nec- 


essary details as required by an 


efficient sales organization. 
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:Do your lubrication jobs 
average °4.80 each? 


With the help of a thoroughly equipped Alemite lubrication depart- 
ment and the forceful use of Alemite “Magnet Plan” features, this 
Miami, Florida Cadillac dealer manages to “ring up” an average 
sale of $4.80 on every lubrication job. Now enjoys a “peak” season 
average of over 100 cars a day ... has some 1200 steady lubrication 


customers on the books. 


THE ALEMITE “M | 
will show you how! 


Alemite “Magnet-Plan” Services 
Only Alemite Gives You All 11— 


Fully Tested, Fully Proved! 


. Counsel and concrete assistance from 


one of the 300 Alemite Service Promo- 
tion Specialists. 


. Powerful Alemite National Advertis- 


ing—year after year—pre-selling lu- 
brication prospects for you. 


. “Business Expander” follow-up sys- 


. “Prescribed Lubrication” program. 
. Sales-building | i 


. “Gusher Plan” . 





. . to build motor oil 
sales at the service bay. 


. “Sales and Service Security Plan” in- 


cluding the 30,000-mile guarantee for 
new and used cars and trucks up to 
1 ton. 


. Monthly Analysis Sheets, to prove in- 


9. 
10. 


11. 


creased service sales. 

Alemite Equipment for — 
Specialized Lubrication Service. 
Electronic Wheel Balancing Service.,; 
Underbody Coating Service. 


Fully tested! Fully proved by Alemite— 
the oldest, most reliable name in lubrica- 
tion. This “Magnet Plan” is your key to 
more profitable service business all 
through the year, in every department. 
Simple, easy-to-follow, it brings you the 
“result-getting” ideas and services that 
pull in customers, build more regular 
business, and produce more repeat busi- 


PLAN’ 


ness year after year. Find out first hand 
how well these exclusive Alemite “Mag- 
net Plan” features fit your needs, your 
manner of operation and most of all your 
desire to get more good-paying service 
business more often! Don’t put it off. 
Don’t delay. Call your Alemite Distribu- 
tor or write Alemite, 1826 Diversey Park- 
way, Chicago 14, Illinois, today. 


ALEMITE 


Designed to speed up, build up extra sales for you in this 


fast growing, good paying service. Alemite provides special 


air-operated pumps specifically designed to spray heavy 


fibre undercoating direct from original containers. Helps you 


turn out more profit than ever before 


Ask your Alemite salesman today! 





Marshall Line 
Pump 


ore ws Pet one 


Oldest, Most Reliable Name in Lubrication 
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POWER BRAKING Offers You the Fastest 


Growing Market in the Service Field! 


[ SELL and SERVICE 


_ 


Bendix Vacuum Power Equipment 


FEATURING HYDROVAC—THE WORLD’S MOST WIDELY USED POWER BRAKE! 


There’s profit in power braking and the 
Bendix Vacuum Power Sales and Serv- 
ice Plan puts you right in line to make 
the most of it. Here is a complete pro- 
gram designed for just one purpose—to 
help you! It makes power brake work 
easy as well as profitable. And remember, 
you sell the world famous Bendix* 
Hydrovac.* So, think it over — we’re 
sure you'll agree—the Bendix Vacuum 
Power franchise means good business 
any way you look at it. 


REG. U.S. PAT. OFF 


ONLY THE BENDIX FRANCHISE 
GIVES YOU ALL THESE ADVANTAGES— 


* You sell the Bendix Hydrovac, world’s most famous ana widely used 
power brake. * A complete line of vacuum power brakes and other 
vacuum controlled equipment. * Compact Bendix Repair and Installation 
Kits simplify stocking and service work—give you just what you need for 
every job. * Under the Bendix Unit Exchange Plan you can build a 
profitable business repairing vacuum power units in your own shop. « 
Bendix simplified service instructions and training aids make it easy for 
your mechanics to learn vacuum power repair procedures. * You are 
backed by Bendix, the greatest name in braking. 


aviation Conponation 


These Bendix signs 
stand for good 
business and good 
business relations 


between factory, 
dealer and customer. R ment Cold Immersion 
p~ ——n et - Pasts Cleaner that 
Repair Kits saves time aad money 


Bendix 


PRODUCTS DIVISION 


SOUTH BEND 


INDIANA 


Canadian Sales: Bendix-Eclipse of Canada, Ltd., Windsor, Ontario, Canada @ Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N.Y 


Pants cieance 
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ee ...when Mrs. Smith almost hit a school boy! 


“She put her foot on the brake to slow down and nothing 
happened! Oil from the bearings got on this new brake lining 
| just installed. She just missed hitting that young fellow. That 
taught me a lesson. From now on I’m doing just what the 
brake lining manufacturers recommend — new oil seals on every 


. re-lining job. The few cents they cost are cheap insurance 
Handy cabinet at no cost against brake failure, and my customers appreciate it."’ 
with fast-selling assortment 


SAFETY uss 9 il sea 


ee ge lta co 
+ oad cath you take one 
Saw. : ¢ 


i 
whe —CAR MANUFACTURERS RECOMMEND IT 


beta y yyy eae 


For lube stations For repair and bra'e shops 


Experience shows it is very difficult to remove an oil 

seal without damaging it beyond further safe use. Keep ‘ aah 5 5 

an assortment of National Oil Seals handy so you can IN LN A HON tN [ 
put in a new seal every time you take one out. National oo gos 
has two assortments available; one contains front wheel Support this, rs te tins SEALS 
seals only and the other both front and rear wheel seals program geeks 

for the most popular cars. Every seal is a fast-selling & 

number. You get the cabinet at no cost when you buy 

the initial assortment. See your jobber about it now. 


NATIONAL MOTOR BEARING CO., INC. 


General Offices: Redwood City, Calif 
Plants: Redwood City, Calif.; Van Wert, Ohio 
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Mixes perfectly with all original 
equipment and other standard 
brand fluids! 


Will not freeze at temperatures 
as low as 70°F. below zero! 


Flare will not corrode brake parts 
or swell rubber cups—it’s harm- 
less to use! 


Uniform quality is assured by Flare HY DRAU Lic 
close laboratory supervision! 8. RA 4 e F LU t ] 


Flare performance is backed by @ Flare is available in pint, quart, gallon, 5-gal- 
twenty years manufacturing ex- lon (with special handy pouring spout), and 
perience! 54-gallon containers. 


THE BELL co., Inc. 


411 North Wolcott Avenue Chicago 22, Illinois 
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Where Performances ounts... QD 


use PACKARD 
AUTOMOTIVE CABLE 


Top performance over the miies and over 
the years. That is the record of Packard 
automotive cable. And it is a record made 
even more impressive by the fact that 
Packard automotive cable is used as orig- 
inal equipment on more cars, trucks and 
buses than any other make. 


Moreover, Packard cable permits complete 
wiring standardization. For example 
Packard 440 and Lac-Kard high tension 
cables are designed to meet the require- 
ments of all vehicles ... designed to deliver 
superior performance in every make and 
model vehicle on the road. 


Where performance counts, use Packard 
automotive cable—the cable that sets the 
standards by which all other cables are 
judged. 


me 


PACKARD PETE SAYS... 
Whatever your automotive cable 


— 
—_ . 

“to BS requirements, Packard cable fills 

b the bill, Packard low tension cable 

: with amazing “249 compound” 

at insulation lasts longer, won't sup- 

Bie port combustion. Packard high ten- 

Packard Electric Division, General Motors Corporation bag sion cables come in spools or 

Warren, Ohio packaged in sets ready for instant 

use. And Packard battery cables 

offer a choice of LeadAlloy or 

leaded brass terminals. All offer 


FOREMOST BUILDER OF Fe : outstanding performance, endur- 
AUTOMOTIVE AND AVIATION WIRING [| = nce ond dependability. 


REG.U.S.PAT. OFF 
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QUALITV-MARKED 


PISTONS! 


Make every engine overhaul a feather in your 
cap. Install replacement pistons trademarked 
Atcoa Lo-Ex. That name means plenty! It tells 

you performance is backed by Alcoa’s scientific 
knowledge of piston design, and testing under 
operating conditions. It identifies the extra 
strong, low-expansion alloy. Assures 
your customer cool, quiet power 
that’s easy on gas and oil. 
Always stock aluminum pistons of Atcoa 
Lo-Ex wiloy—cast by Alcoa, finished 
by expert piston makers. 
ALUMINUM COMPANY OF AMERICA, 
1853L Gulf Building, 
Pittsburgh 19, Pa. 


PISTON 
CASTINGS OF 
EVERY TYPE 
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"I proved to myself that there's 


50% MORE PROFIT 


OWokérode 


UNDERCAR SEALEX AND SILENCER 


“Concentrated Lion Nokorode gives me 
50% more profit on each drum!“ 


Most ordinary undercoatings have a big percentage of 

solvent. When sprayed 1 8” thick they dry about 1 16” — 

thick. Lion Nokorode sprays 1/16” thick——dries about ke “I clipped this coupon for full 
1/16” thick. Result: you do 50% more cars per drum! Yet % 7s} detcils on Lion Nokorode’s 


Nokorode costs no more. } =/ fi yar 
profit plan! 


a 
“Lion Nokorode is easier, quicker LION OIL COMPANY, El Dorado, Arkansas 


to apply —saves labor costs!’’ Please send me complete details on how | can ir- 
crease my undercoating profits with Lion Nokorode 


Nokorode is uniform for smooth application. It’s homoge- 
y PP 8 Undercar Sealer and Silencer. 


nized~ won't clog guns. That means you do more jobs at less 
labor cost. It’s naturally black—no useless coloring added. Name 
Street 
City State 
Made and Guaranteed by Brand of undercoating | am using now, if any 


LION OIL COMPANY 


EL DORADO, ARKANSAS 
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Ac SPARK PLUG Oivistoaon 
GENERAL MOTORS CORPORATION 


AC FLEXIBLE 
GASOLINE AND OIL 
LINES 


Assortment, with attrac- 
tive Wall Merchandiser, 
displays as well as stocks 
fast-moving numbers. 


America’s 
FIRST and FINEST 


AC made the fuel pump market. Since 1927, 
90° of America’s cars and trucks have been 
factory-equipped with AC’s. 

More than 100,000,000 AC Fuel Pumps have 
been built. More than 40,000,000 are in use. 
This tremendous and constantly growing re- 
placement market means steady income for 
dealers—and is the reason why successfu! 
dealers have preferred AC Fuel Pumps for 
24 years. 





Even a small stock of America’s first and 
finest fuel pumps yields fast turnover and 
excellent profits. 


AC GASOLINE 
STRAINERS 
AND ELEMENTS 


Available in handsome 
Counter Merchandiser for 
attractive display and 
easier sales. 
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Equipment Leadership 


plus CORALOX 


AC Spark Plugs are standard factory equipment 
on nearly as many new cars as all other makes 
of plugs combined. 





In addition to this original 
equipment leadership, AC gives 
its dealers the exclusive sales 
advantages of CORALOX, 
AC’s heavily advertised 
patented insulator. 

AC dealers are cashing in on 
this unique combination. It 
will help you to increase your 
spark plug volume, too. 


AC ALUVAC 


The Element 
for You 


AC is the fastest-growing oil 
filter line—and the AC Aluvac 
Element is the reason. It is 
already standard or optional 
factory equipment on Chevro- 
let, Buick, Cadillac and Olds- 
mobile—and it’s made to fit 
most other makes of filters, too. 


AC Aluvac is preferred by owners because it 
does a better filtering job, removing particles as 
small as 1/100,000 of an inch in size. 


Your replacement business can grow right along 
with AC Aluvac Oil Filter Elements, if you 
recommend these better elements to your cus- 
tomers. See your AC wholesaler today. 


AC AIR CLEANERS 
AND 
ELEMENTS 
Heavy-duty cleaners; re- 
newal elements. AC’s used 
as equipment by 80% of car 

manufacturers. 


TAWARK <\ ay 
WS 


OIL 
FILTERS 


AC Aluvac Oil} Filter Element 


AC SPEEDOMETER 
CABLE-CASING 
ASSEMBLIES 


Also supplied in tailor- 
made cables, or as bulk 
cable and casing, with 
parts. 
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DECISION of the COURT: 


You are 
response 
| when you 
se as omo| "WW park your car 


grookly® 
Paco e° nas yf 


cE— ea 
WEGLIGES anew ———_ injaries ee. op atin - ‘ Vj Al: A: Fe 
EXPRESS : sonal pie ve | men Fr J 
aiet tor the pists ss rat one oft be entra | — ON Cl L Wa 'y. 
, » 1 
& now” war red OY 4 vy ayes ssway poe ed into t 
am 
rOR COLLISION tt 


ren altae Y FOR PERSONAL INJURIES 


‘or | 
9 actionable August 


bit gna ° om | Legit j 


er] FOR PROPERTY DAMAGE 


Ve 


an, 9. Bee a. 
ne wr aot oat sa\cqurf FOR FATAL ACCIDENTS 


Jost 


FORWARNING CARS 


‘Sigflare ~~ 


\n a 


ps 


o 1 


CORPORATION 
SIGNAL-STAT BUILDING 
523-539 Kent Avenue, Brooklyn 11, N. Y. 
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{T LOOKS LIKE 
SECONDARY 
BRAKE FADE 





For many years, brake mechanics, au- 
tomotive manufacturers, and police ac- 
cident investigators have been aware 
of certain elusive factors in brake ap- 
plication that have been taking thou- 
sands of lives annually. Accident 
investigations have disclosed “plenty 
of pedal, lots of good brake lining on 
shoes apparently well adjusted, every- 
thing appearing in perfect order’—yet 
the police and insurance reports credit 
the accident to brake failure. It was 
left for F. J. Laher to isolate three of 
these insidious killers and to identify 
them positively. He discusses all three 
frankly and fearlessly in a new book 
“The Three Vanishing Killers.” A copy 
will be mailed to you on request. 


WRITE FOR A COPY 
OF THIS 


COMMENT 


“The article is very timely and 
well written and is being re- 
ferred to the various members 
of our Department for their ob- 
servation.” 

State of North Carolina 


“Please send six of the booklets 
‘The Three Vanishing Killers’ for 
our Departments.” 

State of Mississippi 


“We should like to have 200 
copies of this booklet which we 
will distribute in single copies 
in safety packages to Driver 
Education instructors in school 
and to fleet supervisors.” 

State of Texas 


“1 think your booklet ‘The Three 
Vanishing Killers’ is o very fine 
one? Gnd | would like to have, 
if possible, 10 copies of it to 
distribute to our fieldmen and 
other division heads, as it con- 
tains valuable information which 
they, in their various programs 
given throughout the State, can 
import to different groups.” 
State of lowa 


| 


“We hove read with interest the 
booklet ‘The Three Vanishing 
Killers.’ Your organization is to 
be commended for publishing 
such interesting and worthwhile 
material.” 


j 


. / 
State of sacri 


Having identified the couses of many 
boffling broke failures, F. J. Laher in 
structed LASCO chemists, laboratory 
technicians and field test men to com 
pound ond perfect a new brake lining 
which would control both ORIGINAL 
and SECONDARY brake fade LASCO 
SUPER BLOX is the answer. It's now 
available nationally, and is destined 
to save many lives. 


manuractureo by LASCO BRAKE PRODUCTS CORP., LTD. 
SOUTHERN HEADQUARTERS * 300 MADISON AVE. + MEMPHIS, TENNESSEE 
EASTERN HEADQUARTERS + 2131 LOCUST STREET + ST. LOUIS, MISSOURI 
KANSAS CITY, 1630 McGEE ST - FORT WORTH, 910 FLORENCE ST ATLANTA, 843 MEMORIAL DR. S E 


Sanfrancisco - LosAngeles - Oakland - Sacramento - Seattle - Portland - Spokane Solt Lake City 


SOUTHERN AUTOMOTIVE JOURNAL for NOVEMBER, 1951 





ef «=~Pick the winners! c \ 


pick your chargers 
from this 


Here’s your Marquette 
line-up for complete battery 
charging service! High Rate 

. . Slow and Booster. Depend 
on Marquette to do any 
charging job easily—quickly! 
Buy Marquette for long, (2) 
economical service! 


Features Marquette c A os 
20-second testin ! ays | Sensational new model! 
system. Exact charging \ oe } nee Charges any ampere- 
time shown instantly, \ 9 hour 6 or 12 volt 
completely automatic | battery! Easy to 
operate. Can be used as 
fast, slow or booster 


Fully automatic. Easy to carry 
Weatherproof construction. ..Highest 
quality parts for long life 


PEGISTERED US. Pat OFFrce 


MARQUETTE MANUFACT URING CO., 307 East Hennepin, Minneapolis 14, Minnesota 
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HOW TO SEPARATE 
HE MEN FROM THE BOYS 


The gear a man packs when he takes to the 
woods marks him qs either a tenderfoot or an 


old hand. The old timer travels light—no excess 


baggage. But every piece of equipment will 


be the very best. 

It’s like that with mechanics, too. A kit of 
well kept tools, and every tool Class A, is a 
pretty sure sign of a Class A mechanic. Chances & 


are the wrenches in that kit will be Bonneys. % 
a 


¢ 


“CHEAP TOOLS ARE FOR CHUMPS” say the men who know 
tools best—America’s ace mechanics. And the best 
recommendation for Bonney Wrenches is the kind of 
men who use them. As thousands of good mechanics 
can testify, for lightness, strength, balance and 


precision you can’t beat a Bonney. 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PENNSYLVANIA 





Gasket Right to insure Feaise- Winning 


No. I. Clean Bolts and Studs! 


Make sure that bolt and stud threads 
are perfectly clean before using 
them. Give them a good wire brush- 
ing to remove all traces of rust and 
carbon. Dirty threads make studs 
and bolts hard to turn and will give 
false torque readings when the head 
is replaced. A dirty bolt can throw 
torque readings off as much as 20 
pounds or 

more. Gasket 

failure can 

quickly result 

from such im- 

proper tight- 

ening of the 

head. 


No. 2. Use Thread Compound! 


‘Too few mechanics realize the im- 
portance of coating threads of bolts 
and studs entering the water jacket 
with waterproof thread compound. 
This simple precaution will prevent 
rusting and corrosion of bolts and 
studs and make removal and installa- 
tion faster and easier. Use any good 
waterproof thread compound, of a 
non-harden- 

ing type,such ° :. 

as FEL-PRO \ 5 
C-5, and 7 

cover thread 

ends of bolts 

and studs 

completely. “a nai 


Jobs | 


Follow these 


approved procedures 


BEFORE 


replacing 
HEAD GASKETS! 


No. 3. Chamfer Bolt Holes! 


Here’s another of those easy-to- 
overlook steps that can mean the 
difference between long gasket life 
and early gasket failure. Inspect 
bolt holes carefully, especially if the 
block has been refaced. If the 
threads run up to the surface, cham- 
fer the hole slightly so that threads 
will not be drawn above surface when 
bolts are 
tightened. 
This slight ir- 
regularity is 
often enough 
to cause early 
gasket failure. 


REMEMBER— Always use new FEL-PRro Gaskets—never install a used gasket no matter 
how good it looks, a few pennies saved may mean lost customers and expensive come-backs. 


Gasket Kight with 


“Little Drips” 


disappear when you 
Gasket Right 
with FEL-PRo! 


For over 30 years, FEL-PRO has supplied many of the nation’s leading car 
factories with original equipment gaskets. You can be sure that every FEL- 
PRO Gasket you use is made to match or excel original equipment in FIT, 
QUALITY and PERFORMANCE! Guaranteed to give long service and full satis- 
faction. That’s why it pays to specify FEL-PRO! 

FELT PRODUCTS MFG. CO., 1548 Carroll Ave., Chicago 7, Illinois 
FAST SERVICE ASSURED By Warehouses Near You— ATLANTA, BOSTON, NEW YORK, LOS ANGELES, OAKLAND, PORTLAND 
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November is MOPAR Winterizing and Engine Tune-up Month... 


Assure Customer Satisfaction with 


WINTERIZING & ENGINE 
MoPar TUNE-UP PRODUCTS 


COLD-WEATHER SECURITY! When you 
winterize Plymouth, Dodge, DeSoto and 
Chrysler cars and Dodge “-Job-Rated” trucks 
with MoPar products, your customers are 
sure of dependable protection against cold 
weather! Recommend and install MoPar 
batteries, fan belts, radiator and heater hose. 
They’re genuine Chrysler Corporation parts. 
Use MoPar cooling system cleaner, rust- 
resistor and antifreezes, too! 


TOP PERFORMANCE! When you tune 


up engines of Plymouth, Dodge, De Soto and 
Chrysler cars and Dodge ‘‘Job-Rated’’ trucks 
and make necessary replacements with MoPaR 
parts, customers are sure of top performance. 
Always replace condensers, spark plugs, dis- 
tributor points and other parts with MoPar 
parts. Factory-engineered, factory-inspected and 
supplied by Chrysler Motors Parts Corporation! 


MoPar winterizing and engine tune-up products are 
available from Plymouth, Dodge, De Soto and Chrysler 
dealers everywhere. 


CHRYSLER MOTORS PARTS CORPORATION, DETROIT, MICHIGAN 











X ee ae 


more than 25 years ago GM t 
oid Sallis taneeer ciel 90, GM began the research this 
pret vat wn ee 8 about resea rch in h — 
ed in GM’s effortless automatic drives = 
Of course it didn’t actually end, becaus 
no end to the trails blazed by re oes oh ae 
production men—to make “GM he 
and ever greater value. 


t GM there is 
engineeri ng and 


the GM key unlock greater 


Yo r custome are ‘eading adout this ¢ ? 
t mers ar rea ng ut l his U 
4 { ‘ mn 


wr " y Le Ag ” ° 
Program in ** Ke y”’ ads like this one 
usually in full 


tinuing 
on top magazines 


color, often as a two-page spre ad 


3 pyc 
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Automatic driving is out of this whirl 


, 1 in 
ew car owners realize how long it takes to develop an by many brutal tests to find the most practical. Fi 
idea from the dream stage to a working reality production units worked out ways to manufact 


y cost, to give you the automatic drives 


The automatic drive is a typical example. More than 25 ; “ 
— . : ‘ GM cars —Powerglide, Dynaflow, and Hydra-Matic — plus 
years ago General Motors began to seek a new simpler, 1 , 
heavy torque-converter drives for buses, military vehicles 
srnoother way of transmitting power from engine to wheels. 
’ and construction machinery 


First it was a subject of long research in which new discov- 


This is a evcle that never stops at General Motors 
eries were made about the behavior of liquids in motion } ) 

phase of automotive advancement, from fuels t 
Then GM engineering took over, translated laboratory devel- That is why the key to any General Motors car is your 


opments into scores of working models, weeded them out to greater value 


Kew (oe better manulacturing 


LUME THAT MEANS VALUE 
nm assembly like en automate 

’ produ m 
ethods of makin, 


ing machine whose 


Kew to better engineering 
TESTING ON THE TOUGHEST Hil 
Rew automat e ! 


Se ee fan iiss GENERAL MOTORS : 


CHEVROLET * PONTIAC * OLDSMOBILE * BUICK * CADILLAC * BODY BY FISHER 
CMC TRUCK & COACH 


SOUTHERN 
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13 Year User 


STRONGLY RECOMMENDS 


“ARO has more than 
proved its merit,” 


says O. J. Andre, manager of Andre's 
Gulf Service, Metairie Ridge, La. 


“The ARO Duplex Lubricator shown here has 

been in continual use since 1936," says Mr. 

Andre, whose station pumps better than 30,000 

gallons of gas per month. ‘With such service from 

Aro Equipment, I strongly recommend Aro to any- 

one interested in good greasing equipment.” ba 
For biggest or smallest requirements...see WR 

your Aro Jobber. 


The Aro Equipment Corporation, Bryan, Ohio 
Aro Equipment of Canada, Ltd., Toronto, Ont . 4 


a 


LUBE EQUIPMENT 


Also ... GREASE FITTINGS ... AIR TOOLS... HYDRAULIC 
EQUIPMENT . .. AIRCRAFT PRODUCTS 


a 
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J-M CLUTCH FACINGS 


A complete line of smooth-acting, 
long-wearing facings for every 
type of service . . . precision- 
molded resin-bonded J-M STM 
Facings; ‘“cushion"-action J-M Spiral 
Wound Facings; hard, dense J-M 
Molded Facings. 


JOHNS MAN 


B Johns-Manville Abostes 
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| ing has consistently set high standards of long life and 
y on millions of passenger cars. 


Wille produced the first molded brake lining 
and J-M 4-Star Passenger Car Sets are a 
sement of this famous Johns- Manville “‘first.”” 


linings on the market, 4-Star sets have led 
in qvciity ever since they were developed, in 
Jonns-Manville. 

4-Star sets are custom made for all popular 

er cars, offering a dependable combination of 

ced friction, stopping ability, and long wear. Each 

is furnished in the correct friction required to 

give the utmost dependability under all driving condi- 

tions. J-M 4-Star Sets assure your customers of 4-Star 

performance . . . longest life and greatest all-around 
reliability in the high-quality field. 


A complete line— backed by the Johns-Manville name 


The J-M line of automotive clutch and brake fric- 
tion products is backed by the most famous and 
respected name in asbestos friction materials. 
When you stock this complete,: profitable 

line, you have assurance that you are offer- 

ing your customers the best products of 

their kind. And you have the additional 
assurance that never-ending research 


H 

| sh 
J-M FLEET TESTED 
For medium and light commercial 
vehicles. “Fleet tested” in actual 
service on many of the nation’s 
busiest fleets your guarantee 
of top performance. Correct friction 
combinations give maximum life, brake shoes 


resist high temperatures 


K F 
J-M BRAKE! BLOCKS 
Exceptionally high heat resistance 
built-in. Available for high, medium 
or low friction service with correct 
formulations for long, trouble-free 
service life. Molded to fit standard 


keeps Johns-Manville automotive products way out 
ahead in precision, quality, and performance. It is a 
line that builds volume sales and satisfied customers. 
| 


—Now a complete Johns-Manville 
BRAKE SHOE EXCHANGE SERVICE with depots 
strategically located across the country 


This new, expanded Johns-Manville service opens up 
tremendous opportunities for jobbers and their dealers 
to build new sales outlets and greater profits! Dealers 
can now offer fast, efficient, dependable service with 
completely reconditioned and relined brake shoes with- 
out carrying large inventories. 

With this new J-M service, you are in a position to 
supply your customers with the best of materials ap- 
plied by skilled mechanics under careful inspection and 
ideal factory conditions. Whether riveted or bonded-on, 
the J-M Brake Shoe Exchange Service assures you of 
a top-quality relining job every time. 


Week after week — Johns-Manville supports your selling efforts 
with nationwide customer promotion and advertising campaigns! 
In changing times like there, the dependability of your 
source of supply counts heavily. The Johns-Manville Fran- 
chise offers many advantages. Why not learn more about it? 
Write Johns-Manville, Box 290, New York 16, N. Y. 


| 


j-Mi WIREKLAD 
Reinforced with a revolutionary 
new flexible metal fabric 
WireKlad” insures conform- 
ability, high rivet-holding .strength 
excellent bonding characteristics 


and less distortion in “hot service 


FRICTION MATERIALS 





SOUTHERN AUTOMOTIVE JOURNAL for NOVEMBER, 1951 





AUTOMOTIVE ELECTRICAL EQUIPMENT 
SWITCHES - TRAILER CONNECTORS - PLUGS & SOCKETS 


dy, COLE-HERSEE 


A NAME BUILT ON QUALITY 


COLE-HERSEE CO. 20 OLD COLONY AVE., BOSTON 27, MASS. 
42 SOUTH AL for NOVEMBER, 1951 
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“I've worked the counter for 
20 years...1 know | can 


depend on FEDERAL-MOGUL 
for quality and for ALL 
my bearing requirements! ” 


FEDERAL-MOGUL SERVICE, DETROIT 13, MICH. 


(Division of Federal-Mogu! Corporation) 


Engine Bearings (Main, Connecting Rod and Camshaft) @ 

* Bushings e Connecting Rod Service—Reconditioned Con- 
necting Rods, Rebabbitted Connecting Rods e Connecting 
Rod Bolts and Nuts @ V-Seam Piston Pin Bushings @ 
Shims and Shim Stock 
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STANDARD PLIER SET— 
PL-70-K 

Seven fine Snap-onVacuum-Grip 
Pliers that will handle every 
Gripping, twisting, cutting, plier 
job in the shop. This set in dur- 
able kit bag mokes c grand 
gift any mechanic will prize 


TORQOMETERS— Model TQ-150 shown—capacity zero to 150 foot- 
pounds—handies most jobs in the shop. Here's a tool every mechanic 
should own. When you eliminate mechanical distortion you safeguard 
your work. Other models up to 2,000 foot-pounds 


FERRET SET — 221-F-B 


Saves time in the tight places! 
This popular 21-piece set of slim, 
sturdy wrenches includes 13 sock- 
ets, sliding bar, ratchet, nut 
spinner, speeder, universal joint 
and 3 extensions This set handles 
the majority of nut turning jobs. 
Comes in special metal box. 


Gift Certifwate 


SNAP-ON GIFT 
CERTIFICATES 


—let the recipients choose 
their own pet Snap-on Tools. 
Your Snap-on man will 
make them out in whatever 
denominations you wish. 





the man’s gift 
that 


Your thoughtfulness in giving Snap-on Tools will be remem- 
bered long after many a more costly, short-lived gift would 
have been forgotten. They'll remind the men in your shop who 
receive them, time after time, that you valued their loyalty and 
respected their skill so much that you gave .them the best. 
Could any present do more? 

Snap-on Tools build good will. And it’s so easy to make just 
the right choice, too. The Snap-on man who serves your shop 
knows mighty well (or can find out fast) exactly what tools each 
mechanic has had his eye on! Or—to show complete regard for 
a mechanic’s personal preference—there’s the Snap-on Gift 
Certificate, in any amount you wish. 

Time’s getting short, though. Why not take care of the 
matter NOW? Just buttonhole your Snap-on man. 


SNAP-ON TOOLS CORPORATION 


8052-K 28th Avenue, Kenosha, Wisconsin 


*Snap-on is the trademark of Snap-on Tools Corporation 


SOUTHERN AUTOMOTIVE JOURNAL for NOVEMBER, 1951 





“Our reputation for quality work is increasing our business day by day,” says 
E. L. Hicks, president of Pettit Motor Co., Charlotte, N. C. “Newspaper Ads 


Radio Commercials, and other advertising and promotion material supplied b¥” 


the Brake Shoe Company, are bringing more and more refinishing and body 
work into our shop—enough volume that it would require ten times our floor 
space if we didn’t have the Kellogg-American Booth and Auto-Bake. Savings 
in time and labor have reduced costs per job, increasing profits. 

“Since we installed a complete set of Kellogg-American Factory Method 
Finishing Equipment—Auto-Bake oven, Packaged Automotive Spray Booth, 


Micro-Spray gun, and Compressor, jobs have been of the highest quality 


They 


come out dust and dirt free, and dry to a hard, brilliant finish. 
“We get compliments, not complaints, from our customers.” 


WHAT EQUIPMENT 
1. The mobile, infra-red Auto-Bake oven dries 
a showroom finish to granite hardness in 30 
minutes 
2. The Micro-Spray gun sprays an extra-smooth 
finish by atomizing paint extremely fine and dis- 
tributing it evenly 


WILL YOU NEED? 

3. A standard packaged spray booth to prevent 
dust and turn out jobs cleaner and safer, is often 
a profitable investment 

4. A Kellogg-American air compressor will eco- 
nomically supply air to meet peak loads without 
loss of operator time 





Op in your area 


American Brake Shoe Co 
Kellogg Division 

96 Humboldt Street 
Rochester 9, N. ¥ 


() Please send me detailed informa- 
tion on the Brake Shoe Turnover Plan 


(C) Please have a representative call 
to discuss the Brake Shoe Turnover 
Plan with me 


NAME . 

FIRM 

TITLE 

ADDRESS 

STATE 


city. ZONE 


KELLOGG DIVISION, 96 HUMBOLDT ST., ROCHESTER 9, N.Y. - DOMINION BRAKE SHOE COMPANY LTD., NIAGARAFALLS, ONT. 
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BATTERIES 


Willard 


Heavy Duty De. Lune 


THE MOST POWERFUL BATTERIES AND THE BIGGEST 
VALUES YOU CAN OFFER AT POPULAR PRICES TODAY! 


up To 56% 


MORE STARTING 
POWER AT ZERO! 


NEW SEALING 
COMPOUND 
—Stands more heat, 
Stands more cold! 


NEW CONTAINER 
— STRENGTH 


where strength 
is needed most! 


GROUP 1 


100 Ampere Hour Capacity 
Fits the following cars— 


Chevrolet Olds ('49-'50 
Crosley —6 cyl.) 
Dodge Plymouth 
Kaiser Studebaker 
Nash Willys 


THERE’S A SIZE FOR ALL 


GROUP 2 GROUP 2L 


115 Ampere Hour Capacity 115 Ampere Hour Capacity 
Fits the following cars— Fits the following cars— 
Cadillac Ford (1947-50) 

Chrysler Hudson 


DeSoto Mercury ('947-50) 
Olds ('49-'50 8 cyl. 


For complete list of cars and trucks 
WILLARD STORAGE BATTERY COMPANY 
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A Willard Heavy Duty DeLuxe (Group 1 size) was 
picked at random from the shipping platform of 
the main plant of Willard in Cleveland and literally 
“punished to death” before an audience of 95 re- 
sponsible witnesses. It cranked a car continuously 
for 20 minutes and 22 seconds! Then, after only two 


minutes of rest, it cranked the same car for one 
minute and 38 seconds. Another two-minute rest 
was followed by one minute and 30 seconds of 
cranking. Here was a grand total of 23 minutes 
and 30 seconds of cranking—from an original 
equ’ pment size Willard that sells at popular prices! 


CARS AND MOST TRUCKS 


GROUP 2E 


110 Ampere Hour 
Capacity 

Fits the following cars— 

Buick 

Olds (1938-48 — 
6 and 8 cyl.) 

Packard 

Pontiac 


these batteries fit... consult your Distributor 
Cleveland + Los Angeles + Dallas * Memphis + Portland + Toronto 


GROUP 2F 


115 Ampere Hour Capacity 
Fits the following cars— 


Ford (1940-46) 
Hudson (1948-49) 
Lincoln 

Mercury (1940-46) 
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ose Hard 


Flexible as a Spring! 


Curves to Fit Any Car! 


Makes Hose Installation a Snap ! 


Here’s the hose that turns ‘‘stinkers’’ into easy, 
profitable jobs! A single installation will prove 
to you that it’s the hose you can’t do without. 


Here’s what this hose means 
to you... 


e Easier to put on because of 
tapered ends—installs in 
less time than curved hose. 


e No skinned knuckles. 


e Easy to fit lower radiator 
connections. 


e Fewer pieces to stock. 


e No cutting—no waste. 


her 


Thermoid Company 


Here’s what this hose means 
to the car owner... 


e Absorbs motor vibration. 


e Prevents radiator damage. 
Won’t pull, strain, or break 
connections. 


e Wears longer 


the standard of precision 
processing in brake lining, 
brake blocks, hydraulic fluid, 
cylinder assemblies, hydraulic 
brake parts. 


Trenton, New Jersey 
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Construction 


Properly engineered by Thermoid to 
fit accurately all specified applications. 


Specially compounded tube withstands 
anti-freeze and deterioration from 
radiator chemicals 

Coiled wire reinforcement adds strength 
and flexibility; prevents collapse 
Durable cover withstands aging and 
cracking 

Ask your jobber salesman to show you 
this new hose. 





CASCO VIS-O-LITE 
THE FIRST AND ONLY LIGHTER 
WITH AN ILLUMINATED WELL! 


Terrific demand for this 
most modern of automatic 
pop-ovut lighters. Light 
from dashboord well 
guides hand back swiftly 
ond sofely. 

Ne. 1-31 LIST $2.75 


CASCD FAN HUB REPLACEMENT ASSEMBLY 
TREMENDOUS NEW MARKET EVERY DAY 


Worn ovt fans of every make are replaced daily with the 
reliable CASCO Fan Hub Assembly. Merchandising pock- 
age includes 6 Fan Hub Assemblies — each 3 mounted on 
display cord. 

No. F-14 LIST $2.00 


o ge 
DEPENDABLE PRODUCTS FOR OVER A QUARTER CENTURY CASCO 


Southeast Repr: LAWRENCE M. HIRSIG G CO 
201 Hildebrandt Bidg., Jacksonville 2, Fla 


iN ’ a 
CASCO SPOTLIGHTS 


FINEST MADE! INNER CONTROLLED! 


Powerful sealed-beam light turns in o 
complete circle. Smart, streamlined 
design . .. heavily chrome-plated. 
JUNIOR: = S40 Thru-the-Post LIST 
Ne. $35 Thru-the-Door $17.50 


STANDARD: eg S41 Thru-the-Post LIST 
Ne. $36 Thru-the-Door $18.00 
(Stenderd Models aise available for 12 volts) 


CASCO GLASS WINDSHIELD DEFROSTER 
SAFE! SURE! PROFITABLE! 


Exclusive Switch Control plug provides 
positive “on ond off” heat control. De- 
froster, 8"=x16", works wonders in sleet, 
ice, snow and fog. 

No. A-15 \er 6 Volt Systems Lisy re 
No. A-16 tor 12 Volt Systems ust 


CASCO 2-SPEED 6° 
RUBBER-BLADED AUTO FAN 
QUIET! DEPENDABLE! 

Fans hove chrome-plated metal trim and 
swivel arm. Motor case is die-cast, has 
wniversal mounting brackets for quick, 

easy installation. 


No. F-1) (6 Volt) List es 
Ne. F-12 (12 Volt) LIST $9.50 


CASCO PRODUCTS CORP., BRIDGEPORT 2, CONNECTICUT 


Southwest Repr: HIRSIG-FRAZIER COMPANY 
Box 1140, 807 Cotton Exchange Bidg., Dallas. Texas 





Sell more lamps at Winter-izing time 
with this 2 minute, 20 second check-up! 


1. Take 2 minutes to inspect all the lamps on each 
car left for Winter servicing. Headlamps, tail lamps, 
dash and trunk lamps. Actual tests prove that | car out 
of 3 needs at least one lamp replacement. And every 
General Electric lamp sale means big profits for you! 


(c S 


3. Give yourself 5 seconds to attach the “suap- 
on” memo card to the car’s steering wheel. When your 
customer picks up his car, he’s sure to see your sales 
message and be reminded to buy his needs from you. 
He'll appreciate this extra safety service. 


2. Take 15 seconds o l\ist the lamps your cus- 
tomer needs. Use the handy, General Electric “snap-on” 
memo card. There’s room to recommend other items 
too... new tires, plugs, battery. (Get FREE “snap-on” 
cards and window banner from your G-E lamp supplier. ) 


4. Result: Every W inter-izing job creates lamp and 
TBA sales! The 2 minute, 20 second lamp check-up 
plus the G-E memo card is a sure-fire sales combina- 
tion. So, get your free memo cards now. And order 
plenty of G-E lamps. Call your supplier today. 


Remember, G-E “All-Glass” Headlamps DO NOT GROW DIM! 


GENERAL @@ ELECTRIC 
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ce of seepage of oi! 
g Rear Wheel Bear 
ts. Check thickne 


r 


Linco/n EquipPeD 
LUBRICATION DEPARTMENT 


30 Inspections That Build Service and 
Parts Profits With Every Lubrication Job 


. Look at the Fan Belt 

. Look at the Air Cleaner 

. Check the Oil Filter 

. Look at the Spark Plugs 

- Look at the Ignition Wires and Distributor 
. Check the Carburetor 

- Check the Fuel Pump 

. Look at the Battery and Cables 

. Look ot the Water Pump 

. Check Radiator Hoses 

. Inspect Radiator Core for leaks 

. Check Radiator Fluid 

. Test Clutch Pedal action 

. Check Brake Pedal travel 

. Check Hydraulic Brake Master Cylinder 

. Check Transmission and Differential lubricant level 
. Check Universal Joints for wear 

. Inspect all Leaf Springs 


FOR MORE INFORMATION on Lincoln Busi 
ness Building Lubricating Equipment, ask your 
Lincoln Wholesaler or write 


. Check Rear Wheel Bearing Seals 

. Check Front Wheel Bearing lubricant 

. Check Front Wheel Suspension system 

. Check the Muffler and Tail Pipe 

. Test the Shock Absorbers 

. Try the Headlights, Stoplights, Indicator Lights 


Interior and Exterior Lights 


. Check front and rear Body Doors 

. Inspect front Floor Mat 

. Check the Windshield Wiper and Windshield Washer 
. Look at all four Tires 

- Sell needed Accessories 

. Replace lost or damaged 


grease fittings with LINCOLN 

BULLNECK™ Fittings 

the modern fitting with 

the ball-in-the-top 

Seals dirt out... grease in Tradename Registered 


LINCOLN ENGINEERING COMPANY = 5708 Notura! Bridge Ave. + St. Louis 20, Mo 
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DELCO-REMY 


52 


A COMPLETE LINE OF 





DELCO-REMY OIL-FILLED COILS FOR SERVICE! 





After 10 years of successful experience in the 
manufacture of oil-filled, hermetically sealed 
ignition coils for original equipment Delco- 


Remy now presents a complete line for service. 


Built to fit every Delco-Remy application, old 
or new, these service coils incorporate a host 
of time-tested engineering features . . . spring- 
loaded gaskets and special neoprene nipples 
for permanent sealing against moisture .. . 
steel primary terminals and anchored leads for 
. balanced 


windings for better performance ...and many 


greater strength and durability 


others. 


SOUTHERN AUTOMOTIVE JOURNAL for NOVEMBER, 1951 


Delco-Remy oil-filled coils, both standard and 
heavy-duty, are available through United 
Motors Service distributors in both 6- and 
12-volt models. Coils with high-ratio windings 
can be supplied where required. Special service 


packages are available for older applications. 


Deleo-Remy 


DIVISION, GENERAL MOTORS CORPORATION 
ANDERSON, INDIANA 


QP SMITED SS. —DELCO-REMY—A_ UNITED MOTORS LINE 
{ ' | Service Parts and Delco Batteries 
‘ Available Everywhere Through 


~MOToRs — * UNITED MOTORS DISTRIBUTORS 
—— 


WHEREVER WHEELS TURN OR PROPELLERS SPIN 














As seen on 12 MILLION 
Television Screens! 


Trico’s new | ni 
triple-action Rt 





ys i 
e ‘ew |i 
- - 
a s y - 
windshields a 
NO ADAPTORS f ; 
NO FUMBLING fe 
7 | 
7 
: 
ca 
D-101 Counter 4 h . 
Display Package ; 1 
s 
Wher BLADES that take is 
less time to install than it takes to open j j 
the package! Wiper Blades you'll /ike to sell because they satisfy the lh 5 
user! Wiper Blades that give the cleanest wipe ever seen because the j iB : | | 
rubler floats, the channel flexes, on both flat and curved glass! F / 
The biggest television campaign in Trico history is demonstrating or LT cleanest Wipe \ever 
these advantages to millions of motorists. IP : seen 
* 
Phone your Jobber for the low-cost D-101 “eye-opener” Counter | b ‘ 
Display Package. From it you can serve virtually ANY customer, the jm j 
no matter what make, what model, he drives. No fumbling. No } ] 
adaptors. Just snap the blade on! ;" | 
Sra Mian | 
cs : 
OWE BLADE FITS ALL 4..NWO ADAPTORS! — 75° list a 
windshields es eyinbou 


aS eee F sate 




















Good compressor for BIG trucks 


K-D 325...for the 
BIG truck, bus, tractor 
engines. One mancan 
operate this rugged, 
deep throated Com- 
pressor on most 
engines (L-head or 
valve-in-head) with 
manifolds on. 3 pairs 
jaws. Wide jaw selec- 
tion, plus plunger bar adjusting feature makes 
325 flexible enough to service valves of any 
length, in any position. 

















RIVETING DIE 


ANVIL 


BASE —> 











studs. 
Designed for shops with an average amount 
of wheel work. Sets consist of Base, Anvil, 
Riveting Die. Dies & Anvil tempered, Rockwell 
tested. No. $565 Set for Chevrolet & Pontiac, 
7/16'' stud. No. $567 Set for Chevrolet Truck, 
stud. No. $570 Set for Ford-built cars, 
Yo"’ stud. No. $575 Set for Ford AA & BB 
Truck. %‘' stud. 


For removing and installing wheel 


9/16"" 
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K-D 115 Universal 
Ignition Point Aligning 
Tool... for aligning con- 
tact points right in the 
distributor. Carefully 
forged and machined to 
handle all types of points 
in all types of distribu- 








tors, including Ford. Fig. 1: 


use on ribbed 


breaker arm. Fig. 2: adjusting a channel type 
arm. Fig. 3: adjusting stationary point. 
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Keeper moentew- ALL motow 


K-D 608...specially 
designed to replace the one 
size split keeper now used on 
most all present motors 
(including Ford & Chrysler 
motors). Light, easy loading, 
self supporting. 

K-D 605: for handling 
keepers of larger size than 
serviced with No. 608. Easy 
loading, fast, self supporting. 
K-D 609: specially designed 
to handle split collar type 
keepers used on late Ford 
trucks (6 cyl. 110 hp., 8-cyl. 
150 hp.). Magnetic 
42" long. 


jaws. 


L-heads & Valve-in-heada 


K-D 380 Compressor... 








services more than 85% of 
L-heads and valve-in-head 
engines on the road today. 
Most universal compressor 
on the market. Safe and 
fast for one-man opera- 
tion. Rigid bar steel con- 
struction, strongly braced 








and riveted. Adjustable 


jaws and plunger bar. 2 pairs jaws furnished. 


Rustproof finish. 


KD Tools xLancasten,Pa: 





BRAKE LIN/NG 


For the man who wants the best 


_— ania 








(patented) 


GROOVES / 4a. 


Poe 
Sete Or eeene,, 
hd 


GATKE CORPORATION 


228 N. La Salle St Chicago 1, Illinois 


ASBESTOS BRAKE LINING FOR EVERY PURPOSE * «+ « MOULDED ASBESTOS FRICTIONS—ALL SHAPES 
AND SIZES « * MOULDED FABRIC BEARINGS SERVING ALL INDUSTRIES + + « ASBESTOS TEXTILES 


Foctories at Worsaw, Indiana and North Brookfield, Massachusetts 
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There’s a big difference between a 


duck... buck 


—and there is a powerful difference, too, 
between performance and “ETHYL” performance! 


TRADE- MARK 


Yes, there’s a powerful difference between the 
performance of an engine using just gasoline 
and one using “Ethyl” gasoline. When you set 
the timing to take full advantage of ‘‘Ethy]”’ 
gasoline’s higher antiknock quality, your cus- 
tomer gets ‘““Ethy]” performance—more power, 
quicker starting, more mileage. And you get 


happier, more satisfied customers. 


ETHYL CORPORATION, New York 17, New York 


Other products sold under the “ Ethyl" trade-mark: salt cake...ethylene dichloride...sodium (metallic)...chiorine (liquid) ...0il soluble dye...benzene hexachioride (technical) 
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"Big, easy profit deals also 


have a catch...” 


“‘Any time someone offers you a parts deal where 
there is a big, fast profit, you can be sure there's 
a reason. There has to be. People aren't giving 
money away. Those outfits that produce sub- 
stitute replacement parts have nothing to lose 
and if anything goes wrong, it’s your repu- 
tation for honest workmanship that always takes 
the beating. That’s why I’m sticking strictly to 
Original Factory Parts that have been tested and 
proven right by the car manufacturer.”’ 

J. J. Austin, 616 Marshall, Memphis, Tenn. 


The outstanding customer satisfaction Auto- 


TUNE IN “SUSPENSE” CBS RADIO MONDAYS 





Lite Original Factory Parts afford service men 
is proved by this fact: more than half of 
America’s car makers specify Auto-Lite. Make 
the wise choice of original factory parts and 
protect your honest workmanship .. . and 
build your business, your reputation and your 
profits. For full information, write to 
THE ELECTRIC AUTO-LITE COMPANY 
Toledo 1 Parts & Service Division Ohio 


"Tested Quality’ wes you ee 


AMERICA'S FINEST ELECTRICAL SERVICE 


From biveprint to finished product, constant inspection and testing 
of all Auto-Lite Original Factory Parts assures quality of unfailing 


dependability . . . and is proven by exhaustive tests of leading 
automotive engineers who specify Avto-Lite as Original Factory 
Equipment on leading makes of many of America’s finest cors 
and trucks. 


CBS TELEVISION TUESDAYS 
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Give your business a boost by installing a 


/ ‘4 


" f rv 
aN ) 
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FREE—Shop Owners and Ser 
vice Department Managers 
may obtain a copy of this vo 
vable new book “Here's How 
to Get More Profits from You 
Safety Service Departments 
request, on their 


Weaver Headlight Tester a Weaver Automatic by sending 


A “Safety Lane ncludes 
Company letterhead 


Brake Tester and a Weaver Wheel Alignment Tester NYohi-t am Gelil Equipment 
r Weaver Manufacturing Co 


te 


nade only by Weaver, fits into all safety programs, including those where quali Springfield, Hil 
fied dealers are officially appointed to check Brakes, Alignment and Lights 

(Ofelia ol-Miriselit-to Ml Mil-Melaha-lMelli(-me a iMelsb ame) ial-lamelaet-tt 110] (Ml olela Mame Zelt], 
shop. A Combination Brake and Alignment Tester, and a Headlight Tesfer re 
quires the small amount of floor space of 9% x 24 Shows car owners the 
need for safety services. It's an effective ‘merchandiser 
Increases 


Proves to customers the TelUloliiA mem aelad-4iha-020) 8 @eleal- Moh miil-aslelalia 


shop production and profits 
‘ 


} 


ARE MADE ONLY BY THE\WEAVER MANUFACTURING CO., SPRINGFIELD ILLINOIS, 
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OTLIGHTING zc NEWS 


nemecosecomenone 


ON enagp eee. 


a program to reap the harvest of addi- 
tional repair jobs—including a lot of 
preventive-maintenance work—if you would like to 
see the volume climb in the months ahead. The 
reason is pretty obvious to anyone who sticks his 
head out of the shop door: Car prices have advanced 
and there’s every reason to expect them to go higher 
by next spring when fewer units coming off the 
assembly lines will run up the per-unit cost of pro- 
duction. It’s not too easy to pin it down, but the 
fact probably is that fewer people will be inclined to 
purchase new cars in 52, turning instead to the re- 
pair man to make certain that their private trans- 
portation is maintained in safe condition. That’s 
when the proper program, designed to reach this 
big group of car owners, will pay off more than it 
might normally. What will you be doing about it? 


Shape up 


Advertising has been 

used in 
few instances to pro- 
mote the shop, except 
where some garagemen 


ORR ati aE 


are a boiling headache to the manu- 
facturers just now. The problem is 
what to do about the growing scarcity of copper 
available for radiators. Research staffs are toy- 
ing with aluminum radiators. 


Radiators 


of passenger cars next year may run 
about 4,000,000, industry leaders are 
predicting. This wouldn’t be a bad figure at all, 
and, with a number of makes, there would be a 
tough selling problem to move those dealers’ allot- 
ments. In many localities the supply of the more 
popular cars would be exhausted first and then 
would come the turn of the other dealers, if you’re 
to believe what was generally being talked among 
the dealers themselves at state-association conven- 
tions which were held in the South last month 


Production 


is prevail- 
ing in the 
minds of a lot of deal- 
ers as to what they can 
expect ahead. Here’s a 


Confusion 





and a greater number 
of car dealers have be- 
come aware of the in- 
creased business which 
can be stimulated. 
“Nameplate” ads have 
served some operators, 
but the smart ones are 
going to be turning to- 
ward more specific of- 
fers. Southerners aren’t 
in agreement at all as 
to the value of includ- 
ing the price in spe- 
cials. Service Manager 
Walter Chapman of an 
Austin, Texas, dealer- 
ship has something to 
say from his own ex- 
perience along this line in an article on page 69 


affable president, C. E. Wilson, recounted 
the fable of the Arai and his camel in a 
down-to-earth address in Texas last month in which 
he declared that now—now during the defense pro- 
gram—is the time for Uncle Sam to disrobe himself 
of the controls over private enterprise for the sake 
of this country’s own best interests. The military 
program must be pushed, Wilson said, and, controls 
or not, the military would be able to get its nec- 
essary materials. If controls aren’t removed, he 
asserted, “we will ultimately create by our own 
internal policies a form of autocratic government 
not too different from the totalitarian systems we 
are resisting.” Excerpts from his talk appear on 
page 73 of this issue 


GM’s 
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“Yes, it is getting colder.” 


quotation from a “Big 
Three” man in Missis- 
sippi who asked that 
his name not be men- 
tioned when he was 
asked what would be 
the effect on his mar- 
ket with fewer new 
cars at higher prices: 
“Slight loss of demand 
due to higher prices, 
but generally increased 
demand due to scarcity 
Over-all demand will 
be increasing in spite 
of price _ increases.” 
He’s a dealer in a fairly 
small town—one who 
lives close to his cus- 
tomers and should therefore be able to size them 
up better. 





EMA GE Y 


is expecting td come out within the next 
several months with “a new passenger 
sedan which will have all the luxuries American 
people demand of a car, as good looking, comfort- 
able and safe as the more expensive automobiles 
on the highway, yet a car from which the engineers 
have slashed off hundreds of pounds of needless 
weight and a foot or more of needless length.” That 
quotation is from Ward M. Canaday, president of 
Willys-Overland Motors, Inc. The car may appear 
in the midst of the new-model parade which began 
this month and will continue on well into next 
spring. Incidentally. quite a few dealers had been 
hoping for more changes than can now be expected 


Willys 
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At a time like this... 


GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., MANHEIM, PA. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Brake Linings - Brake Blocks - Clutch Facing 
Fan Belt Radiator Hose Packing Mechanical Rubber Products - Rubber Covered Equipment 
Asbestos Textile -owdered Metal Product Abrasive and Diamond Wheel Bowling Ball 








Brakes must be ready for any 
emergency! And dependable 
brake action demands bal- 
anced linings! 

Why? Different shoes, even 
in the same brake, do differ- 
ent work, need different kinds 
of linings. Grey-Rock gives 
you balanced combinations to 
provide smoother, safer stops 

. . with equal wear on all 
shoes, hence greater mileage. 

In addition, Grey-Rock 
Balanced Linings eliminate 
dive, grab, hard pedal, and 
other brake troubles. For 
better and more profitable 
brake jobs, order Grey-Rock 
Balanced Braksets from your 
jobber. Ask him, too, about 
Grey-Rock’s _ business-build- 


ing promotional plans. 


Consistently advertised in 


la fl ount 
POST ona 222", 
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F CUSTOMER COMPLAINT 


Wien. 1 ae 


Customer's Name 


Office Manager Martin tallies complaints, like 


ported by the service managers, sales manager= 


©. Loea 


. Car 4 eee ©. Loo L 
laadtcfl 
- — — Li a é z KMeHas 
the one at right, on the chart as they are re- Complaint ‘2 


and supervisory personnel at the weekly meet- 


ings. Then comes discussion 


of what to do! 


A weekly analysis 


points the way in 


Reducing Service Complaints 


B’ LOGGING every complaint 
and analyzing the cause right 
down to the roots, we have beer 
able to introduce checks and con 
trols that reduced our complaint 
to .7 for every 100 repair orders 
the first quarter of ’51 

With our entire service person 
nel alert to the evidence our com 
plaint logs reveal, we have ef- 
fected inestimable hour and dol- 
lar savings in the shops as every 
nechanic and service salesman is 
behind 
itisfaction” program 

Moreover, by breaking down 
and pinpointing every complaint 
definite and 


ned up our “custome! 


into concrete cate- 


By K. H. MOORE 


General Manager, Capitol Cadilla« 
Oldsmobile Co., Washington, D. C. 


gories of causes, we have given 
our shop supervisors the guide- 
posts by which they can establish 
and maintain high 


performance 


standards of 


f their mechan- 


from 
ics 

Like most shops. we used to be 
lieve—about three 
fore we introduced logging—that 
we were doing 
job. A flurry 
complaints occurred and we de- 


years back be 


an almost pertect 
here and there of 


cided to record every complaint 
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trivial as it seemed, that came ir 
by mail, telephone or person 
To gather all these complaints 
we set up what we called “listen 
ing posts.” To every repair orde: 
we attached a blue card inquirin; 
whether the 
pletely satisfied with our service 


customer was com 
Every service salesman, everyone 
on the service staffs 
was asked to jot down every com 
plaint picked up from a custome: 

whether it sweating in a 
public phone booth before the 
service desk answered or even as 
trivial a complaint a 
fingerprints left on a car 

We were going all out for cus 


1 . 
Saies and 


was 


seemingly 
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tomer satisfaction and we were 
setting our standards by our most 
exacting customer. We were of 
the conviction that dependable 
service meant not only increased 
labor-sales volume but car-sales 
volume. A Cadillac customer 
would stay a Cadillac customer if 
he knew he could rely on us for 
sound service. We were deter- 
mined to get at the bottom of all 
complaints and root out the trou- 
ble. 

As complaints were gathered, 
they were logged by salesmen on 
a chart in the sales manager’s of- 
fice. General Service Manager 
L. F. Delavigne logged all com- 
plaints brought in by service 
salesmen on his chart. Complaints 
coming through the shop were 
logged by the shop foremen. 

Getting the customer straight- 
ened out came first and foremost. 
But once this was accomplished, 
the complaint was not set aside 
and forgotten. 


Supervisors Report Complaints 


At the 30-minute Friday-morn- 
ing meetings of our six shop fore- 
men, two service managers and 
an assistant, general shop engi- 
neer (supervisor of the shop fore- 
men), two sales managers, office 
manager and myself, every com- 
plaint that had been logged for 
the entire week was reported and 
discussed for ways and means of 
finding remedies. Also, for pro- 
viding a supervisor with a bet- 
ter, more concrete approach to 
the mechanic regarding his work. 

At these meetings, charts pre- 
pared by the office manager give 
the total complaint picture in tab- 
ulated form. Under the following 
groupings a basis for discussion 
and correction is set down: 

1. Test rejects (unsatisfactory 
work caught by tester). 

2. Comeback (car returned to 
service floor). 

3. Work unsatisfactory (com- 
plaints reported to service man- 
ager). 

4. Other complaints 
courtesy, etc.). 

5. Unduly delayed (held up for 
parts, etc.). 

6. Late promise 
notify customer car 
ready). 

7. Through sales department 
(complaints through salesmen). 

8. Product (engineering diffi- 
culties). 

One of the first results to come 
out of logging was the establish- 

(Continued on page 108) 


(prices, 


(failure to 
was not 
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The first aim of General Service Manager Delavigne (right) is to 


satisfy 


the customer. Then with the help of careful analysis and 


the chart below, he and his men try to remove the cause of trouble. 


Charts are tallied at 30-minute meetings each Friday morning. 





SERVICE COMPLAINT ANALYSIS 
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Attention to Job 
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Incorrect 
Adjustment 





Incorrect 
Installation 





Oversight in 
Completing Job 
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Poor Judgment 
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Part Failure 
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Improper 
Diagnosis 








Misunderstanding 
with Customer 





Poor Handling 
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Service 
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Are You Kill 


By Jack Bannick 


O” service customers are the 
geese that lay the golden 
eggs for us. 

Down on the farm we used to 
stab the geese in the roofs of 
their mouths and hang them up 
to bleed to death. Here are some 
good ways to stab our service 
customers and bleed them to 
death . . . that is, our death, the 
death of our repeat business. 

1.—Bang up the car or scratch 
the paint, and then refuse to fix 
it, telling the customer, “It was 
that way when you brought it 
in. 

2.—“‘Load” the repair order 
with spark plugs, heater hose 
and other items not ordered by 
the customer. It’s all right to sell 
him these items, but a good way 
to drive him away from your 
shop is to charge him for such 
items without his permission. 

3.—Promise the car for 5 p.m. 
Let the customer make a special 
trip by cab or bus to get the car, 
only to find that it isn’t ready 
when promised . . . and that you 
failed to phone him and tell him 
so. He’ll pat you on the back for 
being so thoughtful, especially if 
it’s raining cats and dogs — or 
will he kick you on the end that 
doesn’t eat the oats? 

4.—Charge him six bucks for 
correcting hard starting. Next 
day the car won’t start. Charge 
him six bucks again. Next day 
the car won’t start. Charge him 
six bucks again — if you want to 
kiss him goodbye forever. 

5.—Pad the repair orders by 


iné the Golden Goose? 











GARAGE 

















a few cents or a few dollars. 
When the customer brings in the 
car and asks, “How much?” 
quote a figure low enough to be 
sure he'll leave the car. Then 
hand him a bill for a few dollars 
more than the original estimate. 
Of course, the original estimate 
may be as accurate as you can 
make it, but in the course of re- 
pairing the car you run into un- 
expected conditions. If you call 
the owner and get his permission 
for the extra expense, that’s all 





The concluding article 


is presented here in a series of three on customer 


relations, good and bad, by the author, who is the 
former manager of customer relations for Packard 
Motor Car Co. What, specificially, has your organi- 
zation done to make certain that it will not be kill- 


ing the golden goose in its day-to-day operations? 


The editors would be happy to hear about any steps 


you've taken toward cementing the customer to you. 


Ar 
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right and good business. But any 
customer who consistently gets 
a bill higher than the original 
quotation will soon take his car 
elsewhere for service. 

6—“How’s the old clunker to- 
day?” That was the greeting giv- 
en a lady by a serviceman when 
she brought in a ten-year-old car 
for service. She owned two cur- 
rent model cars, but liked this old 
one because it had been given to 
her by her husband the year he 
died. Discourteously referring to 
it as “an old clunker” caused her 
to drive out of that shop and lay 
her golden eggs elsewhere from 
then on. 

Customers, like elephants, have 
long memories. Many a repair 
shop that gouged during the 
last war went out of business 
shortly after the war ended 
for lack of customers. Entering 
now another similar period of 
shortages, we must remember 
that if we want the geese to keep 
on laying golden eggs for us year 
after year, we must stop playing 
penny-ante games with customers 
and, instead, give them an honest 
dollar’s worth of efficient service 
for the honest dollar they pay us 
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let's Analyze 
Our Operations |: 


A prominent dealer tells what trends 
and facts were uncovered in NADA’s 
latest survey of business management. 


E running of an automobile 

business, so that it produced 
a very satisfactory profit, during 
the first three years of the post- 
war period was relatively easy. 

Many dealers entered this busi- 
ness for the first time during that 
period and made good profits in 
spite of their inexperience and, 
unfortunately, a small percentage 
of dealers weren’t content to 
make a satisfactory profit. They 
went after exorbitant profits and, 
in doing so, they strained the at- 
titude of the public and some 
branches of government toward 
automobile dealers in general. 
And that hasn’t made it any eas= 
ier for our representatives to per- 
suade our government officials 
that the great majority of dealers 
were good, honest and patriotic 
citizens, rendering an _ essential 
service to the people of this coun- 
trv—a service absolutely essen- 
tic] if we are to maintain our na- 
tional economy, and if we hope to 
attain our objectives in national 
defense. 

The easy-profit years for the 
automobile dealers, in my judg- 
ment, are over and, in my opinion, 
the dealers, both large and small, 
are going to have to be good man- 
agers if they hope to realize a 
profit in their business commen- 
surate with the capital invested. 

The profit experience of the 
dealers during the first quarter 
of this year was most encourag- 
ing. But that was the period when 
the public was suffering from war 
hysteria, when they were buying 
automobiles from fear. They were, 
first of all, fearful that they 
wouldn’t get an automobile of any 
kind. Secondly, they were fear- 
ful that prices would soar to high 
heaven, and thirdly, they were 
fearful ihe manufacturers would 
be obliged to use inferior or sub- 
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L. M. Stewart, chairman of the Dealers 
Business Management Committee of the 
National Automobile Dealers Association, 
made the address from which these ex- 
cerpts are taken at the convention of the 
Florida Automobile Dealers Association 
last month. The president of L. M. Stew- 
art, Inc., Chrysler-Plymouth dealership at 
Louis, 
with the automotive industry since 1914 
when he was a special sales representa- 
tive for Willys-Overland. 
1939 he was treasurer of NADA. He has 
operated the St. 
1947 and also has a Chrysler-Plymouth 
deal at Clayton, Mo. 


Mo., he has been identified 


From 1934 to 


Louis dealership since 








stitute materials. 

On March 31, in bold headlines 
in almost every newspaper 
throughout the country, the pub- 
lic was informed that instead of 
the production being curtailed 
during the first three months of 
the year, the industry had broken 
all production records. On April 
1, the buying attitude of the pub- 
lic completely changed and, be- 
lieve me, the profit experience of 
the dealers, from that date, has 
steadily decreased. 

The operating profit of all deal- 
ers — large, medium and small 
dealers—dropped in the second 
quarter in comparison to the first 
quarter by almost 30 per cent and 
the following month, which was 
July, the profits dropped still 
further, which reflected the para- 
lysis of the market that had taken 
place on account of Regulation W. 

Gentlemen, I had the oppor- 
tunity to analyze the profit ex- 
perience of a particular dealer 
group, and it is an important deal- 
er group, and their operating 
profit dropped from March 
through July by as much as 57 
per cent. In other words, if the 


Mr. Stewart 


operating profit of that group con- 
tinued to decrease at the same 
rate in the next five months as 
it had from March through July, 
that group of dealers would be in 
the red by December. 

Let me review with you for a 
few minutes, without giving you 
too many figures that might con- 
fuse you, some of the highlights 
of the surveys the Dealers Busi- 
ness Management Department 
have been making since 1949. And 
I think you will agree with me 
that some of them are storm 
warnings that are worthy of our 
earnest consideration. 

The percentage of gross profit 
experienced by the dealers in the 
first quarter of 1949 was 22.3 per 
cent and, in the second quarter 
of the year 1951, the gross profit 
had dropped to 18.4 per cent— 
that is a decrease of over 17 per 
cent. 

Now let us take a look at the 
used-car situation. 

In the first quarter of 1949, the 
dealers had a used-car gross profit 
of $104 per car and, in the second 
quarter of 1951, the used-car 
gross profit droppe i off to only 
$18 per car. That is a decrease 
of 83 per cent in two years’ time. 

We also find that during the 
first half of 1949, the dealers were 
handling less than one used car 
for every new car sold, or to be 
more exact, for every 100 new 
cars sold, the dealers were called 
upon to handle 80 used cars. 

In the second quarter of this 
year, for every 100 new cars sold 
by dealers, it was necessary for 
them to sell 150 used cars—almost 
double what it was two years ago. 

Gentlemen, it doesn’t take a 
master mind in this business to 
fully realize that when your gross 
profit in used cars drops from 

(Continued on page 148) 
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Truck-hepair 
Specializing Pays 


By Hal M. Newsome 


A peanmrpa in truck mainte- 
ance and rebuilding has en- 
abled Murphy’s Truck Rebuild- 
ing Service, Miami, Fla., to in- 
crease repair volume more than 
tenfold in the past seven years. 

About 75 per cent of dollar vol- 
ume is now in truck jobs, with 
two-thirds of that in rebuilding 
operations. The nine-mechanic 
shop averages a dozen jobs a day, 
with about 30 per cent of the 
gross in fleet work. 

Most new jobs are brought in 
by a program of spot checking, 
both on the streets and in com- 
pany parking lots, for trucks that 
obviously need work. This is sup- 
plemented by a survey of pros- 
pects from the classified pages of 
the phone book. Both sources are 
systematically followed up by 
telephone solicitation and person- 
al calls. The boss, S. F. Murphy, 
does a lot of this himself. Local 
testimonials, plus full guarantees, 
induce 20 per cent of the firms 
solicited to try the service. 

Other new accounts are obtain- 
ed by checking garages and deal- 
erships for overflow work to re- 








Enough space and proper equipment, such as heavier jacks, are nec- 
essary to get jobs out quickly (top photo). Middle photo shows 5S. 
F. Murphy (right) and Service Manager Spawn. The shop often pulls 
the motor so it can be serviced without delaying work on chassis. 


lieve their own shops. The bal- 
ance comes from recommenda- 
tions by old customers. 

The firm never dickers on price 
to meet competition. Either Mur- 
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phy or Service Manager Bill 
Spawn, both 25-year men in the 
truck field, personally inspects 
every sizable job. All mechanics 
are carefully selected and train- 
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Plenty of parking and turning space on the side of 
this lot, measuring 175 by 300 feet, helps to keep 


ed for truck work. 

Said Spawn: “ ‘Murph’ really 
does more than he has to on al- 
most every order. Our boys never 
argue about jobs because they 
know we’re not on a flat-rate sys- 
tem. Without even asking per- 
mission, they can get plenty of 
help from each other if they’re 
stuck. We always consult the 
mechanic in planning a job, both 
to agree on procedure and to 
make the boys feel they’re part of 
the team. : 

“On a rebuilding job, we put 
on a crew and work on almost 
every part of the truck at the 
same time. We pull the mo- 
tors and remove the body so both 
these units can be worked on 
without holding up chassis work. 
That’s why we need plenty of 
room and the right equipment— 
to spread out and speed jobs.” 

“The main way we hold busi- 
ness and keep costs down is to 
avoid comeback jobs,” said Mur- 
phy. “That’s why we check and 
inspect so carefully. We can’t do 
work that isn’t ordered, except 
on general overhaul. But we do 
keep our eyes open. We inform 
owners in writing of all defects 

“The other day on a radiator 
job we spotted a cracked distri- 
butor cap. It’s a small matter 
and the minor repair we were au- 
thorized to do didn’t make us 
rich. But an immediate break- 
down, right after our service job, 
would have given us a black eye 
and no amount of words would 
fully remove the impression of in- 
competency. 

“A lot of office men who okay 
the service bills might be con- 
fused, for example, if we have a 
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resentatives in to 


truck in for a motor job and then 
pretty soon rear-end trouble de- 
velops. All they know is they 
paid us for service and still have 
trouble. 

“It pays us to forget all about 
flat-rating and completely size up 
a truck whenever we get a shot 
at it. This is particularly true 
with those individual owners who 
are always too busy for preven- 
tive maintenance.” 

The shop welcomes owner rep- 
watch the 
work. All the fleet superinten- 
dents and half of the individual 
owners watch and consult on a 
sizable part of the work. 


Snoopers Hinder Work, But — 


“Sure it hinders the work a 
little sometimes,’ Murphy com- 
mented, “but if that’s what they 
want, they’re paying for the job. 
We've always recognized that 
part of the trouble with a vehicle 
is usually in the customer’s head. 

“Satisfying him clinches his 
business; educating him a little 
more mechanically makes him 
easier to deal with in the future 
Furthermore, it’s a good selling 
opportunity. Remember, our me- 
chanics get paid just as much for 
the selling time as their working 
time. 

“Any owner is more enthusias- 
tic about fixing something he can 
with his own eyes. Since 
many repairs run into sizable 
money, it’s important that the 
bill-payer be fully sold on them. 
Then, too, we get better acquaint- 
ed with him many ways and in- 
crease our constructive and per 
sonal hold on his business.” 

Both Murphy and Spawn agree 


see 


the work flowing through the shop. This is especially 
necessary with the larger truck units in for service. 


that one of the biggest problems 
is to get owners to practice real 
preventive maintenance, and 
check-ups every 1,000 to 1,500 
miles. Cost-conscious fleet opera- 
tors do it 100 per cent, but only 
about half the small owners take 
time for it because they do not 
have spare units for this purpose. 

“They could all save about 40 
per cent on maintenance if they’d 
spend a few dollars for regular 
check-ups,” Spawn said. “It costs 
$15 to thoroughly check a two- or 
three-ton job, around $10 for a 
panel. The saving is double-bar- 
reled—first on avoiding a larger 
repair bill later, second on less 
working time lost. 

“Our biggest headache is the 
fellow who puts it off and even 
then doesn’t want to give us time 
to fix it right. Any shop that can 
sell him on providing a spare unit 
and observing a preventive-main- 
tenance schedule will save him 
so much money and so many 
breakdowns that it will have a 
much stronger grip on his busi- 
ness.” 

Another “bug” that Spawn 
hates is overloading. He told of 
a feed merchant who kicked be- 
cause his one-ton job kept break- 
ing axles. Late one night the 
man called up, red hot, and de- 
manded a shop truck to take the 
load from another breakdown 
“How much you got on?” asked 
Spawn. “Oh, about seven or 
eight tons,” piped the big money- 
maker. 

Spawn’s answer is better imag- 
ined, except that he told the fel- 
low, “Enough of those broken 
axles and delays would pay for 

(Continued on page 106) 
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Who could drive over foot-high 
numbers “10,000” and not won- 
der what they meant? And isn’t 
it natural curiosity to ask the 
price for a deal like the 10,000- 
mile lube appearing on the sign 
in the photo below? This selling 
approach really has worked! 


Our Ads 


Have the Customer Guessing! 


i 


m™ 
had 


By WALTER CHAPMAN 


Service Manager, Swearingen-Armstrong, Austin, Texas 


XPERIENCE has taught us that 
ID the point-of-sale ads that pro- 
duce the best results don’t tell 
all. They provoke questioning, 
instead. 

They tell just enough to arouse 
the reader’s interest so he asks for 
information to satisfy his curios- 
ity. 

The ad or announcement that 
is self-explanatory invites a “take 
it or leave it” attitude. With such 
an ad, our service salesmen do not 


get the opening to do a selling job. 

As an illustration of how this 
ad policy works, this year we 
were able to reverse the usual 
seasonal trend in our shop. June 
usually is one of our best dollar- 
volume months. July falls off ap- 
preciably and August is one of 
our lowest months. 

This year our June volume for 
customer labor amounted to $15,- 
084. The bulk of this volume came 
in during the first three weeks of 


the month. As if by schedule, 
our volume started to decrease 
the last week of the month. 

What could we do to bring it 
p? 
We decided this could be done 
by pushing our 10,000-mile lubri- 
cation special. The problem was 
how we could best promote it. 

We began with a “teaser” cam- 
paign. Starting in our driveway, 
we had one of our paint men paint 
foot-long numerals reading “10,- 
000” every 20 feet. Using a sten- 
cil, he painted them in yellow, 
which showed up against the dark 


u 


Chapman and his men are ready to 
answer queries raised by the ads. 





The service department is set up to handle work in 
a fast and efficient way. There are 15 line men in 


concrete floor. The numbers were 
easily read by customers driving 
in. 

The customers wanted to know 
what the “10,000” meant and what 
it stood for. This gave our serv- 
ice salesmen the opportunity to 
sell the 10,000-mile lubrication. 

In July, instead of dropping 
$1,000 below June as we might 
have expected from our exper- 
ience in former years, customer 
labor was $16,654. This was more 
than $1,500 above the June vol- 
ume. 

During the latter part of July, 
we augmented our floor teasers 
with a display sign listing the 
items included in the 10,000-mile 
special: 

Remove drive shaft and pack 
universal joints. 

Clean and pack all wheel bear- 
ings. 

Drain and refill 
and differential. 

Service air filter. 

Service brake master cylinder. 

Complete chassis lubrication. 

Free wash job. 

Note that we did not announce 
any price. To have done so would 
have defeated our purpose. If we 
had included the price, there 
would have been nothing for the 
person reading the sign to inquire 
about. As it was, the customers 
reading the placard invariably 
asked the service salesmen what 
the deal cost. Once you have 
aroused anyone’s curiosity, he is 
going to try to satisfy it. 

Usually in signs of this type the 


transmission 
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price stands out from the rest of 
the sign like a sore thumb. The 
customers see the price—and 
don’t care about the rest. They 
are not interested in spending 
$9.75, as it was in this case. 

But when they ask one of our 
service salesmen what this deal 
costs, they are sold on the impor- 
tance of the service before they 
find out the price. It is pointed 
out to them that this is a special 
to prolong the life of their car and 
that the special price is only $9.75 


addition to helpers, front-end, body and paint men. 
This shot shows the exterior of the Austin company. 


Hearing $9.75 isn’t as stagger- 
ing as reading $9.75. This is be- 
cause no emphasis is place on the 
amount. The service salesmen 
emphasize what the customer re- 
ceives, not what he pays. The 
amount is minimized. 

If the price—$9.75—were bla- 
zoned across the sign, the amount 
would hit the reader first. And 
the reader—the customer—isn’t 
interested in spending an addi- 
tional $9.75. 

(Continued on page 106) 


“A fan-belt agent sold him on always carrying a spare.” 
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“(Overhead 

As He Told 
lt to His 
Workers 


sig | Just don’t see how you can 
do much about your fixed 
costs.” 

That’s a common statement 
coming back to SouTHERN AvuTo- 
MOTIVE JOURNAL in reply to sur- 
veys as to what is being done to 
maintain net profit or to push it 
higher. 

Presented here is what the 
Chrysler-Plymouth dealer of Ma- 
con, Ga., Max Marsh, did in the 
direction of creating awareness in 
his employees’ minds of what a 
firm’s “overhead” is all about. 

His idea, he said, came original- 
ly from a somewhat similar letter 
for employees gotten up by Harry 
Sommers, Inc., the Chrysler-Ply- 
mouth dealership at Atlanta, Ga. 

Marsh addressed one of these 
letters to each employee, asking 
him to return it signed to indicate 
that it had been read. He report- 
ed a wholesome reaction from his 
organization after the letter was 
distributed this past mid-summer 
and recommended that other deal- 
ers consider it. 

“We even sent it to the wash 
boys,” Marsh said, “as every em- 
ployee can pitch in and do some- 
thing about this thing of trying to 
hold down costs today.” 

Repeated studies by a wide as- 
sortment of organizations have 
shown that the public—and that 
includes “employees”’—has gen- 
erally had an exaggerated opinion 
as to the net profits realized by 
businesses. 

Except for department heads, 
or employees with past man- 
agerial experience, not too many 
workers can be expected to know 
automatically the long hurdle 
from gross profit to the thin 
column in which net often falls. 
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1952 Packard Has 
er braking 


A POWER brake is one of the 
major mechanical changes 
in the 1952 Packards introduced 
early this month. The brake is 
optional equipment on all three 
lines. x 

The Easamatic brake features 
an average reduction of 40 per 
cent in pedal pressure and sim- 
plifies brake application so that 
driver “reaction lag” is cut an av- 
erage of 29 per cent, according to 
William H. Graves, vice-president 
in charge of engineering. 

The brake has a “treadle- 
mounted” pedal, only 4 3/8 inches 
from the floor. Instead of step- 
ping on the brake in the usual 
manner, the driver can move his 
toe in a pivoting motion from ac- 
celerator to brake pedal. 

Enough of the pedal resistance 
has been retained to give the 
driver the right feel of the brake, 
Graves said. 

Power for the brake is supplied 
by engine vacuum, working 
through a simple vacuum cylin- 
der mounted under the toeboard 
and directly connected with the 
brake treadle. The brake oper- 
ates the same as a conventional 
system when the engine is not 
running. 

The basic idea of using engine 
vacuum to lighten pedal pressure 
is a long-established principle 
that has been used successfully in 
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heavy vehicles for many years, 
Graves stated. The passenger-car 
unit is simplified in operation and 
more fool-proof, he said. 

Drivers can use the left foot for 
braking in stop-and-go traffic if 
they wish. 

Also available as optional 


The Packard “300” is powered by 
a 150-horsepower Thunderbolt en- 
gine with standard transmission 
and a 155-horsepower engine with 
the optional Ultramatic Drive. 


equipment on all 1952 models is 
a heat-resisting glass that is said 
to be much more restful on the 
driver’s eyes. 

Heading the list of refinements 
in the Ultramatic is the adoption 
of a smaller direct drive clutch 
for softer action, less drag and 
improvement in kick-down opera- 
tion. It also makes possible more 
efficient use of the converter. 

The breather for the Ultrama- 
tic unit has been relocated to pre- 
vent possible loss of oil. To pre- 
serve critical metal and give long- 
er life, the drive’s speedometer 
gear is of nylon. 

The Ultramatic is optional on 
the “200” and “300” series and 
standard on the “400.” 

The engine for the “200” series 
develops 135 horsepower with 
standard transmission, while a 
150-horsepower engine is used on 
the standard ‘300” series 

With Ultramatic, the “200” 
power-plant turns up 138 horse- 
power at 7.5 to one compression 
The more powerful Thunderbolt 
steps up to 155 horsepower at 7.8 
to one with the automatic drive 

A number of refinements have 
been made in both interior and 
exterior styling. 


The principal elements of the power brake, optional equipment on 


all models in the 
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COMPETITIV. 
INOUSTRY,. 


GOVERNMEN 


CONTROL 


Watch That Camel's Nose! 


T ‘ae title I have chosen for my 
talk is “The Camel’s Nose Is 
Under the Tent.” The expression 
comes from an old Arabian fable, 
and to an Arab it spells trouble 
and disaster. The fable of the 
Arab and his camel goes some- 
thing like this: 

One cold night, as an Arab sat 
in his tent, a camel gently thrust 
his nose under the flap and look- 
ed in. 

“Master,” he said, “let me put 
my nose in your tent, for it is 
cold and stormy out here.” 

“By all means, and welcome,” 
said the Arab, and turned over 
end went to sleep. A little later 
he awoke and found that the 
camel had not only put his nose 
in the tent, but his head and neck 
as well. 

The camel, who had been turn- 
ing his head from side to side, 
said, “I will take but little more 
room if I place my forelegs with- 
in the tent. It is difficult without.” 

“You may also plant your fore- 
legs within,” said the Arab, mov- 
ing a little to make room, for the 
tent was small. 

“May I not stand wholly with- 
in?” asked the camel, finally. “I 
keep the tent open by standing 
as I do. 

“Yes, 


yes,” said the Arab, “I 


*Presented here are ex- 
cerpts from the address by 
General Motors’ president 
Oct. 10 before the Dallas, 
Texas, chapter of the Society 
for the Advancement of 
Management. 


By C. E. WILSON 
President of 
General Motors Corporation* 


will have compassion on you as 
well as on myself. Come wholly 
inside.” So the camel came for- 
ward and crowded into the tent. 
The Arab with difficulty in the 
crowded quarters again went to 
sleep. The next time he woke up 
he was outside in the cold and the 
camel had the tent to himself. 
Independent of how he got 
there, the important point is that 
the camel of government control 
now has his nose under the tent 
of free competitive industry and 
is crowding in. We will all have 
to watch him or he will take over 
the tent, and we will lose our eco- 
nomic freedom and with it all our 
other liberties. Of course, if the 
camel is really successful in tak- 
ing over the tent, the members of 
the Society for the Advancement 
of Management had better be 


Mr. Wilson 
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studying how to become govern- 
ment bureaucrats instead of try- 
ing to be more effective members 
of our marvelous American in- 
dustrial system. 

Our country faces two major 
problems today. One is the possi- 
bility of becoming engaged in a 
third world war. The other is the 
problem or danger of losing our 
type of free society in the process 
of preparing for war. This is 
the one I am going to talk about 
today. The present emergency is 
being used to promote regimenta- 
tion under the false assumption 
that this is the best way to get 
the job done. Some regimentation 
may be necessary in war, but all 
regimentation is fatal to a free 
society in peace. 

The Korean War is now more 
than 15 months old. It is still 
spoken of by some as a police 
action. It does not look like that 
to those who are doing the fight- 
ing. It has already developed in- 
to a war of considerable magni- 
tude with all the hardships, 
death and suffering that always 
result from war. We and our 
allies in the United Nations are 
trying to stop aggression, but we 
are also trying to localize the 
fighting. We are not using all our 
resources to vanquish our known 
enemies. The free nations still 
hope that in this way their ob- 
jectives in Korea can be achieved 
without precipitating a third 
world war. 

The emergency of the Korean 
War and the defense program, 
however, is being used to justify 
more and more government re- 

(Continued on page 130) 
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Tinted Windshield on Dodges 


Hive Gyro-Matic transmission 
will be available on all 
models of Dodges in the 1952 
line, E. C. Dock, general sales 


manager, said in his announce- 
ment of the models this month. 

Although there are government 
defense restrictions on the pro- 
duction of automatic transmis- 
sions, Dodge believes it will be 
able to give customers the trans- 
mission they prefer, Dock stated. 

Another optional feature for 
the 1952 line is “tint safety glass.” 
Windows and _ windshield are 
given a slight greenish tint to cut 
glare and make daylight driving 
easier on the driver’s eyes. The 
tinted glass also is said to reduce 
considerably the amount of radi- 
ant heat entering the car on 
warm, sunny days and make 
warm-weather driving more 
pleasant. 

All models in the 1952 line 
have waterproofed ignition sys- 
tems, electric windshield wipers 
and Oriflow shock absorbers. 

Exterior changes include modi- 
fication in the design of the front 
grille, wheel covers, hub caps and 
rear-fender trim. There is also 
a new tail-light assembly. 

Seat-cover fabrics are of rayon 
and cotton for greater durability 
and comfort. Fabrics are cooler in 
warm weather, easier to clean 
and smoother. 

Fluid Drive with conventional 
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transmission is standard equip- 
ment on all models. 

Steel and other materials avail- 
able under government defense 
limitations will be used to build 
the body types that are in great- 
est demand, according to W. C. 
Newberg, president of the divi- 
sion. Two models are being dis- 
continued: the Wayfarer Sporta- 
bout and the Coronet eight-pas- 
senger sedan. 

The eight models that make up 


the line are the Coronet four-door 
sedan, Diplomat, Sierra, conver- 
tible coupe and club coupe, the 
Meadowbrook four-door sedan 
and the Wayfarer two-door sedan 
and business coupe. 

The Diplomat is a “hardtop” 
model. 

The service policy that permits 
owners of new cars away from 
home to obtain free 1,000-mile 
and 3,000-mile inspections from 
any Dodge dealer is continued 


Windshield and windows with a slight greenish tint to reduce glare 
and reduce car heating in summer are an optional feature for 1952. 
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All-Night 
Nervice 
Pays 


“O" THE opening day, 30 
years ago, I lost the keys 
to my garage. The place has nev- 
er been closed since.” 

That was the comment from H. 
L. Jeanes of Taylor, Texas, when 
he was asked about his 24-hour 
service. 

When reminded that many 
garagemen had tried all-night 
service and failed miserably, he 
replied, “Something wrong, some- 
place!” 

Jeanes has no special advantage 
in his location. Taylor is on no 
important highway. It is a coun- 
ty-seat town of some 8,000 people, 
who depend mostly on cotton. 


An adequate inventory of parts, in addition to a trained mechanic 
and modern equipment, is necessary for profitable 24-hour service. 


Jeanes works two men from 7 
p. m. until midnight. From mid- 
night until the day crew comes on 
at 7 a. m., one man ‘takes the dog 
watch. Asked if the man on the 
dog watch paid his way, Jeanes 
replied, “If he wasn’t making 
money, i’d fire him. 

“You can see by my books that 
during two recent months, the 
dullest of the year, my night man 
grossed more than $100 a night. 

“Staying open all night is a 
business operation witK us. It is 
no accommodation feature. Na- 
turally we don’t get enough ‘tink- 
er’ business to warrant staying 
open all night. You have to have 


The firm offers wrecker service, with which Jeanes sometimes helps, 
but staying open is not just an accommodation. It’s good business. 
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good equipment and your night 
man must know how to use it. 

“Last night, along with the 
drop-in business, my night man 
installed a valve and ring job on 
a ’50 Pontiac. That, by the way, 
was a salesman’s car. Ordinarily 
he would have used the car until 
the weekend and had the work 
done in San Antonio while he was 
home. He cannot afford to be 
without a car. 

“The night before, our man 
completed four radiator jobs 
Three nights ago, he put a new 
motor in a Willys.” 

And so it continued. The night 
man is an all-around mechanic. 

“He is not a tire changer,” said 
Jeanes. “We send that type work 
to all-night service stations. It 
is not profitable for us to handle 
it, so why try?” 

He is convinced that an all- 
night garage cannot operate with 
manpower and equipment alone 

“You have to have a good in- 
ventory of parts,” he said. “My 
parts inventory runs right at $3,- 
600. We stock 30 generators, for 
example—a generator to take care 
of any car that drives in. You 
need every size of fan belt and as 
many gaskets, including head gas- 
kets.” 

There is no shortage of ignition 
parts at the garage. They are in 
glass jars mounted over the two 
30-foot workbenches. They are 
not kept in the parts department. 

“When you make it difficult to 
reach parts, the average line me- 
chanic will try to tinker the old 

(Continued on page 98) 
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Officers who will direct the Georgia Automobile Dealers Association 

during the next year include (1. to r.): Secretary L. L. Austin, Treas- 

urer John H. Lander and President Hix H. Green, all of Atlanta, and 
First Vice-President Max Marsh, of Macon 


There'll Be Cars to Sell, 
Ed Quinn Tells Georgians 


that 


A FACTORY executive’s express- 

ed belief that “we will have 
a goodly number of cars and 
trucks to sell next year” was con- 
curred in quite generally last 
month in informal hotel-room dis- 
cussions by many of the members 
attending the annual convention 
of the Georgia Automobile Deal- 
ers Association at Savannah. 

E. C. “Ed” Quinn, former gen- 
eral sales manager of Dodge Divi- 
sion and now vice-president and 
general manager of the Chrysler 
Sales Division, was the factory 
official. He reported that the 
“steel situation has eased con- 
siderably,” but pointed to the 
copper shortage as a problem 
“We're trying to get an aluminum 
radiator,” he said, “but no one is 
anxious to make it.” Corrosion 
is a big headache on that score. 

Dr. Alfred P. Haake, consult- 
ant to General Motors, asserted 
that the “real danger” in this 
country “is we have slowly been 
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losing faith in the things 
made America great.” 

Government, he said, is sup- 
posed to promote the general wel- 
fare, not to provide the general 
welfare. 

David P. “Doc” Whelchel, ex- 
ecutive vice-president of the Ten- 
nessee Automotive Association, 
kept his audience of more than 
400 persons roaring with laughter 
for most of his banquet talk, but 
wound up with some serious re- 
marks. 

“The time has come when we 
have got to vote,” he said, because 
“we have some starry-eyed boys 
who think they have got to take 
care of the welfare of the whole 
world—with your money.” 

He recalled that only 38 per 
cent of the Tennessee dealers 
were registered, of which less 
than 20 per cent voted, in the last 
national election. 

Participants in discussions of 
current topics were Max Marsh 


of Macon, moderator; George M 
Couch of Atlanta, A. B. Branan 
of Cordele, Henry B. Darling, Jr., 
of Augusta, and Robert Cowart 
of Douglas. 

Alton M. Costley of East Point, 
NADA state director, reported on 
NADA’s accomplishments in 1951 
and was later formally commend- 
ed for his own activities in this 
connection. 

Hix H. Green, Buick dealer of 
Atlanta, was elected president to 
succeed Durward Watson of Ath- 
ens and Marsh was elevated from 
second to first vice-president. W. 
G. Southwell, Jr., of Valdosta was 
named second vice-president and 
John H. Lander of Atlanta was 
elected treasurer. L. L. Austin 
and Eston Reagan continue as 
secretary and assistant secretary 

Named as directors were: J. C 
Lawson of Toccoa, C. M. Daniel of 
Atlanta, Philip J. Sheridan of 
Griffin, R. C. Rich of Bainbridge 
and W. W. Jolley of Savannah. 

Miller Kaminsky, as president 
of the Savannah Automobile 
Dealers Association, invited the 
group to convene at Savannah 
again next year. 

Retiring President Watson re- 
ported that membership had in- 
creased from 475 to 575 during the 
last 12 months. 

Convention Committee Chair- 
man Lander reported that the 
constant rainfall throughout the 
convention caused about 100 can- 
cellations of reservations which 
otherwise would have led to an 
all-time record attendance. 

The convention commended the 
governor and legislature for 
making approximately $50,000,000 
available for highway construc- 
tion and maintenance during this 
fiscal year and for submitting a 
constitutional amendment next 
year on the question of freezing 
revenue from the state gasoline 
tax exclusively for highway 
maintenance and construction. 

Entertainment included a grand 
ball and a surprise breakfast at 
which amusing skits by members 
were presented. 
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AUTOMOTIVE 
INDUSTRY 


Work for Free Enterprise. 
Florida Meeting Is Urged 


By 


ie importance of business- 
men taking part in govern- 
ment affairs was stressed to the 
more than 500 dealers attending 
the convention of the Florida 
Automobile Dealers Association 
at Tampa last month. 

Blaming businessmen for un- 
derestimating their own value to 


Officers and directors of the Florida Automobile Dealers 


Sam Mase 


the system, R. D. McKay of 
Wichita, Kan., NADA president, 
said: “We cannot enjoy the privi- 
leges of living under a free-enter- 
prise system unless we meet the 
responsibilities of that system and 
of the form of government that 
gives us free enterprise and the 
American way of life. 


Associa- 


tion are (1. to r.): First row, General Manager Walter C. Mallory; 
S Elkes, Tampa, secretary-treasurer; Stanley Peeler, West Palm 
Beach, president; Charles S. Brooking, Gainesville, senior vice-presi- 
dent, and J. Saxton Lloyd, Daytona Beach, NADA director; second 
row, Leo J. Adeeb, Miami Beach, vice-president, fourth district; Emmett 
Gardner, St. Augustine; George L. Ellwood, Hollywood, vice-president, 
sixth district; William Catlin, Jacksonville, vice-president, second dis- 
trict, and Byron H. King, Jr., Orlando, vice-president, fifth district; 
third row, W. O. Anderson, Port St. Joe; W. Theo Proctor, Tallahassee ; 


J. W. Sneed, Fort Pierce; 


R. Turnipseed, Ocala; A. J. Rountree, 


Lake City; George W. King, Fort Lauderdale; Thomas P. Caldwell, 
Coral Gables, and Ed Lee, Pensacola; fourth row, Cecil P. Holland, 


Miami; J. H. Whitfield, Lake 


Wales; C. 


B. Tutan, Miami; Henry 


Messer, Madison, and Herbert L. Butler, Leesburg; fifth row, James 


L. Ferman, Tampa; George W. 


and W. J. Steed, general counsel. 


Estaver, 
St. Petersburg, vice-president, first district; C. 
Not shown are Marion G. Nelson, 


Homestead; W. J. Grant, 
C. Harrison, Marianna, 


Panama City, vice-president, third district; Horace Jones, Lakeland; 
B. Elliott, Pahokee; P. C. Keeter, Gainesville, and Fred T. Woolverton, 
Jacksonville. 
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“We treasure what we have, 
but we have to become militant 
in helping all citizens to appreci- 
ate that management is working 
in the public interest; that this 
American way of life, with free 
competitive business, is not only 
the salvation but the strength of 
every community and every citi- 
zen of the land.” 

Pointing out that business sta- 
tistics show that car dealers are 
experiencing reduced volume, in- 
creased costs of doing business 
and top-heavy inventories, Mc- 
Kay called for “a general tight- 
ening up.” 


Must Apply to the Job 


“If we really apply ourselves to 
the job, we can place ourselves in 
a position to meet whatever the 
future may have in store for us,” 
the Chrysler-Plymouth dealer 
said. 

Another speaker who touched 
on government trends was Con- 
gressman A. Sydney Herlong, Jr., 
of Leesburg. He placed a fair 
share of the blame for lax morals 
and corruption in the federal gov- 
ernment squarely at the feet of 
the citizens. 

Herlong told the dealers not 
to ask favors of government 
“which you don’t want others to 
ask. And when you do seek prop- 
er favors, seek them in a legiti- 
mate way. Remember: Almost 
every case of government corrup- 
tion has involved a private citi- 
zen as well as a government of- 
ficial.” 

He warned that “dishonesty, 
while verbally denounced on all 
sides, may become the rule of 
success, rather than the excep- 
tion. We may already be dan- 
gerously close to such a moral 
state in this country. What can 
the honest businessman then ex- 
pect of other businessmen who 
resort to dishonest practices in 
dealing with government?” 

Dr. Alfred P. Haake, public re- 
lations consultant for General 
Motors, also spoke 

Miami Beach was picked as the 
site for the 1952 convention. 
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Managing Director M. Robert Deo of NADA covers 
the Washington scene for the Tennessee 
Association while looking on are (1. to r.): TAA Presi- 


Automotive 


Use Selling on Empleyees. 
Tennessee Meeting Is Told 


“W SELDOM use salesman- 
ship on our employees 
that we use on our customers,” 
asserted Fred Smith of The Wil- 
liam Powell Co., Cincinnati, Ohio, 
in a talk on “Getting Topnotch 
Employee Cooperation” at the an- 
nual convention of the Tennessee 
Automotive Association. 

Smith, who is vice-president in 
charge of industrial relations, al+ 
so declared: 
a large group of radical em- 
ployees. I have seen a large group 
of employees led by a radical. 

“In our employee relations we 
need to look them straight in the 
eye and talk to them.” 

Too much is written and not 
enough direct talk is employed, 
he declared, “and yet we train 
salesmen to try to talk with the 
customers—not to write to them, 
because direct talk is the best way 
to approach the customer.” 

The convention, which attract- 
ed approximately 400 persons to 
its site—-the Buena Vista Hotel 
in Biloxi, Miss.—also heard Alan 
G. Rude, vice-president in charge 
of sales, Universal C.LT. Credit 
Corp., New York, say: 

“I don’t believe that Russia’s 
transportation facilities would 
stand a major war, but that her 
aim is to keep on doing just what 
she is doing now .. . I believe 
that if Russia were going to war, 
she would do so before we could 
continue to re-arm, and, there- 
fore, if that is true, you car deal- 
ers can look forward to a relative- 
ly stable sellers’ market.” 
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“IT have never seen_ 


John M. Walker, Chevrolet 
dealer of Covington, was elected 
president to succeed Forrest F. 
Cate, Ford dealer of Chattanooga. 
Chester R. Pace of Clinton was 
renamed secretary-treasurer and 
the following regional vice-presi- 
dents were selected: C. W. Bond 
of Arlington, Fred Michie of 
Jackson, O. W. Dresslar of Nash- 
ville, Ivan Potts of Shelbyville, 
Dick Jones of Chattanooga, Roy 
Cruze of Knoxville, and J. A. 
Clark of Kingsport. 

Dr. J. L. Brakefield, public re- 
lations director of Liberty Nation- 
al Life Insurance Co., Birming- 
ham, Ala., predicted in a dinner 
address that the 16th constitution- 
al amendment would be “correct- 
ed” in order to remove the “blank 
check” given Congress to tax. 
That amendment “is wrong—even 
in a democracy,” he said. 

That amendment reads: “The 
Congress shall have power to lay 
and collect taxes on incomes, from 
whatever source derived, with- 
out apportionment among the 
several states, and without regard 
to any census or enumeration.” 

Among the other speakers were 
U. S. Senator Estes Kefauver of 
Tennessee; J. Saxton Lloyd of 
Daytona Beach, Fla., who is vice- 
president of NADA, and these 
participants in a forum: Judge 
Wirt Courtney, director of Ten- 
nessee’s Motor Vehicle Division, 
Attorney Tyree Harris, III, Man- 
aging Director M. Robert Deo of 
NADA, and David P. “Doc” 
Whelchel, manager of TAA. 


dent John M. Walker, Chevrolet dealer of Covington; 
Executive Vice-President David P. “Doc” Whelchel and 
Retiring President Forrest F. 


Cate of Chattanocga. 


Nov. 26-28—Annual convention 
of Automotive Trade Associa- 
tion of Virginia, John Marshall 
Hotel, Richmond. 

Nov. 27-29—Annual convention 
of National Used Car Dealers 
Association, Tampa Terrace 
Hotel, Tampa, Fla. 

Dec. 3-5—Annual convention of 
Motor and Equipment Whole- 
salers Association, Stevens Ho- 
tel, Chicago, II. 

Jan. 27-30—Annual convention of 
National Automobile Dealers 
Association, Waldorf - Astoria 
Hotel and Grand Central Pa- 
lace, New York City. 

March 10-11—Annual convention 
of Louisiana Automobile Deal- 
ers Association, Jung Hotel, 
New Orleans. 

March 20-23—Southwest Auto- 
motive Show, Sam Houston 
Coliseum, Houston, Texas. 

April 7-8—Annual convention of 
Missouri Automobile Dealers 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

May 5-7—Annual convention of 
Automotive Engine Rebuilders 
Association, Municipal Audi- 
torium, San Antonio, Texas. 

May 16-17—Southeast Automo- 
tive Show Conference, Ashe- 
ville, N. C. 

Sept. 14-16—Annual convention 
of Kentucky Automobile Deal- 
ers Association, Cumberland 
Falls, Ky. 

May 21-23, 1953—Southeast Auto- 
motive Show, Dinner Key 
Auditorium, Miami, Fla. 
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The South Is Forging Ahead! 


HE South is forging ahead in 
the automotive world. 
Figures contained in the 1951 
edition of Automobile Facts and 
Figures, published last month by 
the Automobile Manufacturers 
Association, revealed: 
Registrations of new motor ve- 
hicles—including passenger cars 
and motor trucks—climbed from 
5,800,303 in 1949 to 7,468,745, or 
a gain of 28.9 for the entire 
country. 
On the other hand, the 19 
Southern and Southwestern 
states, plus the District of 
Columbia, registered 1,850,568 in 
1949 and 2,420,338 in 1950, an in- 
crease of 30.7 per cent, while the 
remainder of the United States 
registered 3,949,735 in 1949 and 
5,048,407 in 1950, or a gain of 
27.1 per cent. Thus, the South 
and Southwest ran 3.6 per cent 
ahead of the other area and 1.8 
per cent ahead of the country 
considered as a whole. Translat- 
ed into units, these differences in 


percentages represent thousands 
and thousands of cars and trucks 


new ones. 

Texas sparkled like a gem in 
the midst of these figures. Its 
registrations for 1950 aggregated 


465,103, in contrast to 315,487 the 
preceding year. This represented 
an amazing jump of 47 per cent 

Indicative of how Texas forged 
far ahead of other big-population 
states were these gains in 1950 
over 1949: California, 586,684 
from 444,580, a gain of 32 per 
cent; Illinois, 468,552 from 396,- 
286, a gain of 18 per cent; Michi- 
gan, 477,562 from 356,678, a gain 
of 34 per cent; New York, 599,- 
995 from 463,418, a gain of 29 
per cent; Ohio, 441,130 from 342,- 
716, a gain of 29 per cent, and 
Pennsylvania, 496,508 from 382,- 
752, a gain of 30 per cent. 


Seven Had Almost Hal/ 


These seven states had 48 per 
cent of the 1950 total registra- 
tions. j 
Some other facts brought out 
in the publication were: 

116,413,562 motor vehicles have 
been produced in 51 years in 
United States factories, at a 
wholesale value of $97,600,889,- 
000. (This includes sales of mili- 
tary vehicles.) 

Last year 8,003,045 vehicles 
were sold from U.S. plants, com- 
pared with 6,253,651 in 1949, 
5,285,544 in 1948, 4,797,621 in 


Getting °em up in the air is no trick for this GMC elevator-bed truck, 

which can lift vehicles as heavy as %4 ton up 12 feet. The unit was 

used to load heavy equipment onto Air Force cargo planes during the 
final phase of Exercise Southern Pine near Fort Bragg, N. C. 


SOUTHERN AUTOMOTIVE JOURNAL for NOVEMBER, 1951 


1947, 3,089,565 in 1946 and 4,840,- 
502 in 1941. 

The 1950 total included 6,665,- 
863 passenger cars and 1,337,182 
motor trucks and buses, com- 
pared with 5,119,466 cars and 1,- 
134,185 trucks and buses in 1949. 

Half of the passenger-car sales 
were four-door sedans. 

School buses represented 80 
per cent of the total bus output 
in 1950. 

390,102 vehicles were produc- 
ed in Canada last year. 

The 1950 replacement parts 
and accessory sales ran 12.9 per 
cent above 1949. Estimates, based 
on federal excise tax receipts, of 
the wholesale value were $2,140,- 
000,000 last year, compared with 
$1,895,000,000 estimated for 1949, 
$2,553,000,000 for 1948, $2,353,- 
000,000 for 1947 and $1,753,000,- 
000 for 1946. The billion-dollar 
mark was first hit in this category 
in 1945 ($1,012,000,000). Consid- 
er, in contrast, that in 1933 the 
figure was $234,461,090. 

South America in 1950 was the 
top truck export market. 


U. S. Made 76 Per Cent 


The United States produced 76 
per cent of all the 10,577,426 
motor vehicles manufactured in 
the world last year. 

Great Britain exported three 
times as many cars as this coun- 
try in 1950. 

One-third of the used cars sold 
in 1950 were prewar models 
while 14,000,000 new and used 
cars were purchased last year. 

One million trucks in this 
country are 14 years old or over 

Fifty-five per cent of cars used 
in 1950 were prewar models. 

The average life of vehicles 
scrapped has doubled—from 6.5 
years in 1925 to 14 years by 
1949, with mileages correspond- 
ingly extended—from 25,750 in 
1925 to 120,500 in 1949. 

There are 62,200,000 drivers in 
the United States. 

Forty-five per cent of cars 
have been driven more than 40,- 
000 miles. 

Gasoline consumption was up 
ten per cent in 1950, the prelim- 
inary estimate placing the total 

(Continued on page 150) 
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yuthern JOBBERS 


AND FACTORY MEN 


Neparate Paint Counter Pays Off 


4 ie paint and body supplies de- 
partment opened on the sec- 
ond floor of Motor Parts & Supply 
Co., Inc., last month has already 
panned out so well in increased 
volume to the point that Presi- 
dent James C. Parker said in an 
interview that the Mobile, Ala., 
firm may proceed to departmen- 
talize throughout. 

It cost the company $2,000 to 
alter the physical set-up suffi- 
ciently to create the entirely sepa- 
rate department, including a de- 
partment phone. 

But you had better listen to the 
explanation for this innovation 
from Parker, who is president of 
Motor and Equipment 
salers Association and is past 
president of the Automotive 
Wholesalers Association of Ala- 
bama: 


This paint and body supplies counter is on the see- 
ond floor of Motor Parts & Supply. 


Whole« 


“There has been a lot of talk 
about how jobbers can maintain 
a fair net profit. We think one 
way is to analyze your business 
with the idea of getting in just 
as much volume in every category 
as you can. 

“Increased activity from paint 
specialists naturally takes a larg- 
er percentage of business. The 
potential is great because of the 
fact that the body shop is a major 
portion of the dealer’s business 
today. Over 50 per cent of his 
customer labor comes from his 
body department. 

“We have found that by creat- 
ing this department a few weeks 
ago our volume in these items 
has picked up. Our conclusion 
from this experience has been 
that by doing this we can antici- 
pate sales of body supplies to in- 


“Pete” Harrison, 


crease a third. 

“The truth is that about every 
jobber has most of this stock on 
hand, but he doesn’t have it all 
gathered together where a paint 
customer can wander around 
looking over the merchandise and 
see for himself what is in stock, 
which automatically leads to 
more sales either at once or later, 
since ‘the customer becomes bet- 
ter acquainted with what he can 
expect from us. 

“We've had almost all the stock 
on hand all the time, but a painter 
couldn’t see it for himself. Only 
our countermen knew where all 
the stuff was located.” 

There are other advantages, 
too. When a phone call comes in, 
or a customer drops in, contact 
is with the “paint department” 
where the one counterman, B. C 


outside man exclusively for the department, is shown 
in coat. He’s talking with Counterman B. C. Winstead. 
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Winstead, is a_ specialist who 
knows his inventory and is learn- 
ing to anticipate customers’ needs 
by properly shaping up his inven- 
tory. 

The company travels one out- 
side specialty man for this depart- 
ment. “Pete” Harrison tries to sell 
nothing but paint and body sup- 
plies in general. 

Manpower, treated right and 
trained right, has been a keystone 
in the operations policies carried 
out by Motor Parts & Supply. In 
regard to the departmentalizing 
idea, which the Alabamian picked 
up while on a visit in Seattle, 
Wash., Parker commented: 

“Some day, if that department 
should expand and we should find 
it necessary to add a man to the 
counter there, we wouldn't have 
to look around for a trained parts 
man. Instead, since this is a spe- 
cialized department with all 
items right there close together, 
it would take far less time to train 
up a good man. 


Helps Related Selling 


“Related-item selling comes au- 
tomatically to the man on the 
counter there. That’s because all 
the related merchandise is right 
there almost at his elbow where 
he can see it and, by seeing it, 
or by showing it to the customer, 
if necessary, additional sales can 
often be made. There’s not any- 
thing like the great amount of 
memory training as would other- 
wise be required in related-items 
selling. 

“If this idea is panning out— 
and it is—why not create depart- 
ments for accessories, chemicals, 
equipment and parts? Then, for 
example, when a phone call came 
in and the caller didn’t know ex- 
actly who to ask for, the tele- 
phone operator could switch him 
to the right department with the 
least delay. That’s why we're 
turning over in our minds the 
angles involved in departmental 
specializing. A trained, special- 
ized salesman on the counter 
would be right there to serve that 
caller.” 


Herschel Teeter, formerly of 
Clayton, N. M., is now salesman 
for Smyth Auto Supply Co., Inc., 
in the northern plains and eastern 
New Mexico territory,‘ Sales 
Manager Johnson Whitsett re- 
ported. He replaces Joe Williams, 
who is leaving the road and will 
work in the store. 


Most of the 4,200 dealers and service personnel who gathered in St. 
Louis Kiel Auditorium last month to hear about the “Care Will Save 
Your Car” program are shown here. C. C. Tapscott of McQuay-Norris 
Manufacturing Co. was the principal speaker. The crowd was enter- 


tained by vaudeville acts also. 


who helped with the 


Timken Selects Texan 
For Service Sales 


EOoRGE T. Humphrey, Jr., has 
been appointed assistant 
general manager of the service 
sales division of The Timken 
Roller Bearing Co. He was form- 
erly assistant branch manager of 
the division at Dallas, Texas. 
Before joining the firm in 1939, 
Humphrey studied mechanical 
engineering. 


Genuine Parts Buys 
Hury Auto Parts 


ENUINE Parts Co., Atlanta, 
Ga., has bought the Hury 
Auto Parts, Bessemer, Ala., mak- 
ing the firm a part of Lawson 
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show are 


Sponsoring jobbers and Boosters 


shown in the top photograph. 


Auto Parts, the Birmingham op- 
eration. 

The Bessemer operation will be 
carried on as in the past, accord- 
ing to Nelson Hury and R. L. 
Turner, who is _ president of 
Genuine Parts. 

Hury will transfer to ware- 
house operation and be special 
assistant to Turner, as well as 
heading up a special sales divi- 
sion now being planned. 


Tarrant Heads Raleigh Store 


W. T. Tarrant is now manager 
of the Raleigh branch of Barnes 
Motor & Parts Co., Wilson, N 
C. He succeeds K. M. Banks, re- 
signed. F. E. York is traveling out 
of the Raleigh branch store 
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Several thosuand tradesmen (Count ‘em!) turned out October 22 in 
Oklahoma City’s Municipal Auditorium for the “Care Will Save 
Your Car” program presented by the sponsoring Oklahoma City 
jobbers. Appearing in the bottom photo are (1. to r.): W. H. Vick. 
vice-president of Oklahoma City Hardware Co., Inc.; B. A. “Pete” 
Kline of Kline Sales Co.; C. C. “Chuck” Tapscott, vice-president of 
McQuay-Norris Mfg. Co., who spoke, and George Rodesney, presi- 
dent of the Automotive Trades Association of Oklahome City and 
the owner of Auto Parts and Machine Co. 


Old Deminion Boosters 


Will Fete Jobbers 


Hw. Halfpenny, counsel of 
National Standard Parts As- 
sociation, will be the principal 
speaker at the annual jobber- 
Booster party given by Old Do- 
minion Automotive Booster Club, 
B-35, at Hotel John Marshall, 
Richmond, Va., Nov. 16 

“A good floor show and dinner 
have been arranged,” reported 
Pat Gannon, director of publicity 
“A record attendance is expected 
of wholesalers from Maryland, 
the District of Columbia, Virginia 
and North Carolina, as well as 
Boosters from B-17 at Baltimore 
and B-33 at Charlotte.” Nearly 


500 were present last year 


VCAWA Meeting Hears 
Wiggins and Ruark 


—— and You” was 
the topic chosen by J 
L. “Jack” Wiggins, executive 
vice-president of National Stand- 
ard Parts Association, for his ad- 
dress on the opening day of the 
fall meeting of the Virginias-Caro- 
linas Automotive Wholesalers As- 
sociation, held Oct. 11-12 at 
Southern Pines, N. C 

B. W. “Whit” Ruark, general 
manager of Motor and Equipment 
Wholesalers Association, was the 
principal speaker on the second 
day. He discussed “Immediate and 
Long-Range View of the Auto- 

(Continued on page 134) 





Walter R. MacPhail of Charlotte, 
N. C., has been appointed eastern 
regional sales manager of Thoma 
A. Edison, Inc. He will headquart- 
er in West Orange, N. J., and have 
charge of battery sales in the east- 
ern territory. MacPhail former!y 
was a manufacturers’ representa- 
tive and prior to that sales manag- 
er for the Automotive Division of 
the Sparks-Withington Co. 


/ 
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Alabamians 


One big day of fun and a big day 
of serious discussions featured the 
fall convention of the Automotive 
Wholesalers Association of Alabama 
last month at Mobile. 


H. B. Truslow of Richmond Auto 
Parts, Richmond, Va., is shown speak- 
ing in the picture at top left, while at 
top right appears most of the audi- 
ence. 


At the blackboard, discussing CMP 
and other government regulations, is 
Executive Secretary Nathan M. Rob- 
erts. 


A “kangaroo court” session before 
the “queen” is shown being directed 
by Emcee Emmett Hughes of Allied 
Auto Parts, Mobile, during one of 
many fun events at Grandview Park, 
which was obtained for the exclusive 
use of the convention-goers. 


A fish fry and shrimp dinner, with 
all the trimmings, and boat rides on 
the Dog River were other highlights. 


At Work ¢#4 
At Play y 


Mobile jobbers were hosts at the 
entertainment and they were compli- 
mented for the successful part they 
took in the program. 


A square dance attracted many of 
the more than 100 persons present. 
The report on the convention’s seri- 
ous side appears on page 136. 
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Hard-Starting Time Is Here 


By E. M. Lowery 


Technical Editor 


W: WONDER why they put “it” 
off—Winter Conditioning, 
we mean. 

Service customers are alike re- 
gardless of the shop patronized. 
Some will follow the recommend- 
ed services, others will wait until 
trouble develops. This is parti- 
cularly true of Winter-Condition- 
ing Service. 

Sure, the “bus” has been run- 
ning fine all summer and doesn’t 
need a thing in the way of serv- 
ice. However, when the first real 
cold arrives they overload the 
shops’ pick-up and road-call de- 
partments. 

Early last winter we made it 
a point to do some checking by 
having all “won’t-start” calls di- 
rected to our phone. After get- 
ting all the information and lis- 
tening to them condemn whatever 
make they owned, we casually 
asked, “By the way, how is your 
home heating equipment doing?” 
Nine times out of ten the answer 
was “Fine. We had it put in con- 
dition before cold weather... ” 
and, yes, they had received our 
Winter-Conditioning Service Spe- 
cial but they didn’t think the car 
or truck needed any attention. 

Some of these cases are amus- 
ing. One especially comes to mind 
—a firm which services both resi- 
dential and _ business heating 
equipment. It has serviced our 
equipment for years, never failing 
to warn us to prepare it for Win- 
ter Service. Yet the manager is 
one of the first to call on that first 
cold morning, stating he has so- 
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Good starting begins with the battery. 


and-so rush calls and his trucks 
won't start. To date he will not 
agree that Winter Conditioning 
is necessary for his cars and 
trucks. However, in the end he 
pays for this service plus a road- 
call service. 

Causes of cold weather hard- 
starting may be classified as fol- 
lows: 

1.—The electrical system. 

2.—The fuel system. 

3.—Engine condition (compres- 
sion). 

4.—Lubricants. 

To get off to a good start, these 
items must be in good condition. 

Starting naturally begins with 


the battery. Since current for 
ignition as well as the starting 
motor begins at the battery, let’s 
look at it first. Of course, the 
battery must be large enough and 
in condition to do the job, espe- 
cially in cold weather. 

If the vehicle specifications call 
for 100 ampere-hour battery, an 
80-ampere-hour battery can hard- 
ly be expected to do the job, espe- 
cially when the starting load is in- 
creased due to still engine oil in 
cold temperatures. Remember, it 
may require 2% times the crank- 
ing power to start the engine at 
0° F. as was required to start it 
at 80° F., depending upon the oil 
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in the crankcase. 

How do we test the battery? 
First, make a chemical check by 
reading the specific gravity of 
each cell. Gravity should be 1.250 
or higher and should not vary 
more than 25 points between cells. 
When the gravity is found to be 
lower than 1.250, there are four 
factors to consider: The battery 
may be defective, sulphated, nor- 
mally discharged or the vehicle 
may have a defective charging 
circuit. In any case an attempt 
should be made to recharge the 
battery. 

If the battery comes to normal 
gravity, an electrical check should 
be made. This is done by sub- 
jecting the battery to a high-rate 
discharge and checking the cell 
voltage. This may be done with 
battery in the vehicle, taking volt- 
age reading while using the start- 
er to crank the engine. Cell volt- 
age under this condition should 
be 1.5 volts or higher and varia- 
tion between cells should not ex- 
ceed .2 of a volt. 

If the checks show normal, test 
for voltage drop in the battery 
ground cable and the starter ca- 
ble. These tests must be made 
while the starter is cranking the 
engine. Maximum allowable volt- 
age drop is .1 volt. Of course the 
battery and starter connections 
must be clean and tight, and, re- 
member, undersize cables cause 
excess voltage drop. 


The Starter 


A dirty commutator, worn 
brushes and/or weak brush 
springs prevent good brush con- 
tact. This increases resistance to 
current and causes the motor to 
turn too slowly. Worn bushings 
or bearings will have same effect 
and cause battery voltage to drop 
below that required for the igni- 
tion system. 


The Ignition System 


Many causes of hard starting 
are found in this system. These 
are usually limited to dirty or wet 
spark plugs, spark-plug wires, coil 
tower or distributor cap. Dirt and 


Waterproofing the ignition system will prevent moisture from causing 
hard starting. 


Technical Editor Lowery 


moisture on the outside of these 
parts act es a conductor for cur- 
rent intended for the spark plugs. 
The current follows the path of 
the least resistance, of course. 
This means that it may flow on 








December Issue: Transmission Wiring 


Trouble-shooting the electrical system of some of the 


more popular automatic transmissions will be the 
subject of Technical Editor Ed Lowery’s next article. 
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the outside of these parts to the 
ground, resulting in no current 
reaching the plug electrode. Many 
cases of hard starting may be cor- 
rected by just wiping off these 
parts. 

Best results, however, are ob- 
tained by cleaning all parts thor- 
oughly, treating them with a suit- 
able waterproofing material. This 
is highly recommended in very 
moist climates (see accompany- 
ing illustration). 

Of course we cannot overlook 
defective coils, condenser or igni- 
tion contact points. If defective, 
they must be replaced. Remem- 
ber, moisture inside the distribu- 
tor is even worse than being on 
the outside; treat inside the cap 
and see that the distributor is 
vented. 

Fuel System 

The choke—it may under-choke 
or over-choke—so take a look at 
it. If it’s automatic, be sure that 
it is adjusted to the winter posi- 
tion. Check all linkage and pas- 
sages for correct operation. Be 
sure the carburetor choke valve 
is closed when the choke so indi- 
cates. (Don’t oil automatic choke 
linkage.) 

Carburetor 
Check float level. If too high, 
(Continued on page 104) 
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Measure differences on both sides, then compare the differences! 


More than 


14-inch variation between these 


differences means the 


spring on one side is too low. 


Some New 


Angles on 


Spring Suspension Wor 


By Jackson Smith 
Spring Designing Engineer 


PRING suspensions could easily 

be made that would never 
break or sag. But then they would 
not give the riding comfort now 
demanded by passenger-car own- 
ers. 

Tires and batteries could also 
be used that would last the life 
of the car. But the weights and 
costs (both the first costs and the 
operating costs) would be away 
out of proportion to the results 
obtained. So a wise compromise 
has to be made. 

Likewise, some compromise has 
to be made between riding com- 
fort and springs that will be en- 
tirely free from sag, and certain 
adjustments may be necessary 
from time to time to maintain 
steering alignments and utmost 
riding comfort. 

Considering coil-spring front 
suspensions first, we asked a 
number of spring service experts. 
The consensus (verified by the 
service instruction books of car 
manufacturers) was that “while 
coil springs don’t often break, 
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they do sag.” 

These two apparently contra- 
dictory statements are explained 
by the fact that the absence of 
breakage is because the stress is 
distributed over a 10- to 12-foot 
length of steel rod (surface 
ground to remove pits or flaws) 
from which the coil springs are 
made. Also, the rubber bumper, 
used with the coil spring, so limits 
the deflection of the coil spring 


that the car owner becomes well 
aware of when he is “hitting the 
rubbers” by the rough ride, when 
he drives too fast over rough 
roads, and he usually moderates 
the car speed. 

The same feature that gives rel- 
ative freedom from breakage of 
coil springs (the limited deflec- 
tion per foot of uncoiled length) 
also makes it impossible to re- 
move the “initial sag” of the steel, 
by pre-stressing the spring after 
the rod has been formed into a 
coil. 

Note: Leaf springs are preset 
by bending them in a bull-dozer 
farther than they will ever be 
stressed in actual service on the 
vehicle. 

Since coil springs often do take 
an initial sag, especially during 
the first 5,000 or 10,000 miles of 
actual car use, this is usually com- 
pensated for by the installation of 
special shims or washers made 
for this purpose. 

Correction for unequal heights 
of coil springs can be made by in- 
stalling spacers at the top of the 
low spring and each spacer will 
raise the car from %4 to 5/16 inch. 
But car makers say not to use 
more than two spacers on one 
spring, or the spring may close 
up on bumps or not be securely 
seated in its socket. In such cases 
a new spring should be installed. 

An interesting patent, recently 
issued, shows a method (Fig. 1) 
of compensating for coil-spring 
sag by adjusting a pair of acces- 
sible set screws in the lower 
socket, so that an accurate ad- 
justment can be made. This meth- 
od does not seem to have, as yet, 
been incorporated in any current 
model car. 

Correct spring heights are im- 
portant because, since the springs 
support the weight of the car, any 
change in spring height will af- 
fect either the angle at which the 


Starting torque “A” imposes reaction torque “B” on spring. 
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body and wheels rest oz the com- 
fort of the ride. For instance, if 
the springs sag equally, the body 
settles and the car may bottom 
on small bumps. 

Another thing, if there ‘is a 
weak front spring on one side of 
the car, it may not be possible to 
adjust camber properly. That’s 
why we should check the spring 
heights, in case we can’t get the 
wheels straight up and down with 
the camber adjustment. 

The first step in checking spring 
heights is to make sure there are 
no heavy articles in the luggage 
compartment to weigh the car 
down unevenly. 

The front heights will be affect- 
ed if one rear spring is three- 
quarters of an inch or more lower 
than the other. (You can check 
rear spring heights by measuring 
with a steel tape from the spring 
plates up to the frame on each 
side of the car.) 

If the rear springs are level, set 
the car up on a level floor and 
check the tires to make sure 
they’re all at the same pressure. 
Next, find the difference between 
the heights of the grease fittings 
on the inner and outer ends of 
one lower control arm. Then find 
the differences between the 
heights of the grease fittings on 
the other control arm. Then, 


compare the difference in figures 
for one side, with the difference 
in figures for the other side. More 
than a quarter of an inch differ- 


“Now pay up or Pll drill yuh 





2,527,524 


Fig. 


G. R. BRENT 
MOTOR VEHICLE SPRING SUSPENSION 


i1—Adjustment for coil-spring sag. Patented by George R. Brent 


of Beaumont, Texas. 


ence means the spring on one 
side is too low. 

Two new features of modern 
passenger cars, automatic trans- 
missions and more powerful en- 
gines, have an effect on passen- 
ger-car spring suspensions, but 
these will give less trouble if serv- 
icemen will explain the cause and 
effects to car owners—because 
the cause is so easily eliminated. 

The combined effect of automa- 
tic transmissions and more pow- 
erful engines is to make it easier 
(perhaps after stopping at a red 
light) to accelerate rapidly or 
even spin the rear wheels. Na- 
turally, owners of new cars are 


rr 
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proud of their cars and like to 
show what these cars can do. But 
they should do so reasonably! 

Spinning the rear wheels ap- 
plies tremendous torque or turn- 
ing effort to the rear axles. This 
torque is resiliently controlled by 
the bending of only the front half 
of the rear springs. At the same 
time much of the load is transfer- 
red from the rear half to the front 
half of the springs, resulting in 
overloading the front half of the 
springs. This overload can be still 
further increased, if the rear 
wheels go over a bump at this 
iime. 

The remedy is obvious—avoid 
“cowboy” starts, although reason- 
ably fast, smooth starts are per- 
nissible. 

To put more brains in the car, 
to compensate for lack of brains 
in some drivers, some car makers 
are using longer and stronger rear 
springs, the extra length of the 
front part of the rear spring giv- 
ing a longer end more effective 
torque arm and also giving a 
smoother ride. 

At first thought it would seem 
that the too-severe application of 
the brakes, and the sliding of the 
rear wheels when stopping a car, 
would have an equally severe re- 
action on the rear-axle svring sus- 
pension, since both are limited to 
the friction between tires and 
road surface, but the answer 
briefly is: Cars have four-wheel 
brakes, but only two-wheel drive! 

Not only do cars have twice as 
many brakes, but from 55 to 65 
per cent of the braking effort is 
usually designed into the front- 

(Continued on page 133) 
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CURRENT PASSENGER-CAR SPECIFICATIONS 
Engine and Equipment 


ENGINE 
RINGS 











° 
—_ 
= 


| Taxable H. P. 


| 


No. No. 

and and 

Size Size 
Comp.| Oil 


Bore 
and 
Stroke 


and Valve 
Arrangement 
Crankcase 
(qts.) 
“ “ * | Vibra. Damper | 


Std. Wheelbase 
No. Cylinders 
Oil Filter 


Carburetor 


| 
| 





2-.0937 j1-.1875 64 
. 1865)/ 
2-.0937| /1-.1875)\ 614 
\1-.1865)/ 
2-.0937 th 1875)\ 614 
-1865)/ 
2-.0937 | j .1875)\8 
(3 1865)) 
2-.0937|/1-.1875\8 
1.-1865 
| 2. .0781) 1-.1875) 5 
| 2-.0781| 1-.1875) 5 
} 2-.0781) 1-.1875) 5 
2. -0781) 1. 187 75 5 


> | Camshaft Drive 





> || Air Cleaner 


Q 


BUICK 40 Sp. & 44 Cust. Sp..| 12134! SI 3% x 414 | 32.51 120@3600 
ae p Super (except)! 121!4| I 3% x 44 | 32.51) 124@3600 
SI | 3% x 4% | 32.51) 124@3600 
sl 3% x 45% | 37.81) 152@3600 
8I 3% x 45% | 37.81) 152@3600 


oils 
w 
> > > 
200 


< 





CADILLAC 61 Val |3!%@ x 354 | 46.5 | 1603800 | 
CADILLAC 62 V8I (3% x 3% | 46.5 | 160@3800 
CADILLAC 60 130 V8I (36 x 354 | 46.5 | 160@3800 |L 
CADILLAC 75 Val (33% x 354 | 46.5 | 160@3800 
CHEVROLET Styleline and 
Fleetline Sp. & DeLuxe___. 61 3% x 8% | 29.4 92@3400 | 
py hy eA —) 61 3% x 3!5¢) 30.4 | 105@3600 
wi ‘owerglide Drive)___. 
CHRYSLER Wind. & DeLuxe 14] 6L | 3% x 414 | 28.36, 116@3600 \Ch 
CHRYSLER N. Y. & Imperial| 131!4| V8I 3'% x 35% | 46.51) 180@4000 |Ch 
CHRYSLER Crown Imperial. 14514] VSI /3'% x 354 | 46.51! 180@4000 [Ch 


conn onan wo o | Main Bearings 


ZAZZZ 
KK! 





2-.1237| 1-.1863) 5 
{1-.1237, 1-.1863, 5 
1-.0932 

2- -.0937| “2-. 1562) 5 
2-.0781| 1-.1875) 5 
2- -0781; 1-.1875) 5 


~.0625| 2-.155 | 2 


~.0937| 2.1562! 5 
~.0937| 2-.1562 5 
-.0937) 2-.1562) 5 


-.0933| 2-.186 | 5 
2-.0933) 2-.186 | 5 
2 0925 “2-.1550 5} 


2-.078 | 2-.1875| 7 


ZA 








CROSLEY Model CD..._____| 80 | 41 |2%x2\!| 10 26.5@5400 | G 


Ma | 


- } 
od 
t 


DeSOTO 8-15 DeLx & Custom 125% 6L | 3% x 444 | 28.36 116@3600 [Ch | 


_ DODGE Wayfarer 115 | 6L | | 344 x 454 | 25.35, 103@3600 | 
DODGE Coronet & Meadow._| 12344) 6L | 34% x 4% | 25. 35 103@3600 | 





| | 
lialale ne > 


| 


ZZ 





FORD & Custom 8 Cyl.__ 114 | VBL | 3% x 3% | 32.5 | 100@3600 | 
FORD & Custom 6 Cyl.__ 114 | 6L |3.3x4.4] 26.1} 95@3300/ G 


FRAZER Std. & Man ~.| 12314] 6L | 35% x 434 | 26.3 | 115@3650 


HUDSON Pacemaker Tio | 6L | 3%x3% | 30.4| 112@4000 O 
HUDSON Super 6 124 | 6L | 3% x 4%} 30.4 | 123@4000 | 
HUDSON Super 8 24 | 8L |3 2x4%4| 28.8| 128@4200 | 
HUDSON Hornet 2 6L 3444¢x4% ; 145@3800 


| ea! ? 9) 


| 


a 
Z| +! 





| moo 








| 
| 


| co on he | 





| D> ss Do. 7 


156 
2-.078 | 2-.1875) 7 
| .156 
2-.093 | 2-.1875) 7 
-156 


Zz 
Kw K KKK! 


2-. 093 | ey 7 








ee 2-.1550, 514) 
2-.0925| 1-.186 | 4 
2-.0925| 1-.186 | 5 


2-.0933) 1-.186 \63** 
2-.0933) 1-.186 6)** 
2-.0933) 2-.186 | D 
2- - 0930) 2-. 1547 5 
2-.0930) 2-.1547 
2-.0930| 2-.1547 


6 
5 
2-.0781) 1-.1875) 5 
7 
7 
| 


KAISER Spec. & DeLuxe____| 11814 6L__ | 35% x 434 26.3 | 115@3650 | 
100 |4L |3%x4% | 15. 68@4000 
6L. | 3% x3l¢ | 23. 80@3800 | 
| VSL | 3% x 4% | 39.2 | 154@3600 | 
V8L | 34 x 434 | 39.2 | 154@3600 
V8L | 3% x4 5 | 112@3600 | 
6L |3%x4 3.44, 85@3800 | 
61 |3%x4% 115@3400 | 
6L | 3% x 3% | 23.44, 82@3800 IC 


VSI | 3% x 3% | 45.0 | 135@3600 | 


PACKARD “200” "SL |3%x8% | 39.2 | 135@3600 | 
PACKARD “300” 8L |3'44x4% | 39.2} 150@3600 | 
PACKARD “400”. SL | 3'4x4%4 | 39.2 | 155@3600 | 


PLYMOUTH i _Coneora, 
Suburban and Savoy____ 6L | 8% x4% | 25.35 97@3600 2-.0937, 2-. 1562 
PLYMOUTH P-23 ‘Caxbridgel | 
and Cranbrook 6] 6L | 8% x 4% | 25.35} 97@3600 2-.0937| 2-.1562 


PONTIAC 6 Model 25 | 6L |3%x4 | 30.4! 96@3400 “2-.0933) 1-.1863) | 
PONTIAC 8 Mode! 27 8L | 3%x38% | 36.4 | 116@3600 2-.0933, 1~.1863 


STUDEBAKER Champ. 10G_/ 115 | 6L |3 x4 | 21.6 85@4000|/G\ 1-.1562,5 | 
STUDEBAKER Cmdr. H | 115 | VSI | 8% x3% | 36.4| 120@4000'G| 5/| 2-. 1-.1865 
STUDEBAKER Land C. H. | V8I |3%x38\% | 36.4| 120@4000 | G | .078 | 1-.1865 


WILLYS Jeepster & Sta. Wag.) 104 | 4F 3%x4%/| 15.6 72@4000 G 
WILLYS Jeepster & Sta. Wag. 6L |3%x8%/ 23.4! 75@4000 G 


ABBREVIATIONS 
*—Refil Ch—Chain Fr—Fram 
orth, il 6 refill D—6 dry, 5 refi) G—Gear 
A—Accesso d—Top_ .0937, Middle 125 HH—Houdaille-Hershey 
AC—A. c Spark Plug F—F Head motor Ho— Holley —Morse T—Tilloteon 
BaB—Carter f—A.C., United Specialties and In- I—Valve in head Nl—Optiona] at extra cost Y—Yes 
Ca—Carter dustria] Wire Cloth Products 


esieee 











eo | co co 











Con a sa~a.s 


| 








2-.0935| 1-.1865| 
2-.0935| 1-.1865 
2-.0935| 1-. 1865 


| 





| met | Ze] moet ng] 2e| oe! Zo 
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Its riding high Ia 
on a tremendous wave of 


public approval 
lhe far-advanced new 


120 H.P. STUDEBAKER 
COMMANDER V-8 


Outstanding in gas saving! 
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CURRENT PASSENGER-CAR SPECIFICATIONS 
Timing, Battery, Brakes, Etc. 








2 
& 
s 
> 
“— 
5. 
BD 
3 


IGNITION AND TIMING ‘Battery 





Q 
or 
.—] 


Tension (ft 
el) 
aS ax 
Cool. System 


MAKE AND 


ance Exhaust 
B. 


ance Intake 
| Sena 
Intake Valve 


(.0) x 
Tappet Clear- 
Arm Tension 


Opens bora 
(ozs.) 


TDC 


(degrees) 
Breaker Point 


_(Qts.) No heater 
ameter 


Cyl. Head Bolt 
Make 


Spark Plug 
Gap (.0) 

Tappet Clear- 

Cam Angle 
Ibs.) 

Thickness 

| Outside Di- 


i 





| 
| 








~ 
nr 
oa 
a 
fo) 


X | 19-23 


a 
3 
= 


BUICK 40 Sp. & 44 Cust. Sp.. 
BUICK 60 Super 
BUICK 70 Roadmaster ld |ad@ 14°%> | X | 19-23) 65-70W | | 120N /18 E Nolne jused 


CADILLAC 60, 61 & 62 13-18) 35 |au | au | 24°b | 31 | 19-23; 65-70 1I5N |18 | L*|.137/10%4| 7 
CADILLAC 75.. 13-18, 35 | au _|au | 24° | 31 | 19231 65-70 | 1ISN [18 | LS ).13711 
CHEVROLET Styleline and 

Fleetline Sp. & DeLuxe.._| 18 | 35 | 06h | 13h 1°a | 34 | 17-21) 70-80W | 100N [15 [0 |.135, 9% 6% 
CHEVROLET Sty. & Fleet. | | 

(with Powerglide Drive) is | 3 |a da 16°b | 34 | 17-21] 70-80W | 100N [15 | None lused | H 


100N 13. 3) L 
\B 


eo @ | Inside Diameter} 
Parking Brake 


% 
° 
3 
= & 
> 
~ 
wo 
° 
iz 


13° | X | 19-23, 65-70W | 100N /13.5/L |.12510 
\Bb 














CHRYSLER Wind. & DeLuxe) 20 | 35 | 08h | 10h | 12°b 34}- 38| 17-20 EW | 120P 15 | Bb.1259%'| 6 | H 
CHRYSLER N.Y.&Imperial| 18 | 35 | 08h | 10h | 15°b 2-30) 17-20 EW | 135P (25 | Bb.125 91416 | H 
CHRYSLER Crown Imperial | 18 | 35 | 08h | 10h | 15°b /i$-30*) 17-20 EW | 135P 25 | Bb..12510%4) 614 H 





CROSLEY Model CD 20 | 2 | | 09 5°b | 46 | 17 20 No 90P | 4 | O |.125 6% 4% # 
DeSOTO 8-15 DeLx. & Custom) 20 | 35 | 08h (10h | 12° |34}-38 17-20 EW | 120P [15 | Bb.1259%4'/ 6? H 














DODGE Cor., Mead. & Way... 20 | 35 | 08h | 10h | 8°b (34)-38) 17-20 EW | 105P [14 | Bb.125 94 6 | H 











FORD & Custom 8 Cy! Te 16, 29-32) 13-15, 17-19| 5°b (26-284) 17-20) 65-70 90P [22 | L |.125 | 9'6 6/8 
FORD & Custom 6 Cyl......__| 24-26) 29- 32} 13-15| 17-19] 11°b _35- 38) j it 20} 65-70 100P {17.3 L |.125 946 |S 








FRAZER Std.& Man.) 20 [14 | 10% | 38 | 17-20 30-85c | 100P jis |T .1259% 6 |H. 


HUDSON Pacemaker | 736°b 
HUDSON Super 6 & Hornet_| | 74° 
10 


38 | 17-20, 70-75W | 100P |i8sf O |.203,9'36 634 D 
38 | 17-20) 70-75W | 100P |i84f, O |.203'9!% 6% D 
27_| 17-20, 45-50W | 120P |I8%f O |.203 9!) 6% D 
1-3 
1+ 











HUDSON Super 8 


KAISER Spec. & DeLuxe. | | | “10° | 3 
HE 9°b | 4141) 17-20) 60-65 | 100P (10.8) Bb//-1%| 89 534 H 
5°b | 38+1) 17-20, 60-65 | 100P |9 | Bbj\ 138 8's) 5% H 


LINCOLN Cosmopolitan ie 16 29-32}0 |0O 5°b (26-28)| 17-20 65-70 | 120P (34'4 L |.12510'47 |S 
LINCOLN | 14-16 29-320 | 0 5°b [26-28)) 17-20, 65-70 | 120P [344 L |.125 10%) 7 | S | 


MERCURY | 14-16 aoa 13-15 17-19| 5°b |26-284| 17-20 65-70 100P (2244) Bb|.12510 | 614 S 


NASH Statesman_._-------_. (ise 30 [15 |15° | 6% | 35 |i72i| cow | 9OP (la | Bblio5 8 (6% HE 
| 30 | 15 | 18 “a 35 | 17-21) 70W | 105P [7 | Bb).12510 |7 |S |R 
{ish | 16h \/ 6° | 36 | 17-21) o0-e5W | OOP [11 | Bb.125 8 | 5% H 





7| 17-20, 30-85c | 100P |13!4 Bb.125 9446 | H 




















EERE 


Wout 





OLDSMOBILE 88 & 98 | 13% ar "26-33, 19-23, 60-70W | 115N_ a L |.13610.5| 7 ‘#H/I 
PACKARD “‘200" ‘)214- 15> | Z IU 60-62 | 100P |19.9 L |.12510 | 6% H | 
PACKARD “‘300” 174 16°> | Z |U | 60-62 100P /19.9 L |.12510% 7 | H 

PACKARD “'400" | 26-30 au | 15°> | Z |U | 60-62 | 120P (19.9 au! aulau | au! H | 


PLYMOUTH P-22 Concord, 


| 


Suburban and Savoy. | 85 | 10h | 12°b |344-38| 17-200) EW | 100P [13 | Bb).125 9% 6% H 


PLYMOUTH P-23 Cambridge 
and Cranbrook 85 | 10h | 10h | 12% 344-38) 17-20) EW | 100P /13 | T |.125 94/6 | H 


} 
| 
PONTIAC 6 Model 25 | 23-28) 12h | 12h 5°b | 31-37] 17-21) 60W ~ | 100N |18h¢ Im|.125, 944 6 | H | 
PONTIAC 8 Model 27_______. | 16 | 23-28) 12h | 12h 5° b | 21 -30) _19-23} 60W | 100N 1944) Im |.125 10 6% H 
STUDEBAKER Champ. 10G_| 20 | 22-27) léc | l6c 18° "38 | 17-20, 46-50W 100P |10 | BbI.125 8 “5% H¢ 
STUDEBAKER Comdr. H.___| 13-18, 33-37 14- 16 14-16) -29| 17-20, 46-50W | 100P 7! Bb).125; 944; 6 | H*! RW 
STUDEBAKER Land C. HH. 13-18, 33- -37| 14-16, 14-16 2-29) 17-20, 46-50W | 100P 17% Bb}.125) 9M 6 | H*|RW 








opens. 

















WILLYS Jeepster & Sta. Wag. 20 | 30 | 18 | 9°b | | 17-21; 60-65 | 100N 11 | Bb..135 8!4\ 5'4 H | RW 
WILLYS Jeepster & Sta. Wag 20 | 30 | 14 | | 38% 17-21 60-65 | 100N | 9 | Bbl.135\ 814 514| H |RW 








ABBREVIATIONS 


1—10” on DeLx. or Windsor *—Self-adjusting, self-cen- E—Nuts 52 to 57, cap P—Positive w—Warm 
with std. 3-speed tering screws 65 to 70 Ps—Propeller shaft, rear X—Do not recommend using 
transmission. a—After f—without heater. With transmission. dwell meter for set- 
2—7" on DeLx. or Windsor au—Automatic heater add 1 qt. — brake ting breaker point 
with «td. 3-epeed b—Bef. H—Hydraulic gap 
transmission. h—Hot T—Bore R "Beck, and y—Tolerance of one degree, 
3—Hydra-Matic Trans. Std. Im—Iniand Mfg. Au plus or minus, allow- 
on 62-40 Series. d—Hvdraulic valve lifters L—Long Mfg. U—AueL yy 19-23, ed in adjusting 
4—Each point. Total effee- D—Duo Automatic N—Nerative Delco 17-21 Z—Auto-Lite 27, Deleo 381 
tive dwell 34° to 86°. O—Own 
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DELCO 


THE NATION'S 


nA) 
"THE NO. 1 NEW-CAR BATTERY! 


More Delco batteries are installed as original 


BATTE RY equipment in new passenger cars than any other 


om make. 


| THE LEADING NEW-TRUCK BATTERY! 


Truck manufacturers insist on batteries that are 
dependable and durable. That’s why Delco batteries 
are installed in more new trucks than any other make. 


4o @ ‘THE BATTERY ENGINEERS PREFER! 
No one knows batteries like automotive engineers, 
and they prefer Delco . . . to any other make in 

America today. 

om AN 

( 

“sy JU THE NO. 1 REPLACEMENT BATTERY! 


Delco batteries are the choice of millions of car 
owners. For reliable starting power . . . for long 
life . . . America knows that Delco’s the buy. 


DELCO BATTERIES—A UNITED MOTORS LINE 


y, AGNITED SS 


Available Everywhere Through ear United Motors Distributors 
OTORS 
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Regulations and News Items Alon¢ Federal Row 


The big problem at the moment, 
the Automotive Replacement 
Parts Manufacturers Industry 
Advisory Committee said, is find- 
ing the mills and foundries to ac- 
cept authorized allotments of con- 
trolled materials. 

Industry spokesmen estimated 
that up to 30 per cent of the allot- 


Parts Materials Adequate, 
Manufacturers Tell Ageney 


nation’s more than 50,000,000 pas- 
senger cars and trucks now on 
the road, the National Production 
Authority was told last month. 


RESENT allocations of control- 
led materials for automotive 
replacement parts are generally 
adequate to meet the needs of the 





thanks to 


PYROIL 


Famous Speed Boat Racer 
Smashes World Records! 


Edison Hedges, of Atlantic City, famous 
record breaking racer, has this to say 
about Pyroil: 
“In my 25 years of racing, | have 
used Pyroil consistently in estab- 
lishing world records — | have 
broken more records in speed boats 
than any man who has ever lived.” 


Racing or driving, Pyroil will establish 7 


new records for your car. New records 
of added miles, driving comfort, and 
Jess maintenance cost. Pyroil improves 
Jubrication by providing a protective 
film of oil on cylinder walls and piston 
rings. Pyroil keeps your motor clean— 
it prevents rust and gummy deposits. 
Speed boat racing requires top lubrica- 
tion. That’s why Edison Hedges uses 
Pyroil. Pyroil will give you the same 
top lubrication, too. 

Add Pyroil — add miles to your car. 


-PYROIL FOR AIRCAFT ENGINES 


Use Aircraft Pyroil B for lubricating 
oil, Aircraft Pyroil A for gasoline. 





An ottractive Pyroil metal sav- 

IV N! ings bank—takes coins up to 50c 
@ Pieces. MOTORISTS, it’s yours for 

the asking — sent postage paid 








PYROIL 
COMPANY 


600 Main Street 


La Crosse, Wisconsin 


Canadian Distributors 
Central Purchasing 
Agencies, Ltd 
Toronto, Ontario 





thanks to 


PYROIL 


Jobbers everywhere are 
smashing sales records 
year after year! 


All of us want to be in on a winner and 
Pyroil certainly has been a consistent 
winner since 1931 — 20 years of con- 
tinuous record breaking achievement — 
winning customers, dealers and jobbers 
— smashing profit records day in and 
day out for jobbers and dealers every- 
where. 

Only thoroughbreds are consistent win- 
ners. It takes top quality and continu- 
ous performance to win and hold cus- 
tomers — Pyroil, the thoroughbred 
among additives, has 20 years of rec- 
ords, achievements, sales and profits to 
prove its outstanding leadership. 


DROP US A LINE AND WE’LL 
HAVE OUR FACTORY REPRE- 
SENTATIVE BRING YOU THE 
COMPLETE PYROIL MER- 
CHANDISING AND PROMOTION 
PROGRAM. 


REPRESENTATIVES: 
Southeast—McDonald & McPherson Co., P. O. Box 452, Atlanta, Georgia 
Southcentral—John T. Jolly Sales Co., 1916 — 34th Ave., Meridian, Miss. 
Southwest—Hirsig-Frazier Co., 807 Cotton Exchange Bldg., Dallas, Texas 
West Coast—M. L. (Bud) Cohn, 1323 Venice Blvd., Los Angeles 6, California 
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ments issued by NPA to parts 
manufacturers for the fourth 
quarter have not yet “found a 
home” with the steel mills. The 
mills report uniformly that their 
fourth-quarter order boards are 
already filled, NPA was told. 

NPA officials assured the parts 
makers that the problem was a 
transitional one, caused by the 
shift from a priorities system for 
basic metals to the Controlled 
Materials Plan. By the first quar- 
ter of next year the system will 
be working much smoother, NPA 
said. 

The procurement of automotive 
replacement parts by the military 
services has not yet become a 
serious production problem, the 
industry spokesmen said. If the 
Armed Forces begin buying in 
large quantities to stock depots 
or for other purposes, then they 
should furnish the manufacturers 
with the material for such produc- 
tion, the advisory committee rec- 
ommended. 

The committee also was told 
that a large quantity of U. S. 
trucks are now being shipped 
abroad to friendly countries 
Within the next year the demand 
for replacement parts for these 
vehicles may push the industry’s 
export percentage up to as high 
as 12 per cent of the total industry 
parts production, the parts mak- 
ers were told. 


PRODUCING COMPRESSORS 


Authorized compressor produc- 
tion during the first quarter of 
1952 is now planned at 125 per 
cent of average quarterly produc- 
tion in 1947, the NPA has announ- 
ced. 

This would be similar to the 
production level in the first quar- 
ter of 1951, NPA said. First-quar- 
ter CMP allotments would be less 
than third- and fourth-quarter 
1951 allotments, however 





Questions about Insurance? 


Ask Arderaled ta 
QUESTION|(?\ BOX 


Q. Is damage vaused by explosion 
resulting from fire covered under the 
fire policy? 

A. Yes. Because the fire is the direct 
cause of the entire loss. 


We’re Heading Into The Heating Season 


-WATCH FOR COLD WEATHER 
FIRE DANGERS! 


Take A Few Steps Now To Protect Your 
Business From Needless Fire 


PICTURE OF WHAT A SHORT CIRCUIT CAN DO 


One day this was a going business, 
the next it was the blackened sham- 
bles you see here. The fire originated 
at 1:15 A.M., at the rear of the 
building at the panel box. The cause 
was presumably defective wiring. 
Smoke was so dense that firemen 
were forced to enter with Scott air 
pack. Virtually all of the stock was 


SAFE BETS | 








PS cminha 


) 
NATIONAL SAFETY COUNCIL 





"JO take AN OLD FLAME 
ON A PICNIC’S MOST KIND— 
ONLY DON’T LEAVE A NEW FLAME 
BURNING BEHIND 7 











involved either by fire or by the 
large amount of water used. Be- 
cause of the dense smoke firemen 
dropped a basement nozzle through 
the roof extending down into the 
main part of the store. This type of 
4 has a flooding action and only 

y its ae, mong taaed able to extin- 


ty ae the b! 


One Of The Owners Says... 


“Tt will be perfectly satisfactory 
for you to use the pictures taken 
after our fire in your advertising. If 
you want the name of the photo- 
grapher, it is my son, Robert Can- 
trell. If there is anything else we 
can do along these lines please do 
not hesitate to cell on us. Incidental- 
ly, we are mightly pleased with the 
promptness in getting the adjuster 
on the grounds, also the liberal ad- 
justment, which met with our whole 
Sunted 2 approval, however, I had 
written you along these lines earlier 
in the day.” 

THE TRADERS MERCANTILE Co., 

CARUTHERSVILLE, Missouri. 

By W. L. CANTRELL, PARTNER 


Sedoraled Malwal 


Fifty-one thousand U. S. stores 
will burn in the next twelve months. 
Will yours be one? The total loss will 
be $53,000,000. We’re headed into 
the worst season of all for fires— 
winter time. A few common sense 
precautions will make your building 
and your business infinitely more 
secure from this very real 


Begin In The Basement 


Your basement is your most vul- 
nerable fire point—42% of mercan- 
tile fires start here. Have all rubbish 
removed, not just to back of the 
building but hauled away. Waste 
cans for collection of waste_paper 
and trash should be metal. Fire in 
the contents of a metal barrel will 
often burn itself out from lack of 
air. A clean properly operating heat- 
ing ay 5 eliminates the cause of 

and remember, a large 
oe bay of fires are caused by de- 
fective chimneys and dry oxeien 
shingles. 


Is The Electrical System Safe? 


The blackened ruins pictured on 
this page were caused by a fire which 
was presumably due to an electrical 
defect. Be sure electrical circuits are 
protected by the proper size fuses 
and that the entire electrical system 
is in good condition. Electrical in- 
stallations should be performed by a 
competent electrician in conform- 
me with the National Electrical 

e. 


Watch Christmas Decorations 


Christmas decorations can be a 
very serious fire hazard. Flame- 
proofed materials can be had—why 
use others? Metal, glass and asbestos 
decorations are available and at- 
tractive. 

How About Your Insurance Pro- 
tection? 

Do you know what the insurable 
value of your building and contents 
is, today? Fire insurance can be 
brought up to date at very slight 
cost—a fraction of 1% of the addi- 
tional coverage needed. 


sALETy 


aS 
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IMPLEMENT and HAROWARE INSURANCE COMPANY *% OWATONNA, MINNESOTA 
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INCREASING LEAD SUPPLY produced during the first half of 
the year. Major output is usually 
The Storage Battery Manu- during the fourth quarter. 
facturers Industry Advisory com- 
mittee has recommended that the 
government increase domestic MANUFACTURING TRUCKS 
supplies of lead by tapping the 
national stockpile and by boost- The government wants at least 
ing imports from foreign sources. 250,000 trucks produced each 
The manufacturers estimated quarter if the availability of con- 
that about 22,000,000 replace- trolled materials will permit it. 
ment batteries and 5,500,000 for the National Production Author- 
new equipment are needed to ity told the Motor Truck Manu- 
fill civilian requirements in 1951. facturers Industry Advisory 
About 8,932,000 batteries were Committee recently. 





TREMENDOUS 
MARKET 


for DOUBLE HEADLIGHT RELAYS 


The owner of practically every 

car and truck over six months old is a 

prospect for a double headlight relay. 

Now when days are growing shorter and 

lights burning longer, the need is more 
evident, and more sales can be made. pare, A Relay 
with Circuit Breaker 

Andrews Heavy Duty Dual Headlight 

Relays provide the greatest possible 

measure of safety for night driving. Sug- 

gest relays to your customers now for 


more sales. 


LR-82 & 82A 
Inside Construction 


Andrews 
Dual 6 & 12 volt Headlight Relays 





ST. LOUIS, MO. 





MANUFACTURING CO 














Allotments of controlled ma- 
terials authorized production of at 
least 275,000 trucks in the third 
quarter and 256,000 in the fourth, 
it was stated. 


LIMITING CAR OUTPUT 


The Automobile Passenger Car 
Manufacturers Industry Advis- 
ory Committee has asked NPA 
not to make any changes in the 
present percentages of total 
authorized production for each 
manufacturer. Existing percent- 
ages are: 

Manufacturer Percentage 
Checker Cab Mfg. Corp.  .10 
Chrysler Corp. 21.65 
Crosley Motors, Inc 35 
Ford Motor Co. 21.35 
General Motors Corp 41.35 
Hudson Motor Car Co 2.95 
Kaiser-Frazer Corp. 1 
Nash-Kelvinator Corp 3. 
Packard Motor Car Co 2 
Studebaker Corp 4. 
Willys-Overland Motors, 

Inc. 1.00 


By 
3t 
1 
25 


CONTROLLING LEAD 


A recommendation that lead 
be included as a controlled ma- 
terial, along with steel, copper 
and aluminum, and that this be 
done as soon as possible, has 
been made by the Plain Bearing 
Manufacturers Industry Advis- 
ory Committee. 

Steel or copper is useless to 
the industry unless it has suffi- 
cient supplies of lead, the mem- 
bers said. 


PRICING ANTI-FREEZE 


Anti-freeze made of natural 
methanol (wood aicohol) will 
carry the.same dollars-and-cents 
ceiling prices as anti-freeze made 
from synthetic methanol, the 
OPS has announced. Such anti- 
freez2 will be classified as Type 
S cr Type SC, depending on con- 
centration 


SETTING CAR PRICES 


The Retail Motor Vehicle In- 
dustry Advisory Committee has 
recommended that the charge for 
preparing and conditioning a car 
for delivery be set at five per cent 
of the basic price of the car or 
$150, which is less. 
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Mac? 


“Mac” is missing the point of this serv- 
ice call, just as many dealers and service 
stations are missing the big profit angle 
available to them from selling the new 
Monro-Matic shock absorbers. 

Introduction of these new wonder 
shocks opens up a vast new field of 
profit opportunities for Monroe dealers. 
Monro-Matics are the new, improved 
shock absorbers everybody is talking 
about—everybody wants. Selling them 
is made still easier by Monroe's inten- 
sive trade and consumer advertising— 
and, in addition, Monroe dealers are 
being supplied with newspaper mats, 
posters and sales help of every kind. 

Yes, Monro-Matics can definitely 
mean more money for you—so get on 
the band wagon now. See your jobber 
or write the factory today. 


~ Ya: . = WS 
’ ees. tes * 
a » - 
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MOMREMATE 


SHOCK ABSORBERS 


The only Shocks with these Advanced Features 


Unique, 2-stage “restricted orifice” valves 
{on both rebound and compression) for 
soft, gentle control of springs on smooth 
roads, and quick, positive control on 
rough roads and at high speeds. 
Compression stroke controlled by four 
times more fluid than formerly used in 
direct-acting shock absorbers. 


Larger reserve fluid capacity assures 
constant control of compression and re- 
bound under all driving conditions. 

Pre-hardened pressure cylinder with 
ground and polished piston and rod... 
chrome-plated piston rod. 

Bushings included with all Monro-Matic 
shock absorbers. 


Monroe Shock Ab- 
sorbers are Stand- 
ard Equipment on 
More Makes of Cars 
Than Any Other 
Brand. 


MONROE AUTO EQUIPMENT CO. 


Monroe, Mich. — World's Largest Maker of Ride Control Products 
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LOOK TO FRONT END 


Opelika, Ala. 
Gentlemen: 

Some time ago I saw either in 
your journal or some other jour- 
nal about what a man was doing 
in Florida on his front-end ma- 
chine. He operated on a cut-price 
basis and this article told how 


much he had increased his busi- 
ness by this method. I have been 
unable to locate this article and 
I am wondering if you can help 
me out in this connection. 

C. M. Canon, 

Canon Motor Co. 

We’re sending you tear sheets 

of this article from our March, 
1951, issue on a-Miami firm that 



































y in your bank account. 


ation about Arrow Products 


Profits 





RROW ARMATURES COMPANY, 


FORDHAM RD., BOSTON 34, MA 





ott canes Eh 





A column of informal 

comments about the 

automotive trade and 
its problems. 





went all out for front-end work 
on a volume basis—and was very 
successful with it. 


WANTED: SHOP PLANS 


Albany, Ga. 
Gentlemen: 

Do you have available a file or 
selection of typical automotive 
shop plans? We have a customer 
planning to build several auto- 
motive repair shops who wants to 
look over a number of plans and 
select the best feature of each. 
We know that you publish plans 
from time to time—for example, 
on page 77 of the September issue 
—and thought that you might 
have an accumulation of such 
plans. 

Howarp Hovt, 
Keenan Auto Parts Co. 

Sorry we don’t have such a file 
available. We're sending you 
some tear sheets of plans publish- 
ed during the last several years 
and hope they will be of some 
help. 


“UNFAIR TO SPEAKERS” 


It’s always interesting to per- 
sons attending their first conven- 
tion of the Automobile Dealers 
Association of Alabama to wit- 
ness a different kind of “picket- 
ing.” 

A bellboy is converted into a 
“sandwich” man. He circulates 
for half an hour or more preced- 
ing the opening of the morning 
session with placards astraddle 
him which proclaim “UNFAIR” 
in large letters. Beneath the word 
follows “to our speakers. Be on 
time in the auditorium.” And a 
lot were, too. 


Please address any comments 
to: Shop Talk, Southern Auto- 
motive Journal, 806 Peachtree 
St., N. E., Atlanta 5, Ga. 
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Cash in on the tremendous, pre- 

sold replacement market for Moraine 
Engine Bearings . . . original equip- 
ment on the more than 18 million GM 
cars and trucks in use. Get your share 
of this ready-made market—18 million 
owners pre-sold on Moraine dependa- 
bility and longer life. 


The Bearing High Compression Demanded 


But thatisnt a" DUREX-100 


also makes available re- 
placement bearings for 
other makes . . . for al- 
most every one of the 
nation’s more than 40 
million motor vehicles. 
Stock MORAINE EN- 
GINE BEARINGS ... Today’s high-speed, higher -com- 


tap this unlimited source pression engines call for an en- 
. bearing tirely new kind of engine bearing 
aah ce ...and DUREX-100 is that bear- 
ing. It’s a bearing tough enough 
THE MATRIX MAKES THE DIFFERENCE to withstand the tremendously in- 
creased loads imposed by today’s 


Steel-backed middle layer (or matrix) of . _ 
porous copper-nickel bonds mechanically stepped up designs. DUREX-100 


and metallurgically with babbitt overlay » adds owners of high-compression 

to give increased embedability and eS m : li 

greater resistance te fatigue. engine cars to your list of pre- 
a sold replacement prospects. Order 


(s Moraine Engine Bearings now 
Moraine Engine a SERVICF 9 from your United Motors Dis- 
A United Motors Line \Srorons tributor. 


MORAINE PRODUCTS °%'""°%,2%,c0"5R45 "2" 
DAYTON, OHIO 
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Original Equipment on Cadillac, Buick, Oldsmobile, 
G. M.C., Fixible and Other Leading Makes. 





All-Night Service 
(Continued from page 75) 


parts rather than walk any dis- 
tance for a new part. There’s 
profit in new parts; none what- 
soever in tinkering a used part 
just to get the vehicle out of the 
shop.” 

Along with towing service, the 
night man is credited with the 
work he does to get lesser-dam- 
aged vehicles back on the road. 

“We do a terrific volume in bat- 
teries,” Jeanes commented. “And 


the biggest percentage of our bat- 
tery sales are made at night. It 
has always been that way.” 

Through the years, the garage 
has built up a reputation among 
truckers. 

“Every trucker operating with- 
in a 300-mile radius knows us or 
knows of us,” he said. “When they 
are in trouble, they pull in here, 
fully confident we will get them 
back on the road in the least pos- 
sible time. We are set up to han- 
dle air-brakes, as well as other 
truck units in our shop. 





ACME 


Drain Cocks 


Save expensive anti- 

freeze. Install Acme drain 
cocks, machined to micrometer 
tolerances to insure a 

snug, leakproof fit. 

24-pc. assortment 

mounted on attractive 

counter card or 

in bulk. 


ACME VALVE CORES 


Rated ‘‘equal to or bet- 
ter’’ thon other leading 
brands by independent 
testing laboratory. 


ACME TIRE GAUGES 
No. 515, 5 to 50 Ibs. 
in 1 tb. colibrations. 
No. 520, 20 to 120 Ibs. 
in 5 Ib. calibrations. 


ACME 3-IN-1 GAUGE 


Extremely popular with 
busy stotions becouse 
it inflates, deflates, 
gouges. 





Order trom your jobber today. Send for complete catalog No. 1003. 


ACME AIR APPLIANCE CO., INC. 
100-120 Hinsdale Street, Brooklyn 7, N. Y. 





“When a trucker has too big a 
job for one man to handle, our 
night man phones me or another 
mechanic to come down and help 
him out.” 

Most garagemen have exper- 
ienced arriving at the shop in the 
morning and waiting around from 
half an hour to an hour for a job 
to drop in. 

“That never happens here,” 
Jeanes added. “When our day 
crew comes on, they have the 
work already scheduled. The 
night man has taken in this work. 
Customers coming in late have 
left their cars during the night so 
we can get on them the first thing 
in the morning and have them out 
by the time they need them the 
following day. This business 
alone would warrant keeping a 
night man.” 

In summing up, Jeanes con- 
cluded that the dog-watch me- 
chanic has to be as proficient as 
the day mechanics, or customers 
soon learn the difference and 
won’t bring their cars in at night 

“Staying open all night with- 
out a competent mechanic on 
hand is a waste of both time and 
effort,” Jeanes said. 

A gross of an added $100—or 
more—a night, seven nights a 
week—about half of it for parts— 
isn’t to be passed up lightly by 
any shop. 


Texans Turn Out to See 
Chrysler Fair Exhibit 


M@ than 500,000 people 
visited Chrysler Corp.’s 
“New Worlds in Engineering” ex- 
hibit during the first three days 
of the State Fair of Texas in Dal 
las and more than 2,000,000 peo- 
ple were expected to see the show 
before the fair closed late last 
month. 

The show is comprised of more 
than 70 moving models and de- 
monstrations ranging from styl- 
ing and design exhibits to tech- 
nical exhibits, such as the use of 
radioactive materials in automo- 
tive research. 


Tung-Sol Changes Name 


Tung-Sol Lamp Works, Inc., 
has changed its name to Tung- 
Sol Electric, Inc. The change was 
made because the greater part of 
the firm’s output is in products 
other than lamps, company offi- 
cials_ said, though miniature 
lamps for automobiles are still a 
major item made by the firm. 
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Let us show you how you can make more 
money with the new Allen “packaged” de- 
partment plan . . . how our field staff is quali- 
fied to help you develop more business! Let 
us prove to you how simple the new Allen 
equipment is to use . . . how accurate, versatile 
and dependable it is . . . how it will put your 
shop ahead of the parade! 

Find out about the “extras” you get with 
Allen equipment . . . personalized instruction 


TEAR OUT AND MAIL TODAY 


Allen Electric & Equip t Company 
2808 North Pitcher St., 


YES! We would like to learn about the new 
e@ Allen equipment . .. and how Allen can 
help us increase ovr profits. Please arrange for FREE 
DEMONSTRATION in our shop. 





Company 
Street 


a —- —_— 


FILLING OUT THIS COUPON DOES NOT OBLIGATE YOU 
IN ANY WAY... WE'D LIKE YOU TO KNOW ABOUT 
ALLEN EQUIPMENT AND SERVICES WHETHER YOU 
BUY OR NOT! 


. mechanic training’. . . fast and economical service .. . 


merchandising helps . . 


. prompt after-sale service! Let us 


show you how the famous Allen “Dial-Chek” is providing 
a steady flow of work to service departments in hundreds 


of shops. It is to your advantage . . 


FAST BATTERY 
CHARGERS 


SYNCROGRAPH 


MOTOR 
ANALYZERS DISTRIBUTOR TESTERS 


. fill out the coupon! 


H ELECTRIC SERVICE | 
“DEPARTMENTS 


3-MINUTE 
Oil CHANGERS 


ALLEN ELECTRIC AND EQUIPMENT CO., KALAMAZOO, MICHIGAN 
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“Weve tried them all 
NONE PERFORMS LIKE SKIL DISC SANDERS... 


MEE BERRI, ory 


lear 
RO ewe 


SS 
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SKIL holds up longer, =F 
it’s easier to handle, 4 
has plenty of power 


for every job!” 


—Says Frank Kuropata, mechanic, 
Houston Radiator & Fender Co., 
Houston, Texas 


MR. KUROPATA HAS TRIED MANY 
SANDERS, FINDS SKIL BEST 


“Of all the sanders we've used, SKIL Disc 
Sander is by far the easiest to use in any posi- 
tion and on any job. We've compared different 
makes,” he adds, ‘‘and as a result, we've used 
only SKIL in our shop for the past seven years. 
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Polisher. Four times faster than hand 
polishing. Easily operated. Easily han- 
died. Light weight. Full-size 7” pad. 
Model 570. 





Dise Sander. New low-priced tool 
amply powered for regular use. Per- 
fect balance. Full-size 7” disc. Model 
551. Other models for specific duties. 





w 4 


Drills. Mode! 80—Standard duty. “2” 
capacity. Compact design for use in 
restricted space. One of the 26 models 
designed for efficient and economical 
drilling. Complete range of capacities. 
Speeds from 200 to 5,000 r.p.m. 


Ask Your S€7Z Jobber Today About 
the World’s Finest Automotive Tools! 


Valve Refacer. Grinds valves, vaive 
stems, and rocker arms. For wet or dry 
operation. Two motors. Standard equip- 
ment contains all the “extras”; microm- 
eter butt grinding attachment, depth 
gouge, built-in coolant system. 


UL 


TOOLS 


PORTABLE 





Bench Grinders. Four sturdy models 
meet exact requirements. All models 
have ball bearing construction, remov- 
able wheel guards, and heavy base 
for stability. Sizes range from 6-inch, 
Y% h.p. to 10-inch, 1 h.p. 





Seat Grinders. Mode! 318 —Stands 
ard duty. Light weight. Cool running 
45° angle drive permits easy work @ 
confined spaces. One hand balance. 
Trigger switch with locking pin for 
continuous grinding. Heavy duty seat 
grinders also available. 


SKIL Products are made only by SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 


SKILSAW factory branches in principal cities. 


In Canada: Skiltools, Ltd., 3601 Dundas Street West, 


Toronto 9, Ontario 





Dear Bill, 

The boss is mighty well pleased 
with our showing thus far this 
year. 

He held a meeting earlier in the 
year and told us we'd have to 
make a good showing in order to 
compensate for anticipated reduc- 
tions in new-car deliveries. He 
told us last night that if we all 
went home and stayed for a 
month we’d still have more busi- 
ness under the wire than we did 
last year. And since we probably 
will stay on the job in order to 


THE NUTBUSZER WRITES 








earn Christmas money next month 
—the final figure will be even 
better. 

I understand the service de- 
partment showing in the vicinity 
has been generally improved but 
that so far they think our percent- 
age is going to be the best in the 
zone. This will be fine for us if 
we make it, for it allows us to sit 
around the meetings and look 
smug when the final scores are 
tolled off. But we know it takes 
a lot of digging and management 
to make a showing in an old 
established deal like ours. 

Actually the boys in the newer 
outfits and in boom towns can 
run up the percentage of gain a 


lot easier than we can in a deal 
in 97 racing heats thanks to that has really been bearing down 
MANLEY VALVES 


on service proraotion for decades. 
This is an unsolicited report from a 


ome #4 & - 
FAILURES... 


In order to hold our own we 
have to be specialists in anything 
West Coast racing driver and builder of 
racing engines, who always uses Manley 
Airchrome Valves in his midget racing 
cars and in the racing motors he builds 
for other drivers. 

“My car recently set a record of 50 
laps on a 54 mile track of 99.70 mph,” 
he reports, ‘“‘and on the straight-aways 
in this race we turned this engine to 
6,000 RPM. The engine was equipped 
with Manley Valves as are all engines 
we build. None of our engines have 
ever failed because of valve trouble and 
most interesting of all none of them 
pulled a head off a valve. This is un- 
usual with a fast cam and 130 pound 
spring pressure.” 

Manley Valves will make good for 
your customers too. 


the customer will buy, so he won’t 
go straying off to some other shop 
for a desired service. We'll cut 
him a key, attach a squirrel tail, 
or whatever. Some customers 
dislike being “sold” needed serv- 
ices, so we try to make it so easy 
for him to buy that he can hardly 
avoid it. 

Our painters have taken to in- 
quiring about the type of polish 
our paint customers have been 
using. Had to do over a couple of 
jobs that developed a bad case of 
fish-eyes after applying the new 
paint. They even shoot an area 
on a suspected job to see if they 
are going to get this cratering in 
the paint due to the presence of 
silicone-bearing materials on the 
surface. Paint and silicone polish 
just won’t get together, artd when 
it has been used it takes some 


MANLEY ae VALVES 


AND VALVE SPRINGS off. They use a special solvent 


special cleaning to get the stuff 


cleaner for the job and take care 

none of the cleaning rags is used 

during any other part of the job. 
The paint department has had 


... proved on the speedways for satisfaction on the highways 
Manley Valve Corporation + 1810 Fairmount Ave., Philadelphia 30, Pa. 
District Sales Representatives: 

Lawrence M. Hirsig Co., Jacksonville « J. S. Connell Co., Dallas 
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NEW LIFE 


Nott 


In Canada: Colonial Traders, Lid., Toronto 
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a big part in bringing up our gen- 
eral average. Our paint manager 
isn’t content with keeping ahead 
of the metal men in the body 
shop; he’s gone out after refinis1- 
ing work wherever it is to be 
found. He advertises a good job 
for about the price of a suit of 
clothes and points out the car’s 
appearance is as important as the 
driver’s. 

He'll get a job out during the 
working day, if it takes speed to 
sell the job. If the driver of an 
old-timer wants a real refurbish- 


ing job, he’ll give the interior a 
finishing like we give our used 
cars before putting them on the 
lot. He’s selling jobs to drivers 
who never before patronized our 
place by appealing to what they 
want to buy. 

Suspect you’re like I am in that 
you’re anxious to see what the 
*52’s will offer. 

Guess I'll close this note on that 
happy note, and hope you are the 
same. 

Yrs, 
Ed. 





used by 
leading 

engine 
builders 





SEE YOUR JOBBER OR WRITE 
TINCHER PRODUCTS COMPANY 


WHOLLY OWNED SUBSIDIARY OF IDEAL INDUSTRIES, INCORPORATED 


909 Borden Avenue 
SYCAMORE, ILLINOIS 











Hard-Starting Time 
(Continued from page 85) 


it will cause flooding and hard 
starting. If too low, it will cause 
too lean a mixture, especially 
when you try to draw enough 
fuel into the engine for quick 
starting. 

Dirt in the carburetor may 
block fuel and air passages. Clean 
it. 

Gas Tank 


Drain off the water—it may 
freeze. Water gets in by various 
means. 

Advise owner to keep tank full 
in cold weather to avoid water 
condensation. 


Fuel Pump 


Check pressure. If below 
“specs,” correct. Clean fuel fil- 
ter. 

Worn or frayed flexible gas 
lines may absorb moisture and 
freeze, thus obstructing the flow 
of fuel. Replace if it is found to 
be defective. 


The Engine 


Any excess drag on the engine 
which will not allow it to turn 
freely will cause hard starting. 
This condition is usually caused 
by oil which is too heavy for cold- 
weather operation. Change to 
S.A.E. number suitable for temp- 
erature. If it’s an old vehicle with 
lots. of miles on it, you will na- 
turally check the compression 
This is a starting factor, too. 

For the engine to start and run 
well, the compression must be 
good. The rings and/or valves 
may be worn and not seal the 
cylinder and enough vacuum is 
not developed to cause sufficient 
fuel charge for quick starting to 
enter the combustion chamber. 

After all units are put in order 
and the engine starts normally, 
give the driver a few starting tips, 
such as: 

1.—To relieve the starter of the 
transmission drag, push the clutch 
pedal down to the floor and hold 
it there while the starter is crank- 
ing the engine. 

2.—Push the accelerator pedal 
about half way down to allow the 
engine to get enough fuel to fire. 

3.—Don’t pump the accelerator 
pedal as this will flood the engine. 


There are more automobiles— 
four million—in California than 
there are motor vehicles of all 
kinds in the Soviet Union. 
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New Golden Opportunity for You! 
with the NEW “BEAR”’ 


S271 WHEEL STRAIGHTENER: 


Another 
yy a 
'Tilif, 


iM 
I] bps 
Tire-Saving and Parts-Saving Service! 


Now, more than ever before, the nation needs to conserve 

precious rubber and vehicle parts. The new “‘Bear’’ 321 

Wheel Straightener offers a Golden Opportunity for you : im 

to do your part in this vital conservation work. y q FEATURES \ 

The wheel straightening business is getting bigger every day. Like These Guarantee 

Not just from wrecks! Practically every brake and balancing You Higher Efficiency on 

job gives you an opportunity to inspect wheels and a big Every Wheel Straightening Job! 

percentage will present you with a wheel straightening 

opportunity. Remember, every straightened wheel conserves 

tires by eliminating a big cause of excessive wear! et th eg ting soca ote ores 

With the average wobbly wheel it is not necessary to remove LOCKS WHEEL IN POSITION 

tire and remount when you use the new “Bear” 321! That So corrections are made without distortion 

means more jobs at prices customers will okay, with income CHECKS CORRECTIONS WHILE WHEEL IS MOUNTED IN 
that will help you sustain other repair services. Only badly POSITION—soves time and tempers 

bent rims and damaged hubs require tire removal. The new NEW PRESSURE BAR APPLIES HYDRAULIC PRESSURE 
“321” makes these tough jobs easier to fix than ever before. ALL WAYS. 

See your ‘Bear’ Jobber today or write for the complete NEW MICROMETER-ACCURATE ADJUSTMENT INDICATOR. 
story contained in the new “321” Catalog Bulletin. HANDLES ALL WHEELS 

BEAR MFG. CO., Dept. S-1, Rock Island, Illinois. including 8.20 x 15. 


owt NEB MES PA RAL SERVICE 


Trade Mark Registered U. S. Patent Office Ys262RR 
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Truck Specializing Pays 
(Continued from page 68) 


another or a larger truck.” 

“They never tell you these 
things,” he said. “They just 
blame your work. It’s part of 
our business to educate them in 
this and everything else that af- 
fects their service.” 

Murphy said appearance recon- 
ditioning is an increasingly im- 
portant phase of truck mainten- 


fleet represents them with their 
customers as truly as do their 
store displays and salesmen. 
“The truck shop must be as 
conscious of customer needs and 
sound public relations as any car 
dealer,’ Murphy said. “The oth- 
er day we had a big tractor job 
with a broken axle shaft. It had 
splintered and we had to take 
down the differential to get the 
pieces out. We then found the 
differential bearings badly worn. 


ance. Alert business men realize 
their delivery and operational 


unreasonable 


The customer thought this was 
because we had 





) SELF-ALIGNING 
HUB SPLINES 


'Pointed splines on the hub of the 
Accurate Powerflex clutch plate auto- 
‘matically line up the splines of the 
‘transmission shaft, making it easy for 
‘the mechanic to insert the shaft through 
the plate hub. Save valuable time. Pre- 
ivent burred splines, bent plates. It’s 
another Accurate exclusive! Powerflex 
iplates are engineered specifically to 
tmeet the special needs of the repair 
shop. That’s why they’re easier to in- 
stall and why they deliver more miles 
of trouble-free clutch service. 


WRITE FOR DETAILS 


Exclusive Features of the 


POWERFLEX 
CLUTCH PLATE 
@ Self-Aligning 

Hub Splines 
@ Flat-Top Cushion 
® Spring Supports 
® Safety Stops 


There’s a New Powerflex Clutch Plate 
in Every ReNu-Accurate Clutch Set 


Parts Mfg. Co. 


12435 EUCLID AVENUE - CLEVELAND 6, OHIO 
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overhauled the part a year be- 
fore. 

“We had to make him see, 
without talking down to him or 
showing our amazement at his 
mechanical ignorance, that not 
even a new truck carries a year’s 
guarantee on such normal wear 
and tear. 

“Showing an interest in his 
problems and meeting even un- 
reasonable kicks with a tactful 
talk on general maintenance pro- 
cedure to save money left him 
happy, in this case.” 

Murphy believes a great many 
independent garages could in- 
crease volume by specializing to 
some degree on truck business 
There is plenty of it. It’s steady, 
repeat work and it’s profitable 
On the average, competition for 
it is somewhat easier, especially 
in smaller towns and cities. 

All it takes is a little more 
room, larger electric hoists and 
jacks and some know-how. If a 
customer who operates a truck is 
already bringing his personal car 
to a shop, the place already has a 
real “in” on his truck work, if 
it is prepared to handle it. 

Truck repair has an assured 
future, especially in case of fur- 
ther defense cuts in production. 


Ads Have Them Guessing 
(Continued from page 70) 


Our August volume, instead of 
dropping some $2,000 below the 
June figure, went up some $3,- 
000 to $18,223. 

Of course, we did not sell 
enough $9.75 lubrication specials 
to make up this difference. But 
the lube specials were directly 
responsible for our increase. The 
average customer spent $20, not 
$9.75. Fully 20 per cent of the 
customers spent from $20 to $60 
on brakes, for example. 

And remember, the figures 
quoted here are on customer la- 
bor alone. We sold parts too. In 
fact, the lubrication special pro- 
vides us an opportunity to dig in 
and examine the most likely spots 
for service work. When we find 
nothing, we still are paid for the 
examination and the service giv- 
en. But almost any 10,000-mile 
inspection will uncover work that 
should be attended to. 

The secret of our success was 
staging our promotion so the cus- 
tomer would have to inquire 
about it. We did not slap him 
in the face with the amount—and 
have him decide he had a better 








BILL SUSSEK 
—-Wisconsin 
speed demon 
driver of stock 
car racers says: 





“The Hein-Werner ‘Push and Pull’ 
Hydraulic Jack is a smash hit. | take 
the 4 SUA Set right to the track and 
frequently use it between races. It's 


@ great time and labor sever." 


HEIN-WERNER PUSH «PULL HYDRAULIC JACKS 
speed up fender and body repair jobs . . . 


All “Push and Pull” Jacks have the same out- 
standing features. Each is easy to set up... 


Stock ‘car racers smash up frequently. Often it 
is imperative to make body and fender repairs 
right at the track so that the damaged car can 
run in another event the same day. Time is a 
factor. 

At the track, or in the repair shop, you can’t 
beat Hein-Werner “Push and Pull” Hydraulic 
Jacks for speed and ease of operation. You, too, 
will find these jacks are “smash hits” in your 
shop. 


Pushes and pulls direct with few attachments 
; Pump can not become airbound 
Operates at any angle, and in any position. 
Push or pull with one ram — just turn release 
valve right or left. 

Available in 4, 10 and 20-ton capacities, with 
complete attachments. 

Ask your jobber or write us for details. 


The Hein-Werner line of hydraulic 
jocks is COMPLETE tt includes 
Under-Axle Jocks of 1%, 3, 5, 8, 12, 
20, 30, 50 and 100-tons capacity 
. . « “Bumper-Lift’’ Hydraulic Jocks 
for passenger cars . . . ‘*Swift-Lift”’ 
ond Service Jacks for shop use. 


PUMPING UNIT 


HEIN-WERNER CORPORATION - WAUKESHA, WISCONSIN 
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place for the $9.75. 

Our policy is to arouse the cus- 
tomer to ask questions—and give 
the service salesmen a chance to 
sell. It works! 


Reducing Complaints 
(Continued from page 64) 


ment of a crew of four road test- 
ers. Every car that is ready to be 
returned to a customer gets a 
complete check-up beyond the re- 


certain everything is in perfect 
condition. 

Testers set up the final sieve for 
catching defects before repaired 
cars are delivered to the cus- 
tomer. 

Test rejects by the crew are 
logged on a “customer service 
complaint” sheet. Reasons are giv- 
en along with other data that fix 
cause and source of responsibility. 

We found that testers elimi- 
nated a large percentage of possi- 


pairs carried out. The car is tak- ble future complaints. 


en out and given a run to make 


first six-month period of 1950: 





...TUTHILL SPRINGS... 


| -BIRST 
| LAST 


v 
+ 


For 70 years, Tuthill has been first 
in keeping pace with newest develop- 
ments in the manufacture of replace- 
ment springs. Now .. . treated with 
MOLYBDENUM DISULPHIDE 
(MoS.) . . . Tuthill is first to offer 
springs that won't squeak or gall! 


Since 1880, only the finest quality al- 
loy steel obtainable has been used in 
manufacturing Tuthill Springs . . . 
heat treated for greater strength, to 
take more abuse and last years longer! 


j Tuthill Springs are profitable to 
‘ handle . . . always in demand 

because they're dependable and 
x priced right. 


To get premium quolity without paying 
premium prices—whether it’s a spring for 
heavy-duty trucks or easy-riding cars—you 
can rely on Tuthill first, lost, and always! 


Warehouse Stocks 
Available in 
Atlanta, Georgia 


Ask your Jobber for a FREE copy 
of our Car Application Wall Chart. 





we had 3.8 jobs go wrong out of 
100 repair orders. Testers caught 
1.7 of these, reducing to 2.1 the 
number that got into our custom- 
ers’ hands. By the first quarter 
of ’51 our attention to the prob- 
lem had reduced the total bad 
jobs to 2.1 out of 100, of which 
1.4 were caught by our testers, 
leaving only .7 out of each 100 to 
get to the customer. 

Another outcome of logging 
was the recheck on tightened lugs 
and bolts on car wheels by a me- 
chanic’s neighbor. We had one or 
two complaints of loose wheels. 
We plugged that hole by having 
the lugs and bolts of every car 
where a wheel had been removed 
rechecked by a mechanic other 
than the one who completed the 
job. If found satisfactory, a me- 
chanic’s neighbor initials the re- 
pair order. 


Checking Own Work 


Still another result was the me- 
chanic’s check of his own work, 
or “MC” as it is known now 
around the shop. Upon finishing 
up a job, the mechanic is required 
to back off and look his whole job 
over. It takes a few extra min- 
utes but it gives him the perspec- 
tive of a completed unit with a 
more criticial eye; it diverts him 
from the isolated job he was con- 
centrating on. When he okays his 
own job, he signs the repair order 
that he has given it an “MC.” The 
car is then released for a road 
test. 

These are a few of the checks 
and controls that were among the 
early results. 

However, an analysis of com- 
plaints as they were traced back 
to their sources revealed a series 
of definite and unmistakable cate- 
gories. These were: 

1. Carelessness. 

2. Lack of close attention. 

3. Overlooking related items. 

. Poor craftsmanship. 

. Incorrect adjustment. 

. Oversight in completing job. 

. Unavoidable. 

. Improper diagnosis. 

. Poor judgment of necessary 
work. 

10. Misunderstanding with cus- 
tomer. 

11. Poor handling by service 
sales. 

12. Part failure. 

13. Engineering problem. 

14. Control not functioning. 

Let me take a few of the cate- 
gories at random and explain: 

Number 3, overlooking related 
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WORK (a: 


ANTI-FREEZE 


Anti-Rust 
nical: €fficie 











helping you sell 
more anti-freeze 


You Get The New CSC Salesmaker 
Kit,Too! Unusual sales aids . . . sparked by the 
Nor’way Girl . . . attract motorists to your sta- 
tion. The Kit helps make every sale easy... the 
handy wall chart and patented slide calculator 
cut figuring time to seconds. 








You Sell Trouble-Free Products .. . 

Assure Customer Confidence! 
PEAK (permanent-type) and Nor’way (eco- 
nomical-type) are complete and safe winter 
protection for your customers’ cars. Both satisfy 
your customers, no matter which is preferred. 


Order PEAK and Nor'way from Your Jobber Today! 


THE NOR’WAY LINE OF FINE AUTOMOTIVE PRODUCTS! 


COMMERCIAL SOLVENTS CORPORATION, SPECIALTIES DIVISION Gp 
17 EAST 42nd ST., NEW YORK 17, N. Y. 
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items—mechanic might remove 
and clean out a carburetor and 
screens but fail to report a faulty 
gas line or bad wiring which 
would nullify the effects of his 
job on the carburetor, no matter 
how well it was done. 

Number 4, poor craftsmanship, 
may be the work of a young man 
with insufficient instruction, 
whereas if the job were handled 
by a mechanic with 15 years’ ex- 
perience, the reason might be 
carelessness. 

Category 7, unavoidable, may 


be a carburetor overhaul with a 
fuel-pump failure three days lat- 
er. 

Number 14, control not func- 
tioning, indicates poor handling 
by the control operation, causing 
late promises or work not done as 
ordered. 

The advantages of such analy- 
ses are apparent. They provide 
the supervisors with facts neces- 
sary to correct defective condi- 
tions. They provide a fairer and 
more just approach to a mechanic 
as he recognizes that the first 





Vv MODERN 
Vv EFFICIENT 


v ECONOMICAL Ab 


TROUBLE LIGHT | p 


REELS 


available in either 


WALL or CEILING MOUNTING 


(ULUSTRATED) 


FOR hee EXTENSION MODELS 


S—$14.95 
9 


MODEI S— $19 


DIVISION or twe vacuum CLEANER CORP. OF AMERICA 


EXECUTIVE SALES OFFICE: 5600 GREENE STREET. puiavevpnia 44, PENNA. 


110 


te Neo installation costs, 
Just hang up, plug int 





%& Foolproof “Gravity 
Action" Recoil Mecha- 
nism...locks at any 
desired length! 





%& U/L Approved #18-2 
S.V. Neoprene jacketed, 
kink-proof cord! 





*%& New Stubby” Handle! 





* Oil and Water 
Resistant cord! 





* Unconditionally guar- 
anteed for one year! 


No more tangling in a clumsy wire 
“‘booby trap’’ that’s always in your 
way, Causing short tempers and 
painful accidents! Save time, trouble 
and money the Cordomatic way. 
Cordomatic works like a window 
shade—just pull out the length of 
cord you need, and it locks in place 
automatically! A flick of the wrist, 
and 2-2-zip, it rewinds itself. One 
Cordomatic Trouble Light Reel will 
outlast a dozen ordinary drop cords. 


AVAILABLE THROUGH YOUR 
LOCAL AUTOMOTIVE JOBBER 





eight items represent troubles 
that could have been prevented 
or partially controlled by him. 
They make for better employee 
relations. 

The logging system takes only 
a few minutes daily but saves in- 
estimable time and dollars. A 
complaint or comeback that 
means non-productive labor plus 
shop-consuming space may cost 
$25 per complaint and even more 
when new repair work has to be 
turned away—to say nothing of 
the loss of customers. A come- 
back means taking a cut in labor- 
sales volume. 

The logging system, we feel, has 
contributed in large measure to 
the 20 per cent increase in labor 
sales volume that Capitol Cadil- 
lac-Oldsmobile Co. enjoyed the 
first half of ’51 over ’50. It has 
helped us maintain the high 
standards for carrying through 
efficiently a $52,000 monthly la- 
bor-sales volume, and will help, 
we believe, to expand that volume 
and keep our sales volume climb- 
ing. 


STATEMENT OF OWNERSHIP 


Statement of Ownership, Management, Cir- 
culation, ete., required by the Act of Con- 
gress of August 24, 1912, of SOUTHERN 
AUTOMOTIVE — published month- 
ly at Marietta, Ga, October 11, 1961 

State of Georgia, County of Fulton, ss 

Before me, a Notary Public in and for the 
State and County aforesaid, personally ap- 
peared A. Roberts, who having been duly 
_ e~er ~ to a deposes and says 

he bus manager of the 
SOUTHERN AUTOMOTIVE JOURNAL and 
that the following is to the best of his knowl- 
edge and belief, a true statement of the own- 
ership, management, etc., of the aforesaid 
publication, for the date shown in the above 
caption, required by the Act of August 24, 
1912, as amended by the Act of March 3, 
1933, embodied in section 637. Postal Laws 
and “Regulations printed on the reverse side 
of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor and business manager are 
Publisher, W. R. C. Smith Publishing Co., 
Atlanta, Ga.; Editorial Director, T. W. Me- 
Allister, Atlanta, Ga.; Editor, W. C. Herbert, 
Atlanta, Ga. ; Business Mancger, A. F. Rob- 
erts, Atlanta, Ga. 

2. That the owners are: W. R. C. Smith 
Publishing Co., Atlanta, Ga.; Estate of W. 
R. C. Smith, Atlanta, Ga.; W. J. Rooke, At- 
lenta, Ga.; O. A. Sharpless, Atlanta, Ga.; T 
W. McAllister, Atlanta, Ga. D. ’. O’Brien 

Ga.; Mrs. E. L. Phiipot, Atlanta, 

"ce Cook, Chicago, Ill.; R. P. Smith, 

; A. »berts, " Atlanta, Ga. ; 

» & Jones, Atlanta, Ga.; W. C. Her- 
bert, Atlanta, Ga. 

3. That tne xown bondholders, mortgagees, 
and other security holders owning or holding 
1 per cent or more of the total amount of 
bonds, mortgages, or other securities, are: 
None. 

4. Paragraphs 2 and 3 inelude, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trus- 
tee or in any other fiduciary relation, the 
name of the person or corporation for whom 
such trustee is acting; also the statements 
in the two paragraphs show the affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do not appear upon 
the books of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner. 

A. F. ROBERTS, 
Bus ness Manager 

Sworn to and subscribed before me this 
first day of October, 1951. 

(SEAL) SEBA J. cOnES 
Notary Public, State at Larg 
(My Commission expires Feb. 23, 1964). 
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He’s making 
money in there! 


Look what happens to you when you take 
on the Hygrade Fingertip System of 
Carburetor Rebuilding: 


A complete sales promotion program in your 
locality builds you up as “the shop that 
knows carburetors inside out”’. 


Ads in Popular Science and Popular 
Mechanics mean that one out of 6 
car-conscious men will be looking for 
your shop — the Hygrade System Shop. 


You get everything you need to rebuild all 


carburetor makes, right in your own shop: 
g the famous Hygrade Manual, tools, 

These Hygrade-System Shops say : instruments, kits. 
**... it pays to know 


carburetors inside-out’’ It’s easy to become an expert: 





With the revolutionary Hygrade System, 
you'll be able to rebuild a carburetor the first 
time you try, and after 5 or 6 jobs, 

you'll be expert at it. 


Interested? Just write “FINGERTIPS” on your 
letterhead, billhead or business card and mail 
to: HYGRADE, 37-18 Northern Boulevard, 





“The Hygrade System does “It’s a good business builder 


just what the advertising 
says” reports H. C. Wilson, 
San Bernardino, California 


because I save customer's 
time” writes Julius Ferran 
from Coyote, New Mexico 


Long Island City 1, New York 


HYGRADE 


FINGERTIP SYSTEM 


OF CARBURETOR REBUILDING 
by the makers of Blue Streak Ignition Products 


“It boosts my reputation 
because one customer tells 
another” reports Bill 
Picone, Houma, La. 


“Carburetor jobs up 60%; 
bench time down 50%,” 
says Al Gross, Al’s Repair 
Shop, Philadelphia, Pa. 
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Keep Up To Date... 
Send ln The Card for... 


@ more information about NEW PRODUCTS on following pages 
@ copies of these new FREE CATALOGS AND BULLETINS 


102. TWELVE PAGE BOOKLET IN 
COLOR illustrating two specialized materials 
for ODOR CONTROL in_ industrial house- 
keeping and plant sanitation work. Oakite 
oe Inc. 22 Thames St., New York 6, 


103. FOUR-P URPOSE AUTOMOTIVE 
CLEANER—12-page booklet on Oakite Pene- 
trant describes safe, economical way to (1) 
degrease engine parts, blocks, transmission 
and differential parts; (2) clean radiators and 
water jackets; (3) steam detergent method of 
cleaning chassis, motors, underparts; (4) clean 
floors, grease pits, areas around lifts—all 
with one four-purpose cleaning material. 
Oakite Products, Inc., 52F Thames Street, 
New York 6, A 


105. WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLETIN. Dis- 
cusses in detail straight air and air~over- 
hydraulic air braking systems. Contains an 
explanation of the operation of the Wagner 
Rotary Air Compressor complete with dia- 
grams, cross section drawings, and photo- 
graphs. Lists by catalog numbers compon- 
ent parts as well as field installation kits. 
Write for Catalog KU-201, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. Louis 
14, Missouri. 


108. ATTRACTIVE FOUR PAGE FOLD- 
ER showing specifications for several models 
of Oakite solution—lifting steam guns. In- 
cludes all purpose, heavy duty and with high 
pressure air or stream. Oakite Products, Inc., 
22 Thames Street, New York 6, N. Y. 


AMMCO pros  aeeUn eene AND 
BRAKE SERVICE OLS AND EQUIP- 
MENT—Catalogs _* the Ammco line 
of Wet and Dry Honing Machines, Brake 
Shoe Grinders, Brake Shoe Setting Gages, 
Brake Drum Micrometers, Brake Cylinder 
Hones, Connecting Rod Aligners, Line Boring- 
Machines, Ridge Reamers, Portable Coolant 
Units, Tension Indicators, Tappet 
Arm Grinders, 


Commonwealth Avenue, North Chicago, 


119. RAMCO SERVICE MANUAL—6th edi- 
tion. Illustrated. Gives complete data on pis- 
ton ring installation—also hints on locating 
engine trouble—causes of oil loss—pitfalls of 
motor overhauling and how to overcome. - 
so SD. 3698 Forest Park Blvd., St. Louis 
» Mo. 


122. INSTRUCTION BOOK NO. 8 and 
technical data on automotive wheel alignment 
frame straightening, wheel age = en . 
wheel balancing. phi 
available on tire conservation a F  - a 
steering adjustments. Bear Manufacturing 
Company, Rock Island, III. 


123. PERMATEX TOON-OYL is a scientifi- 
cally developed product. It is a combination 
engine-carbon solvent, sludge preventative and 
film pressure-resistant. Its use produces 
smooth engine operation and gives protection 
against the formation of acid sludge and film 
breakdown. Permatex Co., 1720 Avenue Y, 
Brooklyn, N. A 


124. MeCORD RADIATOR-CORE CATA- 
LOG—Replacement radiator cores for popular 
ears, trucks and tractors are listed in alpha- 
betical order, along with a size chart showing 
dimensions of McCord cores. It also lista com- 
plete radiators for Ford and Chevrolet. Me- 
Cord Corp., Riopelle at E. Grand Blvd., 
Detroit 11, Michigan. 


125. STANDARD DUTY GENERATOR 
REGULATORS — A 16-page 8% x 11 inch 
let covering the operation and mainten- 
ance of Delco-Remy regulators. (62 pictures) 
Contains illustrations showing various steps 
of adjustment. Will help automotive elec- 
tricians understand and service regulators. 
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Deleo-Remy Service Department, Anderson, 


Indiana. 


127. ayeeey LIC BRAKE FLUID SERV- 
¥ TO CHECK, DRAIN, FLUSH, 

Easy reference book 
that contains helpful service instructions as 
well as detailed descriptions and illustrations 
of the latest methods and procedures for 
profitably servicing hydraulic braking systems. 
Send for Bulletin HU-17, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. Louis 
14, Missouri. 


131. BURD HANDY HANDBOOK FOR 
MECHANICS — Information on piston ring 
installation ; also “No Job for a Dub’ for dis- 
tribution by garages to their customers. Burd 
Piston Ring Co., Rockford, Ill. 


133. CATALOG NO. 500-R. Features more 
than 200 Champ-Item ve nt 
parts for all makes of cars. a handy service 
book. Champ-Items, Inc., 6190 Maple Ave., 
St. Louis 14, Mo. 


134. STREAMLINER CATALOGS on Moog 
Coil action front and parts, coil springs, 
chassis parts and electrically heat-treated 
springs for cars and trucks. Moog Industries, 
Inc., 6651 Easton Ave., St. Louis 14, Mo. 


135. HYDRAULIC BRAKE SERVICE IN- 
STRUCTIONS AND MAINTENANCE HINTS 
- plain fundamental principles of hydrau- 
lic brakes and their operation. Outlines cor- 
rect procedures for brake inspection and ad- 
justment. Gives cause and remedy for com- 
mon brake troubles. Ask for HU-197. Wag- 
ner Electric Corporation, 6362 Plymouth Ave- 
nue, St. Louis 14, Missouri. 


136. MeCORD MUFFLER CATALOG—Con- 
tains a complete listing of mufflers, tail and 
exhaust pipes and merchandising suggestions 
on how to make more money replacing muf- 
flers and pipes. McCord Corp., 2587 Riopelle 
at E. Grand Blvd., Detroit 11, Mich. 


137. DELCO-REMY ELECTRICAL SERV- 
ICE—A 20-page 8%4xll-inch booklet covering 
essential steps in servicing the electrical sys- 
tem on an automobile. Profusely illustrated 
(84 pictures.) A must for the automotive 
electrician. Deleo-Remy Service Department, 
Anderson, Ind. 


141. NEW PISTON RING CATALOG and 
full Power Story on Moog X-Plus Piston 
Rings for motor reconditioning. Moog Piston 
Ring Co., 6151 Easton Ave., St. Louis 14, Mo. 


142. IGNITION — Catalog on Automotive 
ignition parts, wire and cable 
customer satisfaction since 1921. 
by Andrews Mfg. Co., 924 5S. 
St. Louis 3, Mo. 


144. AU wessotive SERVICEMEN’S HAN- 
DY HAND BOOK — a simplified reference 
book for Ay operation, checking, tune-up and 
repair of auto, truck, and tractor engines. 
Burd Piston Ring Company, Rockford, Il. 


149. NEW PAMPHLET DESCRIBING UNIT 
CONSTRUCTION OF Drive Shaft Bushing 
and Seal Assemblies, Housing Repair Kits, 
Repair Units, Transmission Case Ball Seats 
and Special Pinion Bearing Assembly for 
Chevrolet cars, pick-ups and most GMC 7 
ups. National Machine Works, P. O. Ox 
4305, Oklahoma City 9, Oklahoma. 


161. WHIZ CATALOG NO. 48-C—Describes 
the complete line of Whiz Automotive Chemi- 
cals designed to make cars run better and 
look better. R. M. Hollingshead Corp., 840 
Cooper St., Camden, New ersey; Toronto, 
Canada. 


162. WILLARD STORAGE BATTERY 
CATALOG—Complete technical specifications 
for storage batteries for every application. 
Liberally illustrated. Replacement informa- 
tion. Explanation of battery construction 





features. 


Willard Storage Battery Gempens, 
246 E. Ohio. 


13lst St., Cleveland 1, 


169. WILLARD SERVICE EQUIPMENT— 
Caseing — Parts, Service Acces- 
Serv Tools, Testing Equipment 
WILLARD STORAGE BATTERY COMPANY 
246 E. 13lst Street, Cleveland 1, Ohio. 


172. WILLARD DRY BATTERIES—‘‘A’ 
and “B” Power Packs, “B” and “C” Power 
Packs, “A” Batterie, “B" Batteries, “C”’ 
Batteries, General Purpose Battery, Portable 
Lantern Batteries, Radio Storage Batteries, 
Interchange Data. Willard Storage Battery 
Company, Cleveland 1, Ohio, 


180. The LAMSON NO. 50-A AUTOMO- 
TIVE CATALOG—A complete reference book 
on the most popular sizes of cap screws, nuts, 
lock nuts, cotter pins, stove bolts, lock wash- 
ers, flat washers, expansion plugs, studs, star- 
ter bolts and washers, ring gear, rivets, trac- 
tor bolts, high nuts, U bolt rods, spring clip 
and spring center bolts, battery bolts, license 
plate bolts. List prices, weights, dimensions, 
and package quantities are ven. The Lam- 
son & Sessions Co., 1971 W. 35th St., Cleve- 
land 3, Ohio. 


185. SERVICE MANUAL FOR THE DOC- 
TOR OF MOTORS — A comprehensive and 
thorough reference book which puts special 
emphasis upon the diagnosis of excessive oi! 
consumption and the proper procedure for 
piston ring installation. It includes special 
instructions to follow when working upon 
certain makes and m cars, a listing 
and description of recommended ring tools, 
and an interesting, informative account of 
the development of the modern automotive 
piston ring. It is a non-technical explana- 
tion of a technical subject. Perfect Circle 
Co., Hagerstown, Indiana. 


186. BATTERY SERVICE MANUAL—Pre- 
pared by Association of American Battery 
Manufacturers as an authentic reference and 
guide for everyone i in ant 
storage batteries. It is complete in its cover- 
age of the subject and so simply written and 
so profusely illustrated that service men and 
car owners will find it easily understand- 
able. Distributed by Auto-Lite Battery Corp- 
oration, P. O. Box 931, Toledo, Ohio. 


203. POROUS CHROME PISTON RINGS 
—A 4-page folder answering pertinent ques- 
tions concerning Porous Chrome—t newest 
development in piston rings. Koppers Com- 
pany, Inc., Piston Ring Division, P. O. Box 
626 Baltimore 3, Maryland. 


204 AMERICAN HAMMERED PISTON 
RIN A five color descriptive catalog cov- 
ering American Hammered Piston Rings and 
Koetherizing. Included with current specifi- 
cation catalog giving list — J of available 
sets. Koppers Company, Piston Ring 
am P.-O. Box 626, Baltimore 3, Mary- 

nd. 


225. 8-PAGE CONDENSED CarALOG— 
Showing complete line of K-D Tools. Over 120 
tools descri and illustrated. Ford Valve 
Service Chart on the back shows correct K-D 
Tool combinations to service all Ford-built 
motors from 1928 to date. Free. K-D Manu- 
facturing Co., Lancaster, Pa. 


229. VALVE SERVICE MANUAL NO. 150 
Explains procedures of servicing valves in 
all Ford-built motors from 1932 thru 1950 
Well illustrated. Write K-D Mfg. Co., Lan- 
easter, Pa. 


249. CATALOG NO. 47-A AND SUPPLE- 
MENT describes car application data on gen- 
erator and starter armatures and field coils. 
Contains valuable interchangeability data on 
all passenger cars through 19650 listing gen- 
erator and starter armature applications for 
the popular trucks. rrow Armatures Co, 
15 Fordham Road, Boston 34, Mass. 
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reference 
handy 


es and Freee Bn oF of floor 

| pads, motor mounts, and rubber 
ings. Anchor Rubber oy < Ine., 
London Road,, Cleveland 12, Ohio. 
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262. a FILTER 

Those Extra Dollars and how to get them 
oil Hicer service sales. All’ the facto on 
wi les tools M 


} ie at} 


1 ET, 
= = 
operation and maintenance 


IN by Deleo-Remy— 
theory, 
of Remy 
7 ye ae t. Containg 71 illustrations. 
nd service ignition equipment. Delco-Remy 
Bervice Tiadteneat Anderson, Indiana 


317, GRIZZLY BRAKE ag pg CATA- 








DIRECTION SIGNAL SYSTEMS 
GUIDE showing step by step procedure in 
ici direction 








rical opines. Address Cole Hersee 
pany, 29 Old Colony Avenue, Boston 27, 


280. THE ABC'S OF 
page. 





Chicago 16, 


304. ILLUSTRATED FOUR-PAGE © aces 
ee ee 
struction features the new Sterms-Veleas 
Turbo Blast, a a and motor block cleaner, 
with handy specification ible, Storm, Volcan, 


E iil 


ai 











son Wet Clutea. 


NEW 32 PAGE CATALOG of lighting 0, Wet Cluten 


reflecting equipment now available 
request. Lamp Co. 1458 3. 
Avenue, C 6, 


arieacrye POUR PAGE CATA- 
FEA G method of operation of 
the new Wavewash Automatic Jet Car Wash- 


er. Phillips Pump & Tank Ca, 1432 
A mati 4, Qhio, 


346. PAY LOAD PROOF—Alcoa’s 
page booklet on aluminum 
a records, 


. SIGNAL erat tee AND IN- 
weights, struct 

5 Aluminum Co. 
(Dept. 8) Pittsburgh 19, Pa. 


347. SHOCK ABSORBERS—A new 
covbes, Seenneanes soem soa 


on shock absorbers for all 
of cars. Available 





CELLO GRILLE ,GUARD peaics 
types available 


331. 
showing the many 
cars and trucks from to 1951 - 
Cello Products Co., E. 28, Mass. 


WINDSHIELD INSTALLA- 
book 
automotive electrical soc 
Cole-Hersee Co., 24 Oid 
27, Masa. 


360. MOBILE INFRA-RED OVEN — 
nieal Brochure describes Auto-Brake, 











BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, CEC. 34.9, P. L. & R, ATLANTA, GA. 
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logs Div., 97 Humboldt St. Rochester 9, N. Y. 





dele ae 
re a 
Com. pw ow Div., 228 N. 
Chicago 1, Ill. 
353. WILLARD CABLES AND ACCES- 
eecp cchics Guetnd stones, primary and 
ind ss , BP an 
terminals, hold downs, serv- 








? 


ormation. Willard Stor- 
Co., Cleveland 1, Ohio. 


AND TIRE REPAIR CATALOG 


SERVICE 


SAFETY LIGHTING 
ll automotive 
headlam: 


358. G-E 
MANUAL — Tells how to se! 
lighi oe to 


$61 NEW “QUICK REFERENCE” GASKET 
'G—Complete, easy-to-find listings of 
practically all makes and 

of cars, trucks, tractors, ete. 
cataloging style makes gasket selection 
simple and easy. Write for free copy today— 
Sd hg as 9 Mfg. Co., 1508 Carroll Ave., 


SAFETY LIGHTING 
- log ill 


new cal 
directional signals, tail lights, 
a clearance lamps an 

ment, designed and built for tru 
buse use. Grote Mfg. Co., Bellevue, Ky. 





stallation 


Pea gg gy mg 


372, FAULTY BRAKES—Bad =| 
defect. A f P for 
ree yours 
asking. American Di 4616 Mer- 
ritt Ave, Detroit 9, ne 
373. NEW CAT, for distribu- 
ag = 
esc: 
Steel Ge 


new 
End Lift. Automatic 
Canton, Ohio. 


374. ELECTRIC WINDSHIELD 
New fully iljustrated 28 bolo catalog 


lete on 
. motor and parts 


and thirteen 

can save to 

way, New York 4, N. ¥. 
~-385. STEAM DETERGENT 
Fully illustrated folder in color, 


time and coet saving of steam 4 
ing in connection with industri 





369. 
P au 
ineluding cabinets, 
cessories, adapters, 


LUBRICATION CATALOG — Com- 
tomotive lubricating equipment, 

guns, grease fittings, 

installation diagrams, in- 





simultaneous actions of 
ing. Oakite Producta, I 
New York 6, N. ¥. 


387, HIGHWAY 
twelve page 


A two color, 


1/5) 


‘\ Send me these FREE Catalogs and Bulletins . . . 


WIDICI CIFIC Ea 


! want details on these New Products . . . 
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402, TALOG 
PANY OF 


TING COM- 
IN IGNITION AVAlL- 
ABLE ON 4 A 
Co., Inc. New York 19, N. Y. 


rom 
in your own shop. 
» 1039 Tyler Ave., 


List Items You Want. 
Tear Out and Mail 
Attached Card 

Now! - 


Please be sure to fill in your Firm’s 
Name and your position on the Cou- 
pon. This service cannot be extended 
to you unless this information is 
furnished. 








AND 


400—Blaster Adapter 


Piston-locating ga.ies, said to make 
its “Head-On” carbun blaster appli- 
cable to 27 different engine models pro- 
duced by 17 automobile manufacturers 
since 1949, have been «nnounced by 
Kent-Moore Organizatior, Inc., Gen- 
eral Motors Building, Detroit 2, Mich. 

The gauges fit on the distributor 
body, as shown in top phot», and indi- 





cate when both valves are closed and 
the piston properly positioned for the 
cleaning operation. Eighteen gauges 
are available, in complete sets or sets 
of six, depending on how many makes 
and models the shop wishes to service. 

The combustion chamber at right in 
lower photo shows how carbon has 
been removed by the blasting agent 
blown by air pressure through the 
spark-plug port. Chamber at left is 
untouched to show amount of carbon 
removed. 

Want more information? Use cou- 

pon on page 114 and you'll get it! 


401—Top Oil 


A top oil for more efficient lubrica- 
tion of the upper cylinder area of gaso- 
line and LP gas engines has been 
placed on the market by Universal 
Lubricating Systems, Inc., 723 Alleg- 
heny Ave., Oakmont, Pa. It is said to 
dissolve sludge, resins, gums and var- 
nishes which form in upper cylinders 
and to have a high film strength to give 
good lubrication. 

Want more information? Use cou- 
pen on page 114 and you'll get it! 


PRODUCTS 


CATALOGS 


402—Hot-Spray Booklet 


A booklet on recent developments in 










hot-spray application of automotive 
finishes has been issued by The Sher- 
win-Williams Co., Cleveland 1, Ohio 
It contains detailed information on 
materials and equipment, as well as on 
application procedures. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


403—Door Catalog 


A 16-page catalog on its Barcol 
overhead doors and electric operators 
has been issued by Barber-Colman 
Co., Rockford, Ill. Details of applica- 
tion and installation are given with 
many drawings and photographs. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 





Compound does not pass through coils 
Trouble-free Turbine-type Water Pump 


Lew initial cost—Lowest operating cost 


+ wee 


Simple enough for unskilled labor to 
operate 


A Heavy Duty precision built cleaner 
thet produces steady high pressure 
steam and an unlimited supply of ho? 
water suitable to handle the toughest 


cleaning job in any field. 
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Shown at right, Model QSP. Portable Oil Fired cleaner 





EQUIPPED WITH: 
4 individual Cell Tester 

4 Electrical Time Clock & Circuit Breaker 
4 siow Charging Feature 

4 Automatic Cycling 

The low original cost of Model Q-250 
shown at left, plus its economical opero- 
tion and low up-keep odd up to a reo! 
profit making piece of equipment. idea! 
for garage, service station, car dealers 
and fleet operators. Many other models 
available. 
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404—Jack Extension 


Threadless body: jack tubing for 
shops using extencion-type jacks is 
now available from Slip-On Products 
Co., Grand Prairie, Texas. 

A ball-lock principle is used to make 


\ 


assembly and disassembly easier. A 
set of tubing consists of 66” of seam- 
less steel tubing, two male adapters, 
one female adapter, four connections 
and one tubing end. A 1%” size for 
5- to 10-ton jacks and a 34” size for 2- 
to 4-ton midget jacks are available. 
Want more information? Use cou- 
pon on page 114 and you'll get it’ 


105—Exhaust Fixture 


The “Monoxivent, Jr.” fixture fo 
eliminating exhaust fumes from service 
shops and avoiding the heat loss from 
open doors has been introduced by 
Kent-Moore Organization, Inc., 3044 W 
Grand Blvd., Detroit 2, Mich. 

The unit has an 8’ galvanized-stee] 





RIGHT DOWN THE LINE 


Burd Automotive Products are 
engineered and manufactured to 
perform better, longer. They back 
up your proper installation with 
the service results you have a right 
to expect. 


Of course the Burd line is prop- 
erly priced to meet today’s com- 
petition. Worth every cent you or 
your customers pay for them— 
Burd Automotive Products are, 
and will always be, good values to 
buy or sell. 


The profit you make on Burd 
products is right when you sell 
them—still right long after the 
sale has been forgotten. For Burd 
products insure continuous cus- 
tomer satisfaction. Get them from 
your jobber. 


INSTALL THEM 
WITH CONFIDENCE 


AUTOMOTIVE 








flexible hose that is assembled to a 
universal tailpipe adapter and a cast- 
aluminum door port. The adapter con- 
tains a recess to allow use of exhaust 
analyzer. When not in use, the assem- 
bly can be hung on a wall hanger clip 
furnished with the unit. The fixture 
does not require ductwork or blowers. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


406—Refinishing Booklet 

A 16-page, illustrated booklet on re- 
finishing methods has been issued by 
The Carborundum Co., Niagara Falls, 
N. Y. It contains time-saving and 
material-saving hints, as well as sug- 
gestions on sanding discs, tapes and ac- 
cessories. The Flexbac method, in 
which sanding disc is attached to pad 
by pressure-sensitive adhesive, is fea- 
tured. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


407—Tool Catalog 


A pocket-size catalog on its Duro- 
Chrome tool line, listing more than 30 
new items and designs, has been issued 
by Duro Metal Products Co., 2649 N 
Kildare Ave., Chicago 39, IIl. 

Some of the new items include socket 
sets, tension wrench, pliers, adjustable 
wrenches and feeler gauges. Several 
complete tool chests are shown 

Want more information? Use cou- 
pon on page 114 and you'll get it! 








WOULD YOU PAY ‘332 TO MAKE 
$75. PROFIT A WEEK ? 
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[.. OVER $150.IN BRAKE WORK THE FIRST WEEK That's , 
Lo! results Woek Auto Service; a 5 man shop in. Amherst, |<) - 
Ohio had with the American Brokeblok Minute Brake 
; . ; é: wee ad a on “THIS A 

Fe Ren ae ba aed PEDAL BLOK KAN BRA 


w "ant Yiere we Pe et i 
Men: eo A 
Pe We eS KEBLO 
DOES THe reten + 


» left, shown with his 


THIS SHOP DID! SO CAN YOU! 


Want to increase brake profits in your shop? Want to 
save lives? Help reduce accidents? 

You can! Just like the Wnek brothers shown above. 
FIRST. They asked for a free Pedal Blok. It’s a slotted 
wooden blok that fits under the brake pedal, finds faulty 
brakes, in a minute, before pulling a wheel. 

We'll send you one, no charge, with our compliments. 
SECOND. The Wneks ordered one of our Minute Brake 
Check Kits. It contains a big, outdoor cloth banner, pen- 
nants, a 7 pc. display, post cards, folders, complete direc- 
tions. And costs only $3.50. 

THEN THEY PUT IT TO WORK. They offered a Minute 
Brake Check to every motorist that drove in. Sold over 
$150.00 worth the first week, and it’s still going strong. 
To quote Ted Wnek: “We were amazed. We had no idea 
we'd get so much work or that customers would co-operate 
so willingly. That Pedal Blok sure is a money maker.” 


trigues Motorists. 
mMazed at how 
°-operated, They 
CONnScious about 


patie ere a 
willingly People ¢ 
£ertainly are sa: 
their brakes.“ 


Write now, today, for your free Pedal Blok. 
We'll send it without obligation, plus full 
details about our Minute Brake Check Kit. 


MAIL THIS COUPON NOW! 


American Brakeblok - >) 
Dept. D Fy 
4616 Merritt Ave. 

Detroit 9, Mich. \F 

Rush me your Pedal Blok, without obligation. 





NAME 
ADDRESS 


CITY 





AMERICAN BRAKEBLOK 
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DETROIT ©, MICHIGAN 
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Semor Editor 


FARM EDITORS 

ARE THE REASONS WHY FARM 
AND RANCH-SOUTHERN 
AGRICULTURIST PULLS 80% BETTER 





It’s no accident that FARM and RANCH-SOUTHERN 

AGRICULTURIST covers the range of rural interests in today’s 

Southland so completely — it’s a job done by men and 

women who know farm problems and farm living from A to Z. 

A team of 39 experienced editors creates, appraises and 

sence organizes every line of copy and every photograph that goes 


into FARM and RANCH-SOUTHERN AGRICULTURIST. 
ye, 39 reasons why it outpulls the second Southern farm magazine. 


Mc (ULLOUGH PARTEE 
Art Ovrector 
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FARM AND RANCH- 
SOUTHERN AGRICULTURIST 


RECEIVED 80% MORE REQUESTS FOR HOME SERVICE 
HELPS LAST YEAR THAN WERE RECEIVED BY THE 
SECOND SOUTHERN FARM MAGAZINE 


676,557 requests for home service helps were written to 


FARM and RANCH-SOUTHERN AGRICULTURIST 


last year 


300,098 more requests than the second farm magazine 


received during the same period of time 


That's indisputable proof that Farm and Ranch-Southern 
Agriculturist has top readership in the South..and MORE 
READER RESPONSE MEANS MORE ADVERTISING 
PULL! 








CIRCULATION 
GUARANTEE 
1,290,000 








Chicage | 


Beouty Edvtor 


For more informa- 
tion on the South's 
best read farm publi- 
cation write, wire 
or phone any of our 
offices listed here 


FLONSE SCORER 
Foods 
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Form ond Ranch 
Publishing Co 

318 Murfreesboro Rood 
Noshville 10, Tenn. 
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More New Products 
(Continued from page 116) 





408—Rubber Lubricant 


“No. 2 Hush-Shak,” containing col- 
loidal graphite dispersed in fast-acting 
solvent, has been placed on the mar- 
ket by R. M. a Corp., 840 
Cooper St., Camden 2, N 

The compound can be she for quick 
mounting of tires and tubes. 

The castor-oil-base compound that 
has been sold by the firm for years is 
now identified as “No. 1 Hush-Shak.” 

Want more information? Use cou- 

pon on page 114 and you'll get it! 


109—Timing Light 


A timing light with a prefocused 
cartridge-type neon light and a ten- 








See your jobber or write us for details 


gmc 





larger lens has been intro- 
E. Hanson Co., Lake 
Paw Paw, 


per-cent 
duced by Harvey 
Blvd. and Commercial St., 
Mich. 

The molded case serves as a handle 
for directing the light. All parts are 
readily replaceable so it is not neces- 
sary to return the light for repairs in 
ease it should be damaged, the manu- 
facturer said. 

Want more information? Use cou- 
pon on page 114 and you'll get it’ 


410—Car Sect 


An improved Kar-Start, a device to 
help start car, truck and bus engines 
regardless of weather, is now being 
marketed by The Schauer Manufactur- 
ing Corp., 2060 Reading Road, Cincin- 
nati 2, Ohio. 

Pressing the starter causes the unit 
to send five times the normal amount 
of spark from the plugs, the manufac- 
turer stated. It is used for starting 
only and is automatically disconnected 
when engine is running 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


411—Gasket <a 


A 16-page booklet on procedure to 
follow in regasketing, with illustrations 
and step-by-step instructions, has been 
issued by Felt Products Manufacturing 


far 


Praise Winning Jabs! 


s..4 


Co., 1508 Carroll Ave., Chicago 7, Ill 
The manual contains a handy check 
list to help remind the mechanic of the 
importance of each procedure. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


412—Radiator ‘Seal 


An improved, concentrated radiator 
seal, an 8-o0z. can of which is said to be 
adequate‘ for cooling systems up to 
23-qt. capacity, has been introduced by 
Tincher Products Co., 903 Borden Ave.. 
Sycamore, Il. 

The seal is said to be effective in 
ordinary anti-freeze solutions and to 
contain a rust inhibitor so it can be 
left in cooling system to guard against 
further leakage. The compound uses 
an alloy of powdered metals suspended 
in liquid to penetrate cracks and leaks 

Want more information? Use cou- 
pon on page 114 and you'll get it! 
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413—Cooling-System Filter 


Model C-40 cooling-system filter for 
cars, trucks and buses, using no 
screens, pads or chemicals, has been 
announced by Butler Engineering Co., 
2612 Rousseau Street, New Orleans 13, 


The rectifier section is said to re- 
move and prevent formation of mineral 
and rust scale, while the filter section 
collects the sludge in a glass chamber 
for easy removal. The filter operates 
by centrifugal action, the manufactur- 
er said. It can be used with or without 
anti-freeze. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


414—Spring Catalog 


A Streamliner catalog on its com- 
plete line of coil-action front-end parts, 
coil springs, king-bolt kits, leaf springs, 
shackles, spring parts and other items 
has been issued by Moog Industries, 


Inc., 6650 Easton Ave., St. Louis 14, 
Mo. The catalog shows make and 
model of passenger cars and trucks 
with corresponding listing of parts for 
each particular model. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


415—Electric Drill 


A redesigned %4” Holgun drill, de- 
signed for heavy-duty service, has been 
placed on the market by The Black & 
Decker Manufacturing Co., Towson 4, 
Md 


The end-handle unit is available for 
standard speed or low speed. It has 
full-sized ball bearings, heat-treated 


gears, splined gear shafts and smooth- 
contour aluminum housings. It weighs 
3% lbs. Standard equipment includes 
two-pole automatic-release trigger 
switch and plug pin,_ three-wire 
cable and plug, three-jaw geared 
threaded chuck and key, according to 
the manufacturer. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 
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Get em Ready for Winter-with 


pe Sylew 


CHEMICALS 


Make sure your customers are ready for winter driving . . . stock 
up NOW with these famous, money-making BOWES Cooling 
System Chemicals: 

@ BOWES KLEN-ZUR— An amazingly efficient, acid- 
free cleaner that breaks up rust, scale and lime formations, thus 
permitting these dangerous heat retainers to be flushed out. Can 
be used with any cleaning equipment. 


® BOWES RUST-ROUT— Protects the cooling sys- 
tem by preventing the accumulation of more rust, and also lubri- 
cates the water pump. 


© BOWES STOP-LEAK — Stops leaks in radiators 
and cooling systems, and minor cracks in motor blocks. Seals 
existing leaks without clogging and guards against new leaks. 


BOWES 
COMBUSTION-AID (fT 


SEAL 

F | j \\! 
COMBUSTION 

AID 


BO : Display these chemicals prominently. They'll 


sell themselves—and boost your sales of bat- 
tery cables... hose... fan belts... and other 
profitable Bowes items. 


BOWES "“SEAL FAST’ CORPORATION 
INDIANAPOLIS 7, INDIANA 
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416—Hot-Spray Booklet 


A booklet answering 28 basic ques- 
tions on hot-spray methods for auto- 
motive refinishing lacquers has been 
issued by Martin-Senour Co., 2520 S. 
Quarry St., Chicago 8, Ill. “The Hot 
Issue,” as it is called, gives technical 
information on new hot-spray techni- 
ques. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


41 7—Bumper Jack 


An improved “Saf-Lift” bumper jack 
with heavy-duty features to give long- 
er life in service shops has been an- 
nounced by Auto Specialties Manufac- 


front and rear legs. Larger-diameter 
lifting screw and heavy-duty, thrust- 
type bearing are other features. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


418—Carbide Cutters 


Carbide cutters to adapt its ridge 
reamers for removing cylinder ridges 
in hard sleeves are now being produced 
by the Lisle Corp., Clarinda, Iowa. 

Illustration shows ridge reamer spe- 
cial jaw and cutter installed. Installa- 


turing Co., Graves St., St. Joseph, Mich. 
The unit has larger malleable-iron 
feet for increased safety and heavier 








© 1951 RITESET MFG. Co. 
REPRINTS OF THIS CARTOON 
AVAILABLE ON REQUEST 
WITHOUT CHARGE ? 


“RUSH JOB~haf'ta have it back by 


What about the guy who comes in on bended 
knee and begs you to put “Special-Rush” on his 
reline job...and then doesn’t pick-it up ‘til way 
after closing hours! Wouldn't be very nice to 
shoot him dead on the spot—but thére IS one way 
you can profitably handle such wokk. 


Use RiteSet PERFECT FIT lining. It goes on 
faster — saves your mechanic's time — eliminates 
throw backs — makes your customers smile from 
ear to ear! : 

Actually, whether the work is rush or not, it'll 
pay you to use RiteSet on every job. Try it next 
time and see for yourself! 


« 
® FRICTION+WEAR © FAD& RESISTANCE 
@ OIL-WATER REPELLENSE 


MINNEAPOLIS PHILADELP a 


RITESET WAREHOUSES cori 





tion is quick and easy. Model SR-619 
jaw and cutter assembly is for cylinders 
2.6” to 4”. Model SR-719 is for cylin- 
ders 4” to 5”. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


419—-Wiper Display 


A counter display package of its 
Rainbow and Triple Action wiper 
blades is now available from Trico 
Products Corp., Buffalo 3, N. Y. 

The package contains two 11” Rain- 
bows for curved windshields and ten 
Triple Actions in 8%”, 9”, 10”, 11” and 
12” sizes. The assortment will service 
most passenger cars. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


420—Drum Lathe 


A bench-model brake-drum lathe for 
passenger cars has been added to the 
line of Lempco Products, Inc., Bedford, 
Ohio. 

It provides 3” of travel and 16” of 
swing to handle 6” to 14” passenger- 
car drums without mounted tires. A 
1/3-horsepower motor provides eight 
different feeds and three speeds. Micro- 
feed control permits feeds graduated 
from .020” to .0025”, a company an- 
nouncement stated. A three-jaw chuck 
gives almost universal application 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


Noon... 


} asad nti’ 
Vz om St 


piteset is the R 


MANUFACTURING CO. 
HOME OFFICE AND PLANT 
2435 Enterprise Street 
Los Angeles, California 
RiteSet products ore sold thru Jobbers 





CAGO 


HOUSTON 
SEATTLE 


DETROIT 
SAN FRANCISCO 








; 
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421—Jack Lift 


The Lub-Lift pneumatic jack, de- 
signed for use with drive-on lifts or 
pits, has been announced by Beisel 
Engineering Co., P. O. Box 1056, Man- 
kato, Minn. 

The unit has a 7” pneumatic lift 
with 6” screw adjustment. It has a 


two-ton capacity and operates on con- 
ventional air lines. It is said by the 
manufacturer to fit any drive-on hoist 
or pit and to move freely along ramps 
to raise any part of the car. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


422—Lining ‘Catalog 


A 24-page catalog on its line of 
brake-block sets, clutch facings and 
brake and clutch rivets has been issued 
by National Brake Block Corp., 79 
Madison Ave., New York 16, N. Y 
Listings of aplications by vehicle make 
and model and by set number are in- 
cluded. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


423—Lock Shim 


A rotary door lock lug shim for Ply- 
mouth, Dodge, DeSoto and Chrysler 
cars has been added to the line of 


ce 


Champ-lItems, Inc., 6191 Maple Ave., 
St. Louis 14, Mo. 

No. 479, as it is identified, reportedly 
holds door tight to eliminate rattle and 
compensates for latch wear. It is made 
of spring steel the proper thickness for 
take-up action. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


424—Air Horn 


Model 27 compressed-air horn, de- 
signed for use on air-equipped trucks 
and buses, has been placed on the 
market by Sparton Automotive Divi- 
sion, The Sparks-Withington Co., Jack- 
son, Mich. 

The horn is said to operate on 10 to 
100 lbs. of air pressure and not to af- 
fect operation. of air brakes. Finished 
in Hammerloid gray, the matched horn 
set is suitable for cab roof. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 





No Other Car Washer 
Offers You All the 
Advantages of the- 


ASHER 


(PATENTS PENDING) 


YOU can quickly turn car washing from an 
en accommodation into a money- 
making, trade-building operation with 
Wavewash! And your investment will be 
extremely low! 


Service stations, garages and car dealers 
everywhere are demonstrating the profit 
possibilities of Wavewash daily! All claims 
made for Wavewash are proved by actual 
field performance! 


You well know that car owners prefer to 
patronize an establishment that offers a com- 
plete service, including car washing . . . and 
that modern equipment like Wavewash 
attracts trade. Therefore, investigate Wave- 
wash. Write today for new free folder — 
“How Do YOU Wash Cars?” 


Sales Representatives Coast to Coast 


JOBBERS: A few choice territories still open. Write today! 


PHILLIPS 
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Comes to you com- 
plete. 

Just attach to your 
water line. 

No tanks or special 
piping required. 

No extra installation 
costs. 

No extro spece re- 
quired. Wavewash 
spans the cor 
Reaches ali parts of 
the car 

Low initial investment 
Low maintenance cost 
One operator con wash 
4 to 6 cars an hour 














425—Stud Extractor 


A stud extractor featuring quick, 
strong grip and instant release has been 


and can be used for either right-hand 
or left-hand turning. The 2” diameter 
and center-turning design permit 
working in close clearances. Extra jaws 


are available in sets of three 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


placed on the market by New Britain 
Machine Co., New Britain, Conn. 

The tool has a 4” to %” capacity 

426—Compressor Catalog 


A 24-page catalog on its air com- 
pressors, car washers, air-hose reels 
and accessories has been issued by 
Champion Pneumatic Machinery Co., 
Princeton, II. 

It contains charts and tables to help 
in selection of proper compressor size 
and suggested combinations of equip- 
ment to be used with compressors, plus 





air-receiver data, air-flow tables and 


wiring sizes for motors. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


) BRILLIANT i 427—Flexible Coating 
' COMPACT 
LOW PRICE 
REFLECTOR FLARE 


DESIGNED FOR 


H. D. 
ee en 





A flexible coating for leather, leath- 
erette or canvas areas on automobiles, 
transparent or in colors, is now being 
produced by Ramcote Products, 114] 
W. 69th St., Chicago 21, Ill. 

It is said to make surface resistant 
to grease, mildew and scuffing. The 
coating is self-leveling and fast drying 
It preserves the original grain of the 
leather, a company announcement stat- 
ed. 


Model No. 70 


Want more information? Use cou- 
pon on page 114 and you'll get it 


428—Timing Lights 


The 1952 line of timing lights and 
testers has been announced by the Sun 
Electric Corp., 6323 Avondale Ave 
Chicago 31, II. 

Model X-25 power timing light is 
said to adjust itself automatically to 
6-, 12- or 24-volt batteries, selecting 
the proper circuit for the battery to 
which it is connected without danger 


| SERVICE 





Space-saving design — compact, sturdy construction — 
shatterproofed Grotelite plastic reflectors visible the 
full range of approaching headlights. These features 
make the Grote No. 70 Flare the last word in 
emergency warning signals. All ports are rust 
resistant and weatherproof. Three flares, with flags 
and staffs, fit in compact metal case that takes the 
smallest space in tool compartment or trunk — or can 
be attached to outside of vehicle. Meets SAE specifi- 
cations and ICC requirements. Ask for Grote No. 70 
Flare — at your jobbers. 





21 
, 0-110 
Mew Step end Toil Lompe, Reflectors, with one-piece 


with one-piece plastic door : 
pte: th plastic lens and housing. 


Snataiennene 


200 
Armored Clearance Lomp, 
Grotelite plastic lens. 


@ 


Wide, flat clearance lamp, 
with lorge light transmitting 
oreo. 





of burning out the light. Both. this 
model and a redesigned 6-volt model 
have a brilliant white light. 

Model CB volt-ampere tester is, now 
said to be accurate to within .04 of 
volt. It has a built-in calibrating 
device. In addition to its many uses in 
testing vehicles, it can.be used to re- 
calibrate other testers, the manufac 
turer stated. 

Want more information? Use cou- 
pon on page 114 and you'll get it 


240 
Brilliant direction signal 
lamps, singly or in sets, with 
switch, 


Stop ond Warning lamps for 
any mounting — singly ond 
in approved sets. 

















WRITE FOR COMPLETE CATALOG fi ; r 
MANUFACTURING CO., INC. 


GROTE SQUARE BELLEVUE, KENTUCKY 
Opposite Cincinnati 
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429—Silicone Solvent 


Fish-Eye Killer, a compound that can 
reportedly be added to automotive lac- 
quers and enamels to prevent fish-eyes 
in repainting vehicles on which sili- 
cone polishes have been used, has been 
announced by Tone Manufacturing Co., 
710 Monroe Ave., N. W., Grand Rapids 
2, Mich. 

One ounce of the compound will treat 
approximately 28 pints of paint, accord- 
ing to the manufacturer. The liquid is 
stirred into the lacquer or enamel. It 
does not change color or consistency of 
lacquer or enamel, according to a com- 
pany announcement. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


430—Spot Welder 


A portable spot welder that weighs 
24% lbs., including arms, electrodes and 
power cable, has been announced by 
Marquette Manufacturing Co., 307 E. 
Hennepin Ave., Minneapolis, Minn. 

Porto-Spot Model 275 has semi- 
automatic timing control and a high- 
leverage system to give high, control- 


BALANCE 
| os needed ! 


led pressure. Toggle-type lever holds 
metal under maximum pressure. As 
the handle is squeezed shut, the auto- 
matic switch applies the high amper- 
age. The unit is said to spot weld 
mild and stainless steels up to %” com- 
bined thickness. It operates on 220- 
240 volts. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


431—Lane Marker 


Dur-O-Line plastic discs for mark- 
ing traffic lanes on concrete, asphalt or 
wood are now available from Traffic 
Safety Supply Co., N. E. Sandy Blvd 
at 27th, Portland 12, Ore. 

The discs are 4%” in diameter. When 
placed about 2’ apart, the markers pro- 
vide a well-defined line that will last 
from four to six years without further 
attention, the manufacturer stated. 
Markers are said to stand 63,000 lbs. 


X>-PERFE 


WHEEL WEIGHTS 


The Wheel Weight 
that lives up to its name 


pressure and to have smooth surfaces 
to which dirt does not cling. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


432—Dash Tray 


A 9%” by 12” molded plastic tray 
that attaches to the dash to hold drinks 
and snacks has been introduced by 
Paul-Reed, Inc., Charlevoix, Mich. 

The Trav-L-Tray, as it is called, has 


@“u" TYPE— 

A favorite in the 
industry. Fits ALL 
rims having factory 
trim rings except 
late model Cadil- 
lacs 


@“c" TYPE— 

The "'C’’ type 
weight (new style) 
in six sizes will give 
most satisfactory 
results on passen- 
gercars with “K” or 
“L” type rims 


@ “SPECIAL” TYPE— 
Made for late model 
Cadillacs with hub 
caps covering en- 
tire wheel, except 
1951 model for 
which "'C*’ type 
weight is recom 
mended. 6 sizes 


PERFECT EQUIPMENT CORP. 


804 W. Morgean St. KOKOMO. IND. P.O. Box 706 
Manufacturers of Wheel Weights for Trucks and Passenger Cars 


a chromed steel clamp and can be in- 
stalled without drilling. When not in 
use, it swings out of the way under 
the instrument panel. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 
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433—Noise Detector 


An electronic stethoscope that em- 
ploys a metal probe as a microphone 
in transmitting noises electrically to 
headphones is now being produced by 
Anco Instrument Division, 4254 W 
Arthington St., Chicago 24, II. 

The Elec-Detec, as it is called, helps 
localize source of noise in bearings, 
pistons, gears, ratchets, cams, clutches, 
valves and other mechanisms. The unit 
is furnished with high-impedance-type 
headphones, batteries and leather car- 
rying case. The device is said to make 
it easier to detect sounds at low speeds 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


434—Brake Segments 


Bulk segments of its grooved brake 
lining, either drilled or for bonding, 
are now being marketed by Gatke 





ECHLIN MANUFACTURING COMPANY + 


The higher volt- 
ages required by 
today's high com- 
pression engines 
demand modern 
Coils. Compare 
and you'll choose 
ECHLIN as today’s 
outstanding Igni- 
tion Coil! 


CONTACTS 
COILS > CONDENSERS 
& OTHER AUTOMOTIVE 


ELECTRICAL PARTS 


—_ 


228 EAST ST.. NEW HAVEN 5, CONN 
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Corp., 228 N. LaSalle St. Chicago 1, 

ll. 

The lining will continue to be avail- 
able in Blue Ribbon drilled sets and 
in the Duz-All system with four liner 
sizes for passenger cars and light 
trucks 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


435—Fast Chargers 


Three wheel - mounted Porto - Fast 
chargers have been added to the line 
of Marquette Manufacturing Co., 307 E 
Hennepin Ave., Minneapolis, Minn. 

Model 205 is made to charge any 6- 
or 12-volt battery. Model 201-W 
charges 6-volt batteries at rates from 
10 to 80 amperes. Model 203-W charges 
6-volt batteries from 10 to 100 am- 
peres. All three models are mounted 
on ball-bearing disc wheels with 1.75” 
by 8” rubber tires. 

All models are equipped with Ma- 
rion charging-rate meters, Ohmite 
charging-rate control switches, West- 
inghouse selenium rectifiers and Gen- 
eral Electric motors with sealed-in-oil 
fans. Controls are automatic so the 
operator can set them and forget them 
a company announcement stated. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


436—Water Pumps 


A line of water pumps for popular 
makes has been introduced by Richlite 


Manufacturing Co., 2326 Indiana Ave 
Chicago, Ill. 

There are 43 numbers in the line, 
which is said to cover most popular 
cars. Pumps are vacuum tested, ac- 
cording to the manufacturer. 

Want more information? Use cou- 
pen on page 114 and you'll get it! 


437—Gas-Mile Gauge 


An electric gas-per-mile gauge that 
demonstrates visually the rate of fuel 
consumption and also emits an audible 
signal that increases in frequency as 
engine revolutions increase has been 
announced by Kent-Moore Organiza- 
tion, Inc., General Motors Building, De 
troit 2, Mich. 

The Lectrotest, as it is called, can be 
installed in five minutes, the manufac- 
turer said. Two hoses are connected 
to the carburetor intake and fuel line 
at carburetor. The lead wire clips 
from the gauge are then connected to 
the battery and ground. Starting mile- 
age is noted and road test carried on 
until gas drops to a mark on the trans- 
parent reservoir. New mileage is then 
taken and the two readings compared 
Since the gauge reservoir holds 1/10 
gallon between index marks, this dis- 
tance is multiplied by 10 to obtain the 
actual miles per gallon. The unit is 
said to fit all passenger cars. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 
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438—Brake-Drum Lathe 


Model 505 brake-drum lathe, fea- 
turing eight feeds, including the micro- 
feed of .0025”, is now being marketed 
by Lempco Products, Inc., Bedford, 
Ohio. 

The unit has a cutting depth of 7%” 
and will handle drums 24” in dia- 
meter. It is powered by a %-horse- 
power motor. Optional accessories 
are available to permit the lathe to be 

as a reamer drive, hone drive or 
bench grinder. It is available in bench 
or cabinet styles, the manufacturer 
said in his announcement. 
Want more information? Use cou- 
pon on page 114 and you'll get it! 


439—Signal Lights 


A line of directional-signal lights, de- 
signed for use on light panel trucks 
and other delivery vehicles, has been 
introduced by Auto Lamp Manufac- 
turing Co., 2909 Indiana Ave., Chicago 
16, Til. 

The lights are available in three 
types: flush mounting, which attaches 
directly to flat body surfaces; fender 
mounting, for installation in a verti- 


cal position on fenders or in a horizon- 
tal position on side or truck panel or 
cab, and stud mounting, which is at- 
tached by a bolt to vertical body sur- 
faces. 

The lights are available with red or 
clear lens. They measure 2%” in dia- 
meter and have baked-enamel finish. 
Bulbs and wiring are included. They 
may be operated with a manual-con- 
trol switch or an automatic self-cancel- 
ing switch mounted on steering pcst 
of the vehicle. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 


440—Ignition Coil 


The “Super” ignition coil for “hot- 
rod” enthusiasts, said to produce more 
sparks per minute with wider setting 
of plugs, has been announced by Crum- 
bliss Manufacturing Co., 3011 N. Cicero 
Ave., Chicago 41, Ii. 

The unit is also said to permit quick 
starting in cold weather at low volt- 
age. The coil can be used on cars and 
trucks. It has a Bakelite casing and 
measures 4%” by 2%” in diameter 
so it can be mounted in same position 
as old coil without drilling or special 
tools. Attachment nuts and washers 
are furnished with the unit, the manu- 
facturer reported. 

Want more information? Use cou- 
pon on page 114 and you'll get it! 
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“SUCCESS IS A 
24-HOUR JOB” 


... says Dave 


Reading time: | minute, 30 seconds 


eax ew oe ton 


*“There was no five o'clock whistle in the oil fields,” says 
Dave. “I guess that’s where I learned, as a ‘roughneck’ helper 
of a drilling crew, that extra time and extra effort pay off.” 

Dave applied this principle early. In a lull between jobs 
he put in long hours to finish a business course in record time. 
He put in long hours in the wheat harvest from Oklahoma 

to Manitoba. He liked automobiles 
and wanted a stake to get to 
Detroit. 


And so one day he was grind- 
ing crankshafts for Chrysler en- 
gines. Chrysler started an evening 
sales school. Dave jumped at the 
opportunity. He even took on a 
spare-time job in a used car lot 
holidays and other odd free hours 
to put his training to work. In a 
year he'd finished the course and 
was earning so much in his spare- 
time selling he joined a De Soto 
dealer as full-time salesman. 


Dave's sales volume and superb customer relations won 
him spots first as used car sales manager, then as sales manager 
of both new and used car sales. When the dealer retired, De Soto 
officials were so impressed with Dave's record they gave him 
a “go ahead” on a new dealership. A banker advanced the nec- 
essary funds and Dave was in business. A business that thrived. 


Then Dave moved to a new location and constructed a 
modern plant only to be greeted by the automotive sales lull 
of World War Il. “That's when 
my policy of service really hit the 
jackpot,” he recalls. “Many a night 
I'm called out of bed to make good 
on that policy but I’ve found it’s 
worth it. My shop and myself were 
kept on a 24-hour work basis.” 


Dave says that today he 
knows more than 2,000 customer- 
friends by name. His payroll is 
now seven times the original five 
employees. “‘The way I have 
grown,” he sums it up, “proves 
there is nothing like this automo- 
tive business for a man who really 
wants to serve his neighbors and 
his community.” 

Write for our free booklet containing a number of 
these stories of accomplishmeni: by enterprising 


men. Chrysler Corporation, 34' Massachusetts Ave., APPROVE 
Highland Park 3, Mich. ll SERVICE 


“ z= 
ob--> tyes 


Chrysler Corporation 
PLYMOUTH © DODGE « DE SOTO © CHRYSLER e DODGE “Job-Rated” TRUCKS 
Fine Cars of Great Value 
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COT A GOOD 
$ IDEA? 


will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use,can beconsidered. 
Send them to: Southern Auto- 
motive Journal, 806 Peachtree 
Street, N. E., Atlanta 5, Ga. 











Removing Bearing Nut 
On Ford Trucks 


N THE F-7 and F-8 Ford truck 
transmission, I have found 
it a pretty hard job to remove the 
front main drive bearing retaining 
nut because the main drive can- 
not be held without ruining the 
splines. 
To make this job easy, just weld 
an old socket handle or a piece of 


. WELD 


pipe to the hub of an F-8 clutch 
disc. Place the nut in a vise and 
you can screw it right off.-—John 
Albright, Hull-Dobbs Company, 
Memphis, Tennessee. 


Undercutting Siarter 
Motor Commutator 


} Sens commutators on starter 

motors are not always caused 
by brushes being too soft or 
springs too weak, etc. The mica 
prevents the brushes from mak- 
ing good contact, which causes 
the burning. 

By undercutting the mica, the 
trouble will be eliminated and the 
life of this part of the starter will 
be lengthened. I have used this 
method 16 years.—J. F. Kolb, 904 
Pennsylvania Avenue, Leaven- 
worth, Kansas. 


When the Dash Light 
Appears to Light 


HEN the dash light appears 

to light up as the foot 
brake is applied, here’s a time- 
saving check: 

First make sure the tail light 
and stop light, including reflector, 
are thoroughly grounded. — C 
Kernaghan, 2324 Harris, Inde- 
pendence, Missouri. 


Holding Throttle Open 
On Late-Model Cars 


© HOLD the throttle open on 

late-model cars to test com- 
pression or run engine at a con- 
stant speed to check and set volt- 
age regulator, I made a wedge 
from a piece of wood about %” 
by %4” by 2” long. 





EW No. 480N 


4 


- STEERING IDLER THIRD-ARM 


for Chevrolet Cars & Sedan Delivery 
; Trucks 1949-50-51. 
end 


noise. Stops excessive 


Eliminates front 


wear on all bearings 
and couplings. Corrects 
front end weave and 


tire wear, for more 
positive steering. Can 
be installed in a few 


seconds, List $1.00. 





Champ-Items are welcomed the world over as 
trouble shooters where tough service problems plague 
the mechanic. They were developed from the service 


man’s own request for relief. 


Champ-Items Automotive Parts are engineered 
for Easier Service — Better Performance — Safer 


Get your copy of the CHAMP- 
ITEMS Catalog of Automotive 
Replocement Parts. Write on 
your letterhead for ao copy. 


Driving. Time Savers — Money-Makers for every 
shop. Consult your Champ-Items Catalog. 
ORDER FROM YOUR JOBBER 


CHAMP-ITEMS, INC. 
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Slip the wedge between the 
throttle stop screw and stop lug 
on carburetor.—Scott S. Bond, 
505 West Laurell Avenue, Hat- 
tiesburg, Mississippi. 


When Removing the Nut 
From Pinion Shaft 


N THE past I had trouble taking 
the nut off the pinion shaft on 

Chevrolets, especially when I was 
replacing only the bearings and 
had to save the pinion. You can’t 
put either end of the pinion in a 
vise because the pinion gear 
would be nicked or the spline 
damaged. 

Here is the way I do the job, 
using one end of a Chevrolet U- 
joint with the bearings pressed 
out: Clamp the nut in the vise. 
The spline in the U-joint will fit 
on the pinion shaft. Put a suitable 
bar or pipe in the yoke and turn 
the pinion out of the nut. Tighten 
the nut back the same way—Al- 
bert B. Henry, Post Office Box 
37, Coleharbor, North Dakota 


Removing Thumping Noise 
From Spring Bushing 


O= high-center roads mean 
numerous calls for bushings 
under the front coils of Chrysler 
products. It takes two of these 
washer-like bushings per coil to 
lift the oil pan approximately 
one inch. The manuals caution 
you against using more than two 
per spring but say nothing about 
the popping and thumping that 
occur when two bushings are in- 
stalled as shown in instruction 
manuals. 

Since the noise results from 
the fact that the coils can move 
laterally as they clear the upper- 
holding cone, we center the 
“washers” on the top ‘of the coil 
springs. Using the electric welder, 
we assemble the parts into a 
single unit. The top washer fits 
snugly over the cone and the an- 
noying “pops” are gone. Since all 
Chrysler coils are air tempered, 
the weld is quite safe—Melvin J. 
Timm, Route One, Berryville, 
Arkansas. 


Changing the Coil Wire 
To Start Chevrolet 


W™ reversing switch is not 
available on a Chevrolet 
car, it can be started quickly by 
changing coil wire from switch to 
primary or ignition side of distri- 
butor. 


Disconnect wire from opposite 
terminal and use piece of wire to 
ground this terminal to side of en- 
gine with one of the screws hold- 
ing on side plate.—C. Kernaghan, 
2324 Harris, Independence, Mis- 


souri. 


Repairing the Core 
On Ford Heater 


H™ is a Time Saver that will 
save an hour at least on re- 
pairing the core on the Ford 
Magicaire heater on 1949-50 Ford 


passenger cars: 

Remove the eight metal screws 
holding the cover on heater. Re- 
move the two hoses that go on the 
heater tubes. Core will come out, 
leaving the blower and heater 
housing bolted to firewall. Re- 
pair core and replace core and 
two hoses and the job is then 
completed. 

On 1951 models you have to re- 
move the complete heater because 
of a metal screw in back of heater 
housing.—Howard Caviness, Eu- 
dora, Kansas 





Filler Tab pops up when pressed with 
thumb nail 


repoirs 


bs 


Use tab to remove Hol- 
land cloth—No picking 


Use Filler Tab to plug 
hole for stronger 





TRIAL 
SAMPLE 


Jor FREE 


Send Your Name and Address 


NO OBLIGATION! 





5320 HARRY HINES 
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BLVD . 


We invite you to try a new 
Monkey Grip Sizzle Patch — 
with FILLER TABS, and the 
faster firing PERFORATED 
Sizzle board. Send for a 
FREE Sample, you'll like i — 
ond so will your customers. 


It’s 
PERFORATED 


FASTER 
FIRING! 


EVEN 
BURNING! 


MONKEY GRIP SALES CO. 


DALLAS TEXAS 





Watch That Camel’s Nose! 
(Continued from page 73) 


strictions and controls. It is being 
used to justify more and more 
state planning. It is being used to 
justify more and more policies 
that are inconsistent with the 
fundamentals of a free society. 
Many people are coming to be- 
lieve that the immediate danger 
of a third world war is lessening. 
Many more believe that the dan- 
ger of losing our free society 
through our own internal policies 


is increasing. 

Due to our great industrial ca- 
pacity and the initiative and 
spirit of our people, we can have 
great military power when we 
are forced to organize it. By or- 
ganizing that strength now we 
hope to avoid a third world war, 
but if in the process of organizing 
our strength in the hope of avoid- 
ing war we lose the basic free- 
doms that Americans have enjoy- 
ed for 175 years, we would lose 
the very values for which we 
would be willing to fight such 





The ONLY completely automatic 
electronically controlled 
battery chargers 

are made by... 


Fox Powerchargers bring a new, 
fool-proof simplicity to battery 
charging. Just connect Power- 
charger to battery, turn current 
on, That's all! No time clock to 
set, Powercharger does the rest. 
Perfect job, automatically, every 
time. 


Safety Therment Control 

. a Fox “exclusive’ 
It detects and constantly reports 
battery condition to charger. If 
it is improperly used or acci- 
dentally removed, Powercharger 
cuts off automatically. Safety 
Therment, exclusive with Fox, 
has no moving parts, is virtually 
indestructible. 


Other features: 

Compensated Cut-Off .. . Dy- 
namic Comparator Battery Test 
. + « Automatic Trouble Light . . . 





Fast or Slow Charging . . . Full 
Year's Guarantee. 


PRODUCTS COMPANY 
PHILADELPHIA 41, 


130 


This model and other Fox 
Powerchargers are available 
with conventional electric timer 
control if desired. Wire or 
write Dept. F for full details 





F Ave: Bas Bw. 


awar... 

By using the steel shortage or 
the assumed steel shortage to 
justify the control and restriction 
of commercial production, and by 
using the threat and fear of in- 
flation to justify wage and price 
controls, the economy of the 
whole nation is being placed un- 
necessarily under increasing reg- 
ulation. Whatever materials are 
required for direct military pro- 
duction, of course, must be made 
available and civilian shortages 
created if necessary to accomplish 
that purpose. However, the Ko- 
rean War and the direct defense 
program are probably taking less 
than ten per cent of the country’s 
greatly increased steel produc- 
tion, and defense production at 
its maximum planned rate will 
probably not require more than 
15 per cent, or at the most, 20 per 
cent of the nation’s steel capacity 
Nevertheless, all steel is being 
rationed contrary to the recom- 
mendations of the steel industry 
itself. 


Military Needs Much 


We all know that the military 
program requires a much bigger 
percentage of the supply of cer- 
tain so-called critical materials. 
But American management can 
work out substitutions for these 
other materials, and the civilian 
economy can reasonably be main- 
tained if the balance of these ma- 
terials not currently required by 
the military program is left avail- 
able to the free market. After all, 
50 years ago we did not know 
that many of these materials even 
existed. 

Controls do not produce any 
more of any material, but in 
many cases actually reduce the 
supply. Controls or no controls, 
the civilian economy will have to 
get along on what is left over 
after the military effort... 

At the present time, in the 
name of stopping inflation, we 
have resorted to a system of 
wage, price and production con- 
trols. One of the great evils of 
such government controls is that 
they rapidly create powerful 
vested interests and habits of 
mind which tend to make them 
permanent. Rent controls and 
government control of synthetic 
rubber production, which have 
been continued ever since World 
War II, are examples of what I 
am talking about. 

Price control is one of the 
major steps toward a fully regi- 
mented and planned economy, 
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since when the desire and ability 
to buy are denied in the market 
place and government controls 
decide who gets what and how 
much he should pay, economic 
freedom is lost and with it grad- 
ually many of our other free- 
doms. Price controls deceive 
many people, since they are led 
to believe that with price controls 
their money will buy more. This 
causes them to temporarily ac- 
cept government intervention in 
all economic affairs under the 
fallacious assumption that gov- 
ernment knows best. When they 
find out differently it is usually 
teo late to undo the damage 
which has been done. The camel 
has already taken over the tent. 

From the standpoint of control- 
ling inflation, price and wage con- 
trols divert attention from the 
real cause of inflation, which is 
the increase in the quantity of 
money and credit as compared to 
the quantity of goods and services 
currently available. Hence direct 
controls are treating the symp- 
toms and not the disease and thus 
prolong and intensify the infla- 
tion they are represented to cure. 


Don’t Get Confused 


We must not allow this prob- 
lem of inflation and all the talk 
there is about it to confuse our 
minds in regard to what we are 
really fighting. We are fighting 
militant Marxism and totalitarian 
aggressors, and increased prices 
and material shortages are not 


will inevitably result. If it is the 
national policy to do so, the money 
supply can always be increased 
faster by running printing presses 
and making bookkeeping entries 
than production can be increased 
by running machines. 

Therefore, direct price and 
wage controls can be no more 
than temporary expedients in our 
present difficulties. We certainly 
cannot have a free society if they 
are long continued, and we must 
not develop a situation where 
we fear to remove them. It is 


unthinkable that our only hope 
of getting rid of them is at the 
end of another big war. We must 
remove them during the defense 
period. Otherwise we will ulti- 
mately create by our own inter- 
nal policies a form of autocratic 
government not too different 
from the totalitarian systems we 
are resisting. Not only is the 
camel’s nose under the tent, but 
any of you who will take a deep 
breath will be able to detect a 
certain pollution of the air. That 
camel is so close you can smell 








Thermoid Brake Fluid 
Hits The “Best Seller” List 


That is typical of what thousands of auto 
mechanics have told us. They say that 
once they tried Thermoid Brake Fluid, 
they were sold on it for keeps. 


our enemies, but problems to be 
overcome. 

Just how much we can improve 
over the history of the past in the 
present emergency remains to be 
seen. It will depend on how well 
the people of our country under- 
stand the facts. If they rely too 
much on a multitude of direct 
controls of materials, production, 
wages and prices instead of on a 
few indirect controls affecting the 
money supply, the financial his- 
tory of World War II will be du- 
plicated and we will have addi- 
tional inflation and future trou- 
ble. Direct controls may stop a 
little profiteering. They may pre- 
vent individuals, businesses and 
owners of commodities from ob- the 
taining temporary financial ad- 
vantage while the new demand 
and supply are being brought in- 
to balance. But direct controls 
cannot stop inflation so long as 
the nation’s monetary and fiscal 
policies inflate the money supply. 
If the money supply is inflated, a 
new plateau of wages and prices 


In the less than three years it has been on 
the market, Thermoid Brake Fluid has 
become one of the top leaders in the field. 


Here Are The Facts on Thermoid Brake Fluid 


Meets or exceeds SAE specifications. Fortified with corrosion inhibitors to 
protect rubber and metal parts. Will not swell rubber cups. Mixes with all 
recognized quality fluids. Two types available—Type “A” for passenger 
cars and light trucks. Operates dependably from 60° below zero to 230 
above. Type “HD” for heavy duty flows at minus 60° but has a boiling 
point well over 300° 

Try Thermoid Brake Fluid—and check results for yourself 


ae Talek- Tae! f precisior 

= pr essing P brake ning 
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Dis. oc 

The problems of our American 
industrial system are not solved 
by the simple expedient of gov- 
ernment taking control. As a mat- 
ter of fact, the problems are us- 
ually magnified and made much 
more difficult, since the effort 
is made to solve them in an ivory 
tower and not in the factories, 
mines, cities and communities 
where the people live and work. 

The great virtue of our Amer- 
ican economic system is its ability 
to adjust production and prices 


to changes in supply and demand 
through positive incentives for 
individual action and by competi- 
tion at the grass roots rather than 
by government directives from 
the top... 

The simple fact is that Ameri- 
cans have accepted the obligation 
of individual competition as a 
responsibility that comes with 
personal freedom. They have had 
the opportunity to educate them- 
selves, to choose their own reli- 
gions, to select their own occu- 
pations, to accumulate capital 











————- 


"Sorry - van out of Botts! 


@ This may be a slight exaggeration—and let's 


hope it doesn’t happen to you. 


But it’s our way of reminding you that some types of auto- 
motive fasteners are in short supply. And in view of the 
steel shortage, it looks like the situation will get worse 


before it gets better. 


So to protect yourself—and your business—we suggest you 
keep a close check on your fastener inventory and ORDER 
WELL AHEAD on items you need. We'll do our best to 
keep both dealers and distributors supplied. 


The LAMSON & SESSIONS Co. 


General Offices: 1971 West 85th Street * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio* Chicago* Birmingham 


LAMSON & SESSIONS 








and to invent better ways of do- 
ing things. Thus they have de- 
veloped their individual talents, 
energies and initiative to the 
maximum, and through striving 
to improve their own welfare 
they have raised the level of pros- 
perity for all Americans .. . 

In the spring of 1945 it became 
clear to me that the time of vic- 
tory was approaching and that 
some of the existing manpower 
restrictions should be removed 
so that planning for peace could 
begin. Someone suggested that I 
try to get Barney Baruch’s sup- 
port in such a policy. One of my 
General Motors friends and I 
went to Washington to see him. 
He was very courteous to us, 
listening to our whole story, but 
apparently did not think that the 
timing was right. He said, “You 
engineers and mechanics don’t 
understand political leaders. Poli- 
tical leaders must keep looking 
over their shoulders all the time 
to see if the boys are still there. 
If the boys are not still there, 
they are no longer political 
leaders.” 

What I am saying today is be- 
ing directed to all Americans who 
may read or hear in the hopes 
that it will stimulate their think- 
ing regarding this important 
problem and their understanding 
of it, thereby making it easier for 
our political leaders to get the 
right thing done. Only when the 
majority of our fellow citizens 
understand the facts will we have 
any chance of getting that camel’s 
nose out from under the tent. 


Willys-Overland Names 
Swan and Smith 


! ieee L. Swan, in charge of 


advertising for Willys- 
Overland Motors, Inc., since 1946, 
has been appointed advertising 
and merchandising director and 
will coordinate the activities. 
Don H. Smith, formerly re- 
gional sales manager for seven 
Southeastern states, has been 
named sales promotion manager. 
Smith joined Willys in 1949 after 
holding merchandising positions 
with Crosley Motors, Inc., Gen- 
eral Motors Corp. and Nash- 
Kelvinator Sales Corp. For a 
time he was executive vice-presi- 
dent and general manager of the 
Tennessee Automotive Associa- 
tion. 
Prior to joining Willys, Swan 
was for a time with the Cadillac 
Division of General Motors. 
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Spring Suspension Work 
(Continued from page 87) 


wheel brakes, leaving not much 
over one-third of the braking ef- 
fort on the rear wheels. This has 
been done because in order to 
place the passenger seats between 
the axles for greater riding com- 
fort, the engines have been mov- 
ed so far forward that there is 
more weight over on the front 
axles. Also, when a quick stop 
is being made, the momentum 
momentarily transfers the effect 





plains that his car bottoms when 
he drives over broad bumps in the 
road called “Thank-you-ma’ams.” 
What this owner doesn’t realize 
is that any car will bottom on this 
kind of a bump when driven at a 
certain speed. And that can hap- 


pen even if the suspension sys- 
tem is in good mechanical con- 
dition. To stop this type of bot- 
toming, all the driver can do is 
cut his speed, or cross the bumps 
diagonally if there is no other 
traffic on the road. 


Miamians Elect Coggins 


William Coggins, general man- 
ager and vice-president of South- 
land Chevrolet, has been elected 
vice-president of the Miami, Fla., 
Automobile Dealers Association. 


of some of the weight from the 
rear to the front axle. This re- 
sults in the “nosing down” of 
some cars, as often seen at stop 
signals. Consequently, there is 
less effective weight to be resisted 
by the rear springs when the 
brakes are strongly applied. 

Engineers state that the “fric- 
tion of rest is greater than the 
friction of motion.” So the ap- 
plication of powerful engine tor- 
que, multiplied by transmission 
and rear-axle gears, can exert a 
more powerful torque against 
tires at rest (when starting a car) 
than the brakes can when stop- 
ping a car. 

Except in emergencies, few car 
owners slide their rear wheels 
very often by the severe applica- 
tion of the brakes—because they 
don’t like to see the flat spots on 
the tires, resulting from sliding 
the wheels. But since spinning 
the wheels wears the tires all the 
way around, the effect on the 
tires is less noticeable—but still 
destructive—especially if there 
are sharp stones on the road. 

Other ride complaints may in- 
clude: 

Pitching—a motion similar to 
that of a boat rocking fore and 





AMERICAN BOSCH 
GENERATOR REGULATORS 


When vou stock and sell Generator Regulators 





PITCHING— bearing the American Bosch name, you can be 
certain you are offering your customers the best 
money can buy. The temperature compensated 
design and rugged construction of these precision, 
3-element units are the result of years of experience 
in building millions of Regulators for original auto- 
motive equipment. Naturally, they offer many 
exclusive features that deliver their long service life 
and stability. Yet, American Bosch Generator Reg- 
ulators are competitively priced for volume sales! 
Only 3 models cover installation requirements for 
most of the popular cars. Ask your Jobber! 


We 


nl 








aft in a rough sea. It can be caus- 
ed by faulty shock absorbers, or 
by stiffness and friction in the 
front-suspension linkages or in 
the rear springs. Also, if the link- 
ages or springs are stiff, the driv- 
er will complain of a hard ride, 
and perhaps of steering difficulty 
at high speed. 

Bottoming — Occasionally you 
may find an owner who com- 


one 
tegetrie e 


ta American Bosch 


MAGNETOS + GENERATORS + VOLTAGE REGULATORS + IGNITION COILS 
ELECTRIC WINDSHIELD WIPERS + DIESEL FUEL INJECTION EQUIPMENT 
AMERICAN BOSCH CORPORATION «+ 


SPRINGFIELD 7 «© MASS. 
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Jobber News 
(Continued from page 82) 


motive Wholesaler’s Future.” 

Topics for discussion sent in by 
members were pertinent to the 
time. Discussions on both days 
were led by O. L. “Pete” Garner 
of Hayes & Hopson, Inc., Ashe- 
ville, N. C. 

Dr. C. C. Jernigan, president of 
Queens College, Charlotte, N. C., 
was the dinner speaker. He 
spoke on the “Evolution of the 
Businessman.” 


“Attendance was _ unusually 
good and most of the members 
had their wives with them,” H. 
Lester Flowers of The Flowers 
Co., Hickory, N. C., president of 
the association, reported. “The 
members of VCAWA seemed to 
be optimistic about the future of 
the automotive industry.” 


Bill Grey, former jobber sales- 
man for Corpus Christi Hard- 
ware, Corpus Christi, Texas, is 
now manager of Harlingen Motor 
Supply, Harlingen. 

















Ws 


Install 





D. V. Perry (top) has been ap- 
pointed assistant sales manager of 
the spray-painting and finishing 
division of the DeVilbiss Co. C. B. 
Gracely (bottom), former manager 
of the Houston office, has been 
promoted to eastern district man- 
ager to succeed Perry. 





Ray Romerman of Dallas 
Handles Cole-Hersee 


R* Romerman is now sales 
representative for Cole-Her- 
see Co. in Texas, except for El 
Paso and the territory west of the 
Pecos River, and in Oklahoma. 
He will headquarter at 4,000 Raw- 
lins, Dallas. 

A native Oklahoman, Romer- 
man has been connected with the 
trade since 1934. He is now prin- 
cipal of the Sidney Walker Co 
He is a member of Automotive 
Booster Club B-4 in Dallas. 


Twins, a boy and a girl, were 
born to Mr. and Mrs. J. H. North- 
ey, Jr., last month. Northey is 
manager of the High Point, N 
C., branch of Southern Bearings 
& Parts Co. 

ad * ~ 

“We have added Fram filters, 
DuPont chemicals and Westing- 
house lamps to our lines,” R. L. 
Cox, partner in Automotive Dis- 
tributing Co., Wichita, Kan., re- 
ported last month. 
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VA L ve R E FA C ER Now, acomplete refacer 


in the low-price field . . . 
and with features not 
offered on many higher- 
priced machines! 


weT 


wy 


See your 

K. O. LEE JOBBER 
or attach ad to 
business form. 


e Grinds wet or dry e Five-inch 

grinding wheel e V-type table 
ways requiring no adjustment for wear e Zero to 
90° positive stop face angle settings—with minus 1° 
for any angle e Universal rocker arm attachment 
e V-rest for butt grinding e Collet-type workhead 
with controlled rpm's e Concealed coolant system 
e Precision-built for accuracy! 


™ K. 0. LEE COMPANY, ABERDEEN, SOUTH DAKOTA 


WET VALVE REFACERS * VALVE SEAT GRINDER SETS * VALVE SEAT INSERTS 
RESEATER SETS * ROD ALIGNERS *« STUD WRENCHES « DRILLS * SANDERS 
POLISHERS * HAND GRINDER SETS * REAMER DRiVES « A. C. WELDERS 
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Truslow Recommends Steps 
To Take in Months Ahead 


B. Trustow took some 

@ leaves last month from his 
own book of experience of op- 
erating Richmond Auto Parts in 
Richmond, Va., when he recom- 
mended steps to be followed in 
the future by his listeners—the 
more than 60 members of the 
Automotive Wholesalers Associa- 


tion of Alabama. (See page of 
pictures on page 83.) 

In an address on “The Future 
of the Jobbers, and What They 
Can Do About It” at the fall con- 
vention, which was held at Mo- 
bile, the past president of the 
Automotive Engine Rebuilders 
Association recommended, among 











~FOR vou-1n 59 


Two new Cleaner-Uppers with a big 
market waiting and ready to buy. 


SHOO-FOG CLOTH 


Keeps windshields free from fog and 
steam. 


MIGHTY MITT 


For washing the auto and for many uses 
in the home. 


| BIG BILL—a super mitt for wash racks. 


ESE PROVED 
PROFIT PRODUCERS 


Uni Treated 
POLISHING CLOTHS 


The original wax-treated polishing cloth. Big in 
size; heavy nap flannel; stitched edge; put up in 
handsome metal container. 


TUBE REPAIR KITS 2. 
VULCANIZING PATCHES 


CLEANING PADS 
TOP...“ WINDSHIELD 
SEALERS 


Established 
36 years 
serving the jobber 


1915 


MANUFACTURING CO., HAMILTON, OHIO li. 


DISTRICT REPRESENTATIVES: Southwest — Lynn & Hemphill, 
301 North Market St., DALLAS, 2; Southeast — Wesley O. 
Aaron, 843 Memorial Drive, $.£., ATLANTA; Kansas & Missouri 
— E. G. Craft, 804 W. 48th St. KANSAS CITY 2. 





other things: 

“1. Reduce your expenses by 
analyzing every expense item on 
your books. 

“2. Work out your own pro- 
gram for the development of new 
outlets for your merchandise and 
services. 

“3. Set up a cost and sales 
analysis system to determine 
which lines and operations are 
profitable and discontinue those 
that are losing money for you. 

“4. Pay your salesmen on a 
percentage of gross profit and 
you will reduce price cutting. 

“5. Not five per cent of the 
wholesalers are doing any ad- 
vertising to speak of,” recom- 
mending they “spend at least 
three-fourths of one per cent on 
merchandise sales and 1% per 
cent on shop sales with a well- 
rounded advertising program, us- 
ing such material as furnished by 
the AERA, ‘Care Will Save Your 
Car’ and ‘Get It from Your Job- 
ber’ programs of the Automotive 
Advertising Council and many 
others.” 

On manpower, Truslow declar- 
ed: 

“This problem is already acute 
in some areas and will soon reach 
all areas. So I suggest, while prof- 
its will allow it, to increase your 
help by about ten per cent above 
necessary requirements so you 
will have replacements at least 
partially trained, and spend more 








It Wasn’t Raining 
Rain to Ricke! 


The moon was shining 
and the weather bureau re- 
ported not a cloud over 
Texas, except a few near 
Brownsville, when Ray C. 
Ricke of Dallas, manufactur- 
ers’ representative, retired 
one night recently. Yet when 
the Rickes woke up the next 
morning, there was the 
steady sound of a downpour. 

“It’s been raining nearly 
all night,” Mrs. Ricke com- 
mented. “I heard it a couple 
of times when I woke up.” 

Ricke opened one of the 
blinds. and the room was 
flooded with sunlight. But 
|| the lawn was flooded also 
| —with water from a newly- 
|| installed sprinkler system 
| that wasn’t working quite 








right. 
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When the winter chill begins to 
creep into the air, it’s pleasant to 
think back to the happy diversions 
of summer, such as beauty contests. 
This shot of “beauties” was made 
at the barbecue dinner of Voss-Hut- 
ton-Barbee Co., Litthe Rock, Ark., 
which was attended by more than 
200 employees, their families and 
friends. Contestants are male em- 
ployees from the various branches. 
President W. F. Barbee is seated 
in front of “Miss Hot Springs” i 
this picture. 


time with your key personnel in 
an effort to keep them satisfied. 
Otherwise, you are sure to lose 
many of them.” 

The Virginian asserted that 
“this Alabama wholesalers’ asso- 
ciation has the finest reputation 
in the country for cooperation 
among themselves and fighting 
for what is right.” 

The first day of the two-day 
meeting was given over to enter- 
tainment, including boat rides on 
the Dog River, a fish fry and 
shrimp dinner, a Halloween cos- 
tume party and dancing. 

Speakers at the business ses- 
sions besides Truslow included 
James C. Parker of Motor Parts 
& Supply, Mobile, who welcomed 
the group; L. D. Loreman, NPA 
industrial analyst, Mobile, who 
aided in a question-and-answer 
period on CMP and other govern- 
ment regulations, and A. E. Leh- 
man of Wage Stabilization, De- 
partment of Labor, Mobile. Ed 
Coward of Allied Auto Parts, Mo- 
bile, was the presiding chairman. 
The meeting was opened by the 
general program chairman, Carl 
A. Davis. 

E. D. Henley of Birmingham 
Electric Battery, Birmingham, is 
president and P. J. “Pete” Sawyer 
of East Alabama Auto Parts, An- 
niston, is vice-president. Na- 
than M. Roberts is executive 
secretary. Elections are held at 
the spring meeting. 


Earl R. Osborn is now working 
a territory for Jacobs Distribut- 
ing Co. San Antonin, Texas. He 
formerly was with Ferguson Co., 
Paducah, Ky. 

~ ~ . 

H. G. Williams, buyer for East 
Texas Auto Supply Co., Tyler, 
Texas, has recovered sufficiently 
from a several months’ illness to 
be back at work part of the time. 











Sue Cushioned te the requirements 


of Master Automotive Mechanics 


HE Monmouth Clutch 

Plate is super cushioned 
to deliver more miles of 
happy driving thanany other 
design or construction. It 
cushions the initial engage- 
ment through segments of 
the finest spring steel ob- 
tainable. Its tremendously 
strong yet simple construc- 
tion (cross section at right) 
is precision engineered for 


the tough service required 
of replacement plates. 


It is typical in quality and 
engineered performance of 
the complete line of Mon- 
mouth Clutch Parts. Avail- 
able coast to coast through 
N.A.P. A. Jobbers. 


Write us for descriptive 
folder on the Monmouth 
Super Cushioned Clutch Plate. 


SPRING STEEL SEGMENT 











SOUTHERN AUTOMOTIVE JOURNAL for NOVEMBER, 1951 





eR art 


votes 


5 
: 
} 
} 
r 
: 
: 
: 
: 
. 





The 
HEART 


of Your 


Automotive 


Machine 
Shop 


The STORM- VULCAN No. 15 
crankshaft grinder is out- 
standing for high production, 
quality work and economy. 
That's why it’s the heart of 
so many automotive machine 
shops throughout this coun- 
try and abroad. Investigate 
the many advantages of the 
No. 15—in the new catalog 


just off the press. 


SEND FOR FREE 
® cataioc“7oday 
New features and advantages are fully described in new catalog. 


Name__- re 


ee 


Petsccceeesss 


Address. 


STORM VULCAN 


ee og ee we 
25304 COMMERCE ST. DALLAS, TEXAS 
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Guiding the Southwestern Automo- 
tive Wholesalers in the coming 
year will be (1. to r.): Fred Jupe, 
president; Carl Johnson, vice-presi- 
dent; Raymond Eckles, director, 
and Charlie Easter, director. Stan- 
ton Thatcher is secretary-treasurer. 


Government Controls Draw 
Talk in Southwest 


pee ye controls and some 
of the difficulties they have 
imposed upon jobbers were the 
principal topics of discussion at 
the fall meeting of the South- 
western Automotive Wholesalers 
in Kansas City, Mo., last month. 

Their impact upon the jobber 
was discussed by J. A. “Jack” 
Brand, field secretary for Na- 
tional Standard Parts Associa- 
tion, and Howard Reed, legisla- 
tive counsel of Motor and Equip- 
ment Wholesalers Association. 

A question-and-answer period 
following their discussion created 
such interest that it delayed the 
election of officers and directors. 

Highlights of the opening ses- 
sion were addresses bv Carl 
Bolte, vice-president of the Bat- 
tenfield Oil & Grease Co.; Don 
H. Teetor, Perfect Circle Corp., 
and Les A. Thayer, Belden Man- 
ufacturing Co. 

Teetor and Thayer joined in a 
discussion of the factory worker 
and the importance of his skill 
and workmanship. Bolte stressed 
the importance of advertising and 
good public relations. 

The convention elected five 
directors and the directors chose 
a president, vice-president and 
secretary-treasurer from among 
themselves. 

Fred Jupe, Jupe Motor Supply 
Co., Amarillo, Texas, was named 
president. Carl Johnson, Johnson 
Brothers Auto Supply Co., Wich- 
ita, Kan., is the vice-president. 
Stanton Thatcher, McDonald Au- 
to Supply Co., Amarillo, Texas, 
was named secretary-treasurer. 

Directors are Raymond Eckles, 
Triangle Supply Co., Moberly, 
Mo., and Charlie Easter, Dutton- 
Lainson Co., Hastings, Neb. 

More than 100 association 
members attended the conven- 
tion 


“We are putting in a complete 
machine shop, with Paul Beggs 
in charge,” John Mingard of Min- 
gard Auto Supply, Edinburg, 
Texas, reported 
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oan may, | ye my at this 
Spartanburg, +, plant of Arrow 
Armatures Co. are scheduled to be- 
gin around January 1, according to 
Albert S. Holzwasser, president. 
The building contains about 12,000 
square feet and will employ around 
85 within a year, Holzwasser said. 


Eight Southerners 
Join MEWA Roll 


E™== Southern firms were 
among the 48 members added 
to the roster of Motor and Equip- 
ment Wholesalers Association at 
a recent meeting of the executive 
committee. 

They are: Allied Auto Parts, 
Inc., Mobile, Ala.; City Radiator 
& Parts Co., Greenwood, Miss.; 
Covington Auto Parts Co., Cov- 
ington, Ky.; Grady Auto Parts, 
Gate City, Va.; Mobile Electric 
Garage, Inc., Mobile, Ala.; Nelson 
Sales Co., Reidsville, Ga.; Piston 
Ring & Supply Co., Tampa, Fla., 
and Teche Automotive Supply 
Co., St. Martinville, La. 


Kearns Leaves Dallas 


William J. Kearns, Resale 
Products Division of Ingersoll- 
Rand Co., has been transferred 
from Dallas, Texas, to the eastern 
New York territory. James L. 
“Jim” Carpenter, who has been 
with the company 15 vears, has 
succeeded him. 


Dura-Bond Names Korshin 


Matt Korshin has been named 
vice-president and sales manager 
of Dura-Bond Engine Parts Co., 
Palo Alto, Calif. 


The father of W. P. Turner, 
who is manager of the Fayette- 
ville, N. C., store of Southern 
Bearings & Parts Co., died re- 
cently. 
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More Money For You with 


CHWs 


NEW SALES POLICY for ’52 


CONTACT YOUR JOBBER TO-DAY 
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PROFIT PLAN 


FAST AND 
ACCURATE 
DIAGNOSIS 








HIGHER 
AVERAGE 
PARTS AND 


MAIL 

THIS 

COUPON 
for the 


Hundreds of dealers now enjoy bigger 
service profits and guarantee customer 
satisfaction by using the Clayton Chassis 
Dynamometer. 
Diagnosis “is fast, accurate and complete, 
with all tests made while the car is under 
load. No guesswork. No road testing. No 
incomplete work orders. Mechan- 
ics have a definite “blueprint” of 
what to fix and what parts are 
needed, Shop work speeds up and 
parts sales increase. 
After service, final adjustments 
and inspection on the Clayton 
Dynamometer guarantee peak 
performance on the road. The 
customer is satisfied with his car’s 
improvement...and your bill. 
Costly ‘“‘come-backs” are com- 
pletely eliminated, and service 
profits multiply. 


LABOR SALES 





full story 


m 





CLAYTON MANUPACTURING CO. sas-11 
BOX 550, EL MONTE, CALIP. 


Send us FREE copy of your book- 
let on increasing service shop 
profits. 


eis igetiiininipiatnamntpitimsininitiieg 
FIRM 
ADDRESS. 
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This book tells you 
how the Dynamom- 
eter can build your 
service shop busi- 
ness. 


SERVicg 
PROFITS 


| 





This Orange, Texas, branch of 
Davis Auto Supply Co. was opened 
recently, General Manager Noble 
Davis of the Henderson, Texas, 
firm reported. The 48-by-100-foot 
structure has ample parking fa- 
cilities. Gus Cannon is the man 
ager, Ralph Dean is responsible 
for sales and W. P. Davis is in 
shipping and receiving. 


Searce Items Reported 
Less Than Expected 


W™ items are scarcest with 
you now? 

That question put to 300 whole- 
salers in a survey by SouTHERN 
AUTOMOTIVE JORNAL in October 
brought a variety of answers. 

Mufflers, tailpipes, jacks, hand 
tools, axles, spark plugs, anti- 
freeze, front-end and _ ignition 
parts, paint and some types of 
paint thinner were items mention- 
ed most often. As a whole, how- 
ever, scarcities were not nearly as 
general as had been anticipated 
months ago as plans for the de- 
fense program were being unfold- 
ed. 

A strike in the plant of one 
spark-plug manufacturer tied up 
shipments and was responsible 
for a shortage of this brand in 
some areas. 

Shortages of jacks were report- 
ed from some wholesalers in the 
various areas of the Southeast 
and Southwest. The situation 
drew comment from jack manu- 
facturers also. 

“Fall and winter always bring 
seasonal increases in the demand 
for automobile jacks, particularly 
for those used in business and in- 
dustrial transportation,” said R. 
E. Lange, president of Vulcan 
Manufacturing Co., in a news re- 
lease. “With the government cur- 
tailment of new-car manufacture, 
the demand for replacement jacks 
has jumped again this fall.” 

The ability of the industry to 
meet the demand, in view of the 
steel limitations, was described 
by Lange as fair. 

Approaching colder weather 
might find some firms without 
sufficient supplies of permanent- 
type anti-freeze, the survey indi- 
cated. 

Among the items mentioned as 
being scarcest in some cases were: 
bearings, nuts and bolts, gears, 
piston pins, regulators, arma- 
tures, body equipment and tools, 
air compressors, copper tubing 
and contact points. 
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Leighty Succeeds Corwin 
For Champion Sales 


C. “Jack” Leighty has suc- 

eceeded Charles L. Corwin 

as sales manager of Champion 

Spark Plug Co. Corwin, who had 

been sales manager since 1940, 

has been appointed advisory sales 
manager. 

Robert M. Ward, formerly dis- 
trict sales manager working out 
of Toledo, Ohio, has succeeded 
Leighty. 

Four Directors Join 


MEMA Board 


ouR directors have been elect- 
ed for three-year terms by 
Motor and Equipment Manufac- 
turers Association, General Man- 
ager A. H. Eichholz announced. 
They are: E. G. Heeren, Per- 
matex Co., Brooklyn, N. Y.; J. H. 
Humble, Kester Solder Co., Chi- 
cago, Ill.; E. J. Muldoon, The New 
Britain Machine Co., New Bri- 
tain, Conn., and R. D. Pivpen, 
Koppers Co., Baltimore, Md. 


Tinit Names Southerners 


Two Southern representatives 
have been appointed by Tinit 
Manufacturing Co. Martin Kid- 
der & Co., Miami, Fla., will handle 
sales in Florida, Georgia, Alaba- 
ma and Mississippi. Albert Jayne, 
Enid, Okla., will cover Arkansas 
and Louisiana. 


World Bestos Names Watson 


Elwood Watson has been ap- 
pointed district manager for 
Worid Bestos in Arkansas, Louis- 
iana, Mississippi and southern 
Alabama. 


Bearings Opens Warehouse 


Bearings Co. of America has 
established a warehouse at 3211 
Locust St., St. Louis, Mo. Walter 
G. Punt has been appointed rep- 
resentative for the eastérn Mis- 
souri territory. 


Joe Hargis, former manager of 
the Harlingen branch, is being 
moved to Corpus Christi, Texas, 
as credit manager of Motor Sup- 
ply. 

* *« * 

The father of J. D. Lamb, who 
is manager of the Lumberton, N. 
C., branch of Southern Bearings 
& Parts Co., died recently. 
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Motorists in the Or- 
lando, Fla., area who 
need assistance may 
look up and see this 
fine unit coming 
down the highway. 
The wrecker is one 
of the latest addi- 
tions to the equip 
ment of  Finnie’s 
Auto Parts, Orlando, 
Owner H. A. Finnie 
reported last month. 








Why shouldnt we 
guarantee our products ? 


Guarantee of Service... 


This Shurhit Ignition Repair Part is guaranteed 


to give satisfactory service. If it does not come 


up to the expectation of the purchaser in every 


respect, it may be returned to the factory 


and we will replace it without charge 


and pay the carrying charges both ways. 


Shurhit Products, Inc. 


SHURHIT PRODUCTS, INC. 


Waukegan, Illinois 


W aukeg in, Illinois 


For more than 20 years we have 
“backed” our Jobbers and Dealers with 
this now-famous factory guarantee 
which appears on every package of 
SHURHIT ignition. An unqualified 
guarantee? Certainly — because 

we KNOW the QUALITY of moterial, 

of engineering and of workmanship 

that goes into our products. 


You can stake your future on the SHURHIT 
line because we recognize—and respect 
the importance of DEPENDABLE IGNITION. 


141 





Parker to Tell MEWA: 
Keep Distribution Healthy 


} | per the automotive whole- 
saling system of distribution 
healthy will be the subject of 
President James C. Parker’s ad- 
dress at the national business 
conference of Motor and Equip- 
ment Wholesalers Association 
Dec. 3-5 at the Stevens Hotel, 
Chicago. 


“Jimmie” Parker, president of 
Motor Parts and Supply Co., Inc., 
Mobile, Ala., will present prob- 
lems, practices and pertinent sug- 
gestions toward alleviating many 
of the ailments common to the in- 
dustry. The Alabamian has been 
president of MEWA for a year 
and a half, as election time has 














e@ All from one source, produced in and delivered from one 
huge, reliable manufacturing plant . . . MASTER Brand parts simplify 
your operation, assure satisfaction in every car and truck installation. 
Repairmen from coast to coast know and respect MASTER Brand replace- 
ment parts for quality, workmanship and unsurpassed performance. 
WRITE TODAY FOR LATEST CATALOGS 


Chefford Master Mfg. Co., Inc. 
FAIRFIELD, ILLINOIS 
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been changed from May to every 
December. 

The general theme of the con- 
ference will be operating an auto- 
motive wholesaling business suc- 
cessfully despite the complex 
problems of today. 

At the opening session James 
M. Mead, chairman of the Feder- 
al Trade Commission, will dis- 


President Parker 


cuss the functions of the FTC to 
protect small businessmen from 
monopolists. 

The dangers to private enter- 
prise from the unwise aggrega- 
tion of economic power will be 
discussed by Ed Wimmer, vice- 
president of the National Federa- 
tion of Independent Business. 

“A Guide for New and Better 
Catalogs,” a booklet published by 
the Automotive Advertisers 
Council, will be reviewed by 
Walter A. Kirkpatrick, advertis- 
ing and sales-promotion manager 
of Wilkening Manufacturing Co. 

The Washington, D. C., picture 
will be interpreted by J. Howard 
Reed, MEWA’s management and 
legislative counsel and_ special 
Washington representative, with 
the aid of Richard A. Melvin, res- 
ident Washington representative 

“At Your Service” is the title 
of a talk by Carl B. Dietrich, di- 
rector of member services. B. W 
“Whit” Ruark, general manager, 
will discuss factors influencing 
the future of the wholesalers. 

Winners of the advertising con- 
test and “How to Do It” essay 
contest will be given awards by 
the Automotive Advertisers 
Council and the MEWA Junior 
Executive Group. 


Gordon Lucas, city salesman 
for Motor Supply, Corpus Christi, 
Texas, was killed in a head-on 
collision recently. 





These station wagons are making 
it possible for three Southeastern 
representatives of Plomb Tool Co. 
to carry around more sales aids and 
samples. They are (I. to r.): Will- 
iam Ricke, zone manager with 
headquarters in Atlanta; John Sim- 
mons, Jacksonville, and Charles 
Hancuff, Birmingham. The men 
cover Georgia, Florida and Alabama. 


Craig Succeeds Meadows 
At Mills-Morris 


W' M. Craig, who has been 
associated with Mills-Mor- 
ris Co. for 31 years, has been 
elected vice-president and gen- 
eral manager to succeed the late 
Robert R. Meadows. 

Craig formerly was vice-presi- 
dent and general manager of 
Auto Bearings & Parts Co., Nash- 
ville, Tenn., a division of Mills- 
Morris. 

He is well known throughout 
the industry and the territory 
served by the eight Milis-Morris 
stores in Memphis, Union City 
and Milan, Tenn., Jackson, Tu- 
pelo and Greenville, Miss., and 
Jonesboro, Ark. 

Other Mills-Morris officers are: 
Martin J. Lichterman, president; 
Leo R. Jalenak, treasurer, and A. 
E. Ritter, secretary. 


Crawford Appoints Dooley 


Vernon Dooley of Tulsa, Okla., 
is now salesman in the Oklahoma 
and northern Texas territory for 
Crawford Manufacturing Co. of 
Dallas. He succeeds R. W. Ross, 
resigned. 


Agnew Parts Moves 


Agnew Auto Parts has bought 
a building at 2303 South Agnew 
St., Oklahoma City, Okla., Pro- 
prietor Al O’Connor reported. 
The firm has been at 2107 South 
Agnew. 








**Pete”’ Sawyer Enters 
““4.H” Club Work 


P. J. “Pete” Sawyer of 
East Alabama Auto Parts at 
Anniston, Ala, asked a 
friend: “Did you know I 
was going out of the parts 
business? Now that I know 
what the four H’s stand for, 
I’m going into 4-H club work 
—Help Harry Hurry Home.” 


























CASH-IN NOW ON 
HUGE DEMAND 


HERE IT 1S! 


The amazingly simple new Peterson-Burston 


Screw-In valve seat with exponsion cleor 


once thot is revolutionizing 


nance techniques the nation over! 


*,q 


THIS PRECISION INSTALLATION AND 
SERVICE UNIT is so completely competent, 
it has required no change in 5 years. Heavy 
duty portable equipment also available. 


SPECIAL 8 and 12 FLUTED 
CUTTER makes only preci- 

A sion counter bore in replace- 
ment field. 


SPECIAL 8 and 12 FLUTED 
TAP machines in expansion 
clearance between threads. 


Won't Come Ovt! 


FOR NEW.. 


P-B 
SCREW-IN 
VALVE SEAT 


Fleet Owners Demand New 
Valve Maintenance Plan That 


DOUBLES VALVE MILEAGE / 


Get ready now to handle the profitable rush to P-B Screw- 
In Valve Seats! Fleet owners are learning most valve” 
trouble comes from faulty seats! After older truck engine 
looses factory clearances, corrodes and limes up, pressed- 
in seats now in common use fail to dissipate extra heat 
—buckle and distort. Trucks on heavy load assignments 
or fast runs require seats that take more heat. Self-locking 
P-B Screw-In Seats—with expansion clearance—eliminate 
the real cause of valve breakage and burning, give new~ 
engine valve mileage. Easily reground or replaced in same 
threads—can’t come loose, give perfect seating and heat 
dissipation. 


A REAL PROFIT OPPORTUNITY! 


Only a few carefully selected P-B Master Shops will be chosen in 
each area to install the amazing new P-B Screw-In Valve Seats. If 
your shop can qualify, you'll stand to make some real money. For full 
information, mail coupon today ! 
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Self- Locking 


Monufacturer of the Peterson Surface Grinder 
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Please send me free information on 


(0 P-B Master Shop Plan [) Surface Grinder 
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Roberts Elected as NSPA 


Attains Attendance Record 


on current 
problems and progress in the in- 
Afternoons were reserv- 
ed for conferences between whole- 
The 
open 
also during afternoons and eve- 


A RECORD-BREAKING attendance 
of more than 1,500 mem- 
bers participated in the executive 
management conference of Na- 
tional Standard Parts Association 
at the Hotel Sherman, Chicago, 
Oct. 29-31. 

The three morning sessions 
were devoted to practical discus- 


sions and addresses 
dustry. 


manufacturers. 
center was 


salers and 


NSPA service 


nings. 


Fred S. Roberts of Phelps-Rob- 








Kit No. 806 contains Kit No. 808 contains 
a complete set of a complete set of 
eight sizes U.S.S. eight sizes... S.A.E 
Ye", Ye", Ye", Ne’, Ye", Ke", %", Ke", 
%", %e", %", % ”",%", %", %". 


ene REN 
VAN-CHROME TOOLS 
the finest money can buy! 


Something NEW 
has been added ! 


Herbrand’s 


TOOL- OF-THE -MONTH 


ss [head 
estorer 


WITH U.S.S. THREADS 


The great popularity of Herbrand’s 
Thread Restorers with S.A.E. threads 
has resulted in the addition of No. 806 
kit with U.S.S. threads. Each die is the 
same size as the matching nut. . . just 
run on and off and thread is restored on 
any battered, damaged or rusted bolt, 
stud or shaft. No special holder or tool 
required ... uses regular wrench or socket. 
The Herbrand Thread Restorer is not 
oversize—it chases out the damaged 
thread but does not recut the good thread. 
The No. 806 comes complete in attrac- 
tive kit of 8 sizes from 14” to 34” U.S.S. 
thread. They are accurately machined, 
heat treated and hardened to do a per- 
fect job. 
mechanic's net $3.50 per set 
See the No. 806 Thread Restorer kit on 


~, 
a | the Tool-of-the-Month display board at 
your Herbrand distributor or write us 


Herbrand Tools 


FREMONT 8, OHIO 
THE BINGHAM-HERBRAND CORPORATION 





erts Corp., Washington, D. C., 
was elevated to the presidency. 
Formerly senior vice-president, 
Roberts succeeds Charles C. Tap- 
scott, McQuay-Norris Manufac- 
turing Co., St. Louis, Mo. 

Charles A. Klaus, Maremont 
Automotive Products, Inc., was 
advanced from junior vice-presi- 
dent to senior vice-president. 
Luther R. Bachman of Bee, Inc., 
Allentown, Pa., was elected junior 
vice-president. 

Some of the most outstanding 
speakers in the industry were 
presented at the conference. 

The first business session was 
marked by a progress report by 
J. L. Wiggins, executive vice- 
president of NSPA, and a discus- 
sion on “Capitol Capers” by H 
T. Halfpenny, legal counsel. 

Lowell Mason, commissioner, 
Federal Trade Commission, talk- 
ed on “Let’s Give Business the 
Job—Not the Works.” The final 
address at the opening session 
was by Courtney Johnson, direc- 
tor, Motor Vehicle Division, Na- 
tional Production Authority, who 
discussed “The Automotive View 
for ’52.” 

The second morning session be- 
gan with a presentation on “What 
Price Field Help?” by Don Tee- 
tor, vice-president, Perfect Circle 
Corp., and Les A. Thayer, sales 
manager, Belden Manufacturing. 


“How to Go Broke” 


“How to Go Broke” was the 
theme of a satirical production on 
business practices. Incidents that 
occur daily in many wholesaler 
establishments were enacted. 

James E. McCarthy, dean, Col- 
lege of Commerce, University of 
Notre Dame, addressed the con- 
vention on “Government’s Rela- 
tionship with Business,” and Dr. 
Alfred P. Haake, consultant to 
General Motors, closed the second 
morning session with a talk on 
“The Rugged Road Ahead.” 

Three addresses and a panel 
discussion highlighted the final 
morning session. Russ Riley, 
Thompson Products, Inc., spoke 
on “What Vocational Schools 
Mean to Wholesalers.” 

“L. P. Gas—a New Market for 
Wholesalers” was presented by 
Floyd E. Selim, director of Lique- 
fied Carburetion Department, 
Phillips Petroleum Corp. 

“Jobbers—More or Less” was 
the topic chosen by Robert Heller, 
Robert Heller & Associates, Cleve- 
land, Ohio. 

Morrill Palmer, Trackman Auto 
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Fred S. Roberts, Phelps-Roberts 
Corp., Washington, D. C., was ele 
vated from senior vice-president to 
president of NSPA at the conven- 
tion in Chicago Oct. 29-31. Only a 
portion of the more than 1,500 
members who attended the open- 
ing session are shown in the photo- 
graph at upper right. 


Supply Co., Joliet, Ill., moderated 
the panel on “You Can Sell Fill- 
ing Stations.” Participants includ- 
ed Luther Bachman, W. H. Rock- 
afellow, The Parts Co., Columbia, 
S. C., and R. E. Sass, Sieg Co., 
Davenport, Iowa. 

Charles C. Tapscott, 1951 presi- 
dent, discussed “Headlines.” Will- 
iam J. Menghini, Springfield, IIL., 
was chairman of the program 
committee. Members included: 
Morrill Palmer; Don Teetor; Gene 
Robers, The Weatherhead Co., 
Cleveland, Ohio; Joe Fischer, 
Auto Parts and Gear Co., Chica- 
go, Ill.; and Martin W. Bazner, Sr., 
Ammco Tools, Inc., North Chi- 
cago, Ill. 

W. H. Rockafellow, The Parts 
Co., Columbia, S. C., and Charles 
E. Davis, W. E. Davis Co., Provi- 
dence, R. I., were named whole- 
saler members of the board of di- 
rectors. 


American Legion Honors 
Mills-Morris Company 


1tts-Morris Co., Memphis, 
Tenn., was presented with 
the American Legion’s national 
award for distinguished achieve- 
ment in hiring physically-handi- 
capped veterans at a dinner Oct. 
26. Martin J. Lichterman, presi- 
dent, received the citation from 
Bert Barnes, Tennessee comman- 
der of the American Legion. 
More than 500 business, labor, 
industrial and professional lead- 
ers from the area attended the 
citation dinner. Vice - Admiral 
Ross T. McIntire was the princi- 
pal speaker. 
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Gatke Appoints Tennessean 


H. Allen Cupp has been ap- 
pointed district sales representa- 
tive for Gatke Corp. in western 
Tennessee, Mississippi, Louisiana 
and Arkansas. He will headquar- 
ter at 1672 Beard St., Memphis. 


Martin-Senour Names Sim 


R. E. “Bob” Sim has been ap- 
pointed Automotive Division 
manager for the Birmingham- 
New Orleans territories of the 


Martin-Senour Paint Co. Sim 
will headquarter in Birmingham 
and cover Alabama, southern 
Mississippi and Louisiana. 


Thomas D. “Tom” Crowe of 
Wm. & Harvey Rowland, Inc., is 
having trouble settling down at 
his home in Birmingham, Ala., 
after he became the Bonito-catch- 
ingest man you ever saw on a re- 
cent deep-sea jaunt out of Mo- 
bile. He may be fined, though, 
for spitting “spring” juice on his 
bait when no one was watching. 








the 


for a refill! —_ 


EIS SUPER “40” (moderate) BRAKE 


RIGHT SIZE 





FLUID — the accepted standard for 
more than 12 years, is now available 
in a new, handy 8 ounce size! 
It’s just right for a refill because- 
most cars use between five and 
eight ounces. Typical of EIS 
super quality, this brake fluid 
meets SAE moderate duty 
specification R72 and is mis- 
cible with all other standard 


brake fluids. 


Check your stock — have this 
handy size on hand. Order today! 


EIS AUTOMOTIVE CORP., mivoietown, conn. 


Kits 
Too.s 
“CVLIMDERS 








H. C. “Pete” Hunt, formerly a field 
secretary for National Standard 
Parts Association and more recent- 
ly with the Mountjoy Co., San 
Antonio, is now a manufacturers’ 
representative. He will headquarter 
at 133 Anne Lewis Drive, San 
Antonio. 





Barbee Succeeds Meadows 


For Mid-South Group 


W F. Barbee, president of 
@ Voss - Hutton - Barbee 
Co., Little Rock, Ark., has been 
elected president of Mid-South 
Distributors, Inc. He succeeds the 
late Robert R. Meadows. 

Other officers are Albert S 
Hatcher of Macon, Ga., vice- 
president, and Mrs. U. V. Boland 
of Memphis, Tenn., secretary- 
treasurer. 


Voit Rubber Appoints 
Two Southerners 


ARTIN F. Kidder and Co., 

Miami, Fla., has been ap- 
pointed sales representative for 
W. J. Voit Rubber Corp. in Flori- 
da, Georgia, Alabama, Missis- 
sippi and Tennessee. 

Shipp & Payne, Dallas, Texas, 
is now representing the line in 
Louisiana, Arkansas, Oklahoma 
and Texas. 


C. I, Buxton Succumbs 


C. I. Buxton, 81, chairman of 
the board of Federated Mutual 
Implement and Hardware Insur- 
ance Co., died last month at his 
home in Owatonna, Minn. 


W. H. Thomas, sales manager 
for Beard and Stone Electric Co., 
Inc., Houston, Texas, is back on 
the job. While on vacation, Mrs. 
Thomas became ill and had to 
spend several weeks in the hospi- 
tal at Little Rock, Ark. 
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C. Thomas Bruce is now representa- 
tive for Globe Hoist Co. in north- 
western Florida, Alabama, western 
and central Georgia, eastern and 
central Tennessee and two counties 
in Kentucky. He will headquarter 
at 683 Peachtree St., N. E. Atlanta, 
Ga. 





“Les” Markley Heads Up 
Sales at John Rogers 


L. “Les” Markley, formerly 
j@ with Perfect Circle Corp., be- 
came sales manager of John Rog- 
ers Co., Atlanta, on Oct. 1. 

For the past 13 years he had 
been with Perfect Circle — ten 
years as a district manager in 
Virginia and North Carolina and 
the last three as assistant regional 
manager, with headquarters at 
Atlanta. 





McLean Supply Takes 
Orders by Radio 


Salesmen of McLean Auto 
Supply Co., Laurinburg, N. 
C., now have cars equipped 
with mobile radios to speed 
up deliveries to customers, 
President Floyd C. McLean 
reported. Tests were made 
late last month from the 
transmitter at the store. 

“We have been giving 48- 
hour delivery service,” Mc- 
Lean said. “It will be cut 
to 24 hours. Salesmen will 
transmit their orders all 
during the day and we will 
fill and bill them, loading 
trucks the following morn- 
ing. 

“With constant contact 
with the store, salesmen will 
be able to advise customers 
on emergency orders to ask 
questions about technical 
matters or to check inven- 
tory for emergency items.” 


Jack Gordon Operates 
Houston Warehouse 


ack Gordon, formerly in the 
TV ueaseal distribution busi- 
ness in the Houston, Texas, area, 
is now operating Warehouse 
Service Co. in Houston at 1224 
Leeland. 

Among the lines handled are 
Riteset, Jambor, Airtex, Unit 
Parts and Warco 

Howard P. Falls, who is presi- 
dent of the Park Accessory Sup- 


ply, Inc., Richmond, Va., has been 
elected to the supreme council ol 
Sigma Alpha Epsilon, national so- 
cial fraternity in which he has 
long been active. 
” * +t 
E. F. Ware of the E. F. Ware 
Sales Co., Dallas, Texas, has been 
in the hospital after a cerebral 
hemorrhage. 
+ * 7 
Wayne Webster, outside sales- 
man for Standard Auto Parts, 
Dade City, Fla., is now on duty 
with the Air Force 





(ome meet 
the members 
of the 


WALKER 
LINE 


This famous family of 
Automotive Wires and 
Cables is going places— 
ond no wonder. Walker 
products are made right. 
Full gauge copper—best 
grade rubber—brilliant, 
lasting lacquer finish— 
mean long, dependable 
service and repeat or- 
ders for Service Stations, 
Dealers and Jobbers. 


“Red” Williams Co. 
Atlanta, Georgia 











walk 
Svc. er 


S Conshonre 
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of Conshohocken 


Represented in the South by 
McClintock Sales Co. 


Dallas, Texas 
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Let’s Analyze Operations 
(Continued from page 66) 


$104 to $18 in the same two years 
that you are required to handle 
double the number of used cars, 
the operating profit of your busi- 
ness is bound to shrink. 

While the over-all gross profit 
of the dealers was dropping 17 
per cent in the last two years, let’s 
take a look at what was happen- 
ing to our expenses during that 
period. 

According to our surveys, the 


increase in total expense in the 
first quarter of 1950 was only 
2.8 per cent over 1949. At the 
end of June, 1950, the increase 
was 3.3 per cent. On September 
30, the increase was 6.2 per cent 
and on December 31, it was 8.1 
per cent. On top of that, the in- 
crease for the first quarter of this 
year over 1950 was 14.1 per cent 
and for the second quarter, 11.1 
per cent. These are all increases 
in dollars of expense, not percent- 
age of sales. 


So the picture, as I see it, is 





Help Transportation 
and You Help the Nation 


 NIEHOFF 


WARRANTEED IGNITION 


@ All parts in Niehoff Ignition Service Stocks are 
precision-built for long service and easy installa- 
tion. Backed by consistent national advertising 
and the famous Niehoff warranty, they help you 
serve transportation and the nation. Ask your 
jobber or write for free booklet. 


C.E.NIEHOFF & CO. 


4925 Lawrence Ave., Chicago 30, Ill. 
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BRANCHES: 
BOSTON 34, Mass., 254 Brighton Ave. 


LOS ANGELES 15, Colif., 1330 W. Olympic Bivd 


NEW YORK 19, N. Y., 250 W. 54th St. 
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that the dealers experienced a re- 
duction of gross profit in the sec- 
ond quarter of this year in com- 
parison to the first quarter of 
1949 of 17 per cent and with the 
materially - increased expenses, 
their operating profit, before 
taxes, dropped from 8.5 per cent 
in the first quarter of 1949 to 5.9 
per cent in the second quarter of 
1951, and that is a decrease in op- 
erating profits of 30 per cent 

With the drop in production 
during the third quarter of this 
year, I would certainly look for 
the same downward trend in 
profits to show up in the survey 
that we are making at this time. 

It is easy to imagine what can 
happen with a production curtail- 
ment of 40 per cent in the last 
quarter, and some indications of 
greater curtailment in production 
next year. 

Surely these are storm warn- 
ings that we as_ businessmen 
should give heed to. I suppose 
the question that is uppermost in 
all of our minds is: What can we 
do about it? 


What Can Be Done? 


The Dealers Business Manage- 
ment Committee of your national 
association is unanimous in be- 
lieving, and in their recommen- 
dations to all members of that 
great organization, that now we 
are doing business in a war econ- 
omy, we must reconcile our- 
selves to frequent and sudden— 
and sometimes drastic—changes 
in the business climate, and that 
it is imperative that each and 
every dealer have a more com- 
plete and a more up-to-date 
knowledge of all phases of his 
business than he has ever had in 
the past, if he hopes to exercise 
the control that is absolutely nec- 
essary to the creating of operating 
profits that reflect a reasonable 
relationship to his invested capi- 
tal 

That means to rely on monthly 
statements is not enough. You 
should have daily control 

A great many dealers have 
adopted the daily control system 
and have found it is much simpler 
than they anticipated and that it 
is tremendously effective, as it 
has been the means of saving 
many dollars of operating profit 

If any dealer wants a simple 
daily control system and _ isn’t 
quite sure of how to go about it, 
I suggest he communicate with 
the Dealers Business Manage- 
ment Department of NADA and 
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they will be glad to assist him and 
and give him all the information 
he needs. 

In analyzing your own opera- 
tion, there is a particular feature 
of your business to which your 
Dealers Business Management 
Committee recommends that you 
give your most earnest study. 
That is the question of service 
absorption, as it has a most im- 
portant bearing on your operat- 
ing-profit experience. 

We all recall, very clearly, how 
important this was to all of us 
during the war, because it largely 
determined whether we should 
carry on or close up shop. Then 
in the postwar period, everybody 
seemed to forget all about it, with 
the result that service-absorp- 
tion record of the dealer body 
dropped to an alarming degree, 
indicating we have lost ground in 
our efforts to develop gross re- 
venue from service, parts and ac- 
cessories so that it might go a 
long way in absorbing the over- 
head of our business. 


What Record Shows 


Let’s see what the record re- 
flects in this particular score. At 
the end of June, 1949, the serv- 
ice absorption of all dealers was 
63.7 per cent, and in the language 
of the trade, that’s not so hot. 

At the end of June, 1951, it 
dropped to 61.5 per cent. That 
means that more than one-third 
of the operating or fixed over- 
head of your business has to come 
from car sales before you begin 
to make an operating profit in 
your business as a whole. And 
with drastic curtailment of pro- 
duction staring us in the face, this 
may be a real barrier to the deal- 
ers in their efforts to attain their 
objective of satisfactory operating 
profits 

We therefore urge all dealers 
to give this phase of their busi- 
ness their most earnest attention, 
as, we are confident, if the dealers 
will apply the merchandising and 
management ingenuity for which 
they have a tremendous capacity, 
they can materially increase th< 
revenue from their service opera- 
tions and thereby improve the 
service-absorption record to a 
percentage that will surround 
their business with greater se- 
curity and enhance its profit- 
making possibilities. 

Let us not forget that money 
made without the good-will of the 
people with whom we do business 
is not profit, it is a liability that 
eats into your reputation 





MISSING OUT ON BIG 
RADIATOR HOSE BUSINESS 


xX YOU NO LONGER 
NEED THESE 

147 PIECES FOR 

100% SERVICE 


5-MINUTE INSTALLATION on 99% of cars. Makes bigger profit 


eliminating excessive labor 


27 DOLLAR INVENTORY FITS ALL CARS 
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News Briefs 
(Continued from page 79) 


at 35,600,000,000 gallons, compar- 
ed with 32,431,016,000 in 1949. 

Motor vehicles last year travel- 
ed 465,000,000,000 miles. 

One out of every five retail- 
sales dollars in this country is 
automotive. 

There were 46,251 
truck dealers in the 
States in 1950. 

Taxes take 29 cents 
every automobile dollar 


ear and 
United 


out of 


Alexander of Dallas 
Buys Houston Firm 


LEXANDER Motor Co. of Dal- 

las, Texas, has bought 
South Texas Motor Co., 2310 
Main St., Houston, it has been 
announced by J. D. Kirkpatrick, 
president of South Texas Motor 
Co. 

Sib Brown, vice-president of 
Alexander Motor Co., will be in 
charge of the Houston firm, 
which has a distributorship cov- 
ering 94 Texas counties and sev- 








- “Grab-Bag' 
for Quick Sales 


Envelopes 
Retailing at 
10c each 


Famous MOBO Powdered Car Wash 
is now available in this money- 
making envelope-size package. For 
zip sales, it can’t be beat because the 
display sells the product for you. 
Each merchandiser adds 24 dimes 
to your cash register—with no effort 


Get Them From Your Jobber Today! 


JOHN T. STANLEY CO. Inc., 642 West 30th Street, New York 1, W. Y. 
MOBO MAKES DEPENDABLE PRODUCTS 


at all on your part. Display them 
prominently and see how easily 
they sell. 

MOBO Powdered Car Wash gives 
a clean shining finish...leaves no 
streaks or spots...requires no 
wiping. 








eral parishes in Louisiana. 
Ernest Alexander, who once 

operated a chain of grocery 

stores in Houston, is president of 

Alexander Motor Co 

1952 NADA Convention 

May Be the Biggest 


WV JitH registrations from all 
parts of the United States 


arriving at record rate, the 1952 
convention of the National Auto- 
mobile Dealers Association in 
New York January 27-30 will set 
a new record for attendance, it 
has been predicted by William 
Frame of Mineola, N. Y., conven- 
tion chairman. 

Present indications are that 
more than 12,000 new-car and 
truck dealers and their service 
and sales managers will partici- 
pate, Frame said. 

The convention will emphasize 
in its business and clinic sessions 
the importance of the retail auto- 
mobile industry to the transporta- 
tion needs of the country in the 
current period of national pre- 
paredness. Newest techniques in 
management, service and mer- 
chandising will be featured. 

The “clinic” method of presen- 
tation of business and service 
problems has been expanded this 
year to cover virtually all phases 
of the dealer’s business. Dramatic 
skits will be used in several 
clinics to drive home essential 
points. 

A full two floors of automotive 
servicing equipment and 
sories will highlight the 
equipment exhibition at 
Central Palace 


acces- 
1952 
Grand 


Packard Names Abernethy 
For Sales Position 


R” Abernethy has been nam- 
ed assistant general 
manager of Packard Motor Car 
Co., succeeding Clare E. Briggs 
who is now general sales manager 
Abernethy joined the firm in 
1925. For a time he was regional 
manager at Kansas City and later 
Eastern regional manager 


sales 


Goodrich Expands in Dallas 


The B. F. Goodrich Co. has 
leased a building at Oak Lawn 
and Turtle Creek Boulevard in 
the Trinity section of Dallas, Tex- 
as, to house district offices of the 
principal sales divisions and pro- 
vide master warehouse facilities 
for the Southwest 
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A lot of bowlegged (Strictly make-believe!) salesmen sporting western- 
style hats were busy selling Chevrolets in Meridian, Miss., last month. 


They even staged a one-car parade 


in a convertible—all part of a 


publicity and sales campaign being pushed by Reliable Chevrolet Co., 


whose president is R. S. “Dick” 
R. B. Caskey, E. G. 
Len C. Barrell, J. Lee 


Smith, Frank Purnell, 
Bell and E. 


Lincoln. In the line-up (1. to r.) are: 


Leon Boutwell, Lincoln, 


G. Carter. A Meridian company 


makes the hats the fellows are wearing. 


Traffie Growth Tremendous, 
AAA Figures Indicate 
increases in 


nad yor agal 
traffic on the nation’s 


roads and streets at a time when 
major highway - modernization 
programs are at a virtual stand- 


still have been reported to the 
American Automobile Associa- 
tion by its national Highway 
Committee. 

Travel on roads and streets this 
year will reach 485,000,000,000 ve- 
hicle miles, William A. Stinch- 
comb of Cleveland, chairman of 


the committee, estimated. The re- 
port indicated that 50 per cent of 
this mileage will be traveled on 
city streets; 38 per cent on pri- 
mary roads and 12 per cent on 
secondary and local rural roads 

“Some of the most vexing prob- 
lems in the whole area of high- 
way transportation continue to be 
found in the urban areas of the 
nation,” the report pointed out 
“The continued severity of the 
housing problem has, in many 
cases, made impossible the acqui- 
sition of needed rights-of-way. In 
other cases, projects have been 
deferred because no assurance 
was forthcoming as to the deliv- 
ery of certain materials when 
needed. 

“Overshadowing all else in the 
highway picture during the past 
year has been the growing im- 
pact of regulations and restric- 
tions imposed by federal defense 
agencies. The last few months 
have seen the development of a 
critical shortage in structural 
steel, causing the delay, or indefi- 
nite postponement, of a _ great 
many key highway projects. Thus, 
in the face of the greatest traffic 
demand in the nation’s history, 
modernization of our highway 
plant is seriously curtailed.” 





WINTER PROVES THE SUPERIORITY 


OF 
THE 


LUMBUS 


SME SHOCK ABSORBER 


LICENSED BY DE CARBON 


One of the 17 superior features of the Columbus Luxury- ride 


Shock Absorber is the exclusive Thermo Ring which expands and 
contracts in direct ratio to extremes of hot and cold 
temperatures. It thermostatically provides proper flow 
of fluid under all temperature conditions. 


Cars that ride like coal trucks when the weather hits 


below zero will float as on velvet when Columbus equipped. 


Prove it to yourself; install a set on your own car today. 
It’s the best shock absorber in the world! 


chock Absorber thay us 


«v® 


Stock up Now for 


Increased Winter Demand 


MANUFACTURED BY HECKETHORN MFG. & SUPPLY CO., LITTLETON, COLORADO 
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: 


Officers 


of the 


Mississippi 


Automobile 


Dealers Association include 


(Il. to r.): V. M. Box, Corinth, vice-president, northern district; A. B. 
Martin, Laurel, vice-president, southern district; President J. J. Harry, 


Gulfport, 
tr 


and C. H. Hawkins, Kosciusko, vice-president, central dis- 
et. Robert Wise, Hazlehurst, is secretary-treasurer. 


Show the Value of Service. 
Lloyd Says in Mississippi 


hy CUSTOMER relations, dealers 
should not make an effort to 
sell great quantities of service but 
sell as far as possible only what 
the customer orders, emphasizing 





_ NEWEST, LOWEST COST 


LEMPCO DRUM LATHE 


: 


Eliminates 


Many Adaptors... 


Low cost of this brake 
drum lathe is its out- 
standing feature. It 
fills an immediate and 
vital need in small 
dealer shops and goa 
rages 

Bench type mode! with 
two sensational fea- 
tures: a) adjustable 
patented micro-feed 
that can produce a 
superfine finish. b) 
Eliminates several 
plate adapters 

The lathe is built on 





Micro feed dial 
controls rate of 
feed from .0025” 
to .020” per re- 
volution 











conventional engine lathe principle with all its 
3" 


inherent accuracy. It 


can cut deep and 


mounts drums (without tires) up to 14” in di 


includes 
except a 


ameter, that 
virtually all 
car sizes 


truck drums and 
Passenger 


many 
few obsolete 


For details write to Lempco Products, 


inc., 5490 Dunham Road, Bedford, Ohio 


empe 


ei, 
Invest in 


LEMPCO EQUIPMENT 


lt pays its own way 
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the value of genuine customer 
service, J. Saxton Lloyd of Day- 
tona Beach, Fla., vice-president 
of the National Automobile Deal- 
ers Association, told the conven- 
tion of the Mississippi Automo- 
bile Dealers Association at Biloxi 
last month. 

Lloyd advocated profit-sharing, 
declaring this system nourishes 
free enterprise. He warned deal- 
ers that in approaching Congress 
they should make certain their 
motives are not entirely selfish. 

Factory-dealer relations would 
be no problem, Lloyd said, if con- 
sideration is given to the equities 
of both parties, a consideration 
difficult to write into contracts 
but depending upon mutual re- 
spect and understanding. 

In this era of big business, big 
labor and big agriculture, auto- 
mobile dealers must be big 
through association, he stated. 

“Once the people become spend- 
ing-conscious, once they are alert 
to waste and quick to demand 
its correction, taxation will take 
care of itself,’ Tom Garrott of 
Tunica, retiring president, told 
the association. 

“Efficiency and moderation in 
government still offer the only 
hope for tax relief,” he asserted. 
Garrott appealed to association 
members to become more keenly 
interested in the political issues 
affecting all dealers. He pointed 
out that dealers should familiarize 
themselves with pending legisla- 
tion that might possibly handicap 
them before bills become law. 


If wages and prices are not 
stabilized soon, the next two or 
three years probably will see the 
dollar drop in value to about 35 
cents, Richard Harkness, news 
analyst and commentator, told the 
dealers. Pointing up the increas- 
ed costs of going to war, Harkness 
said a destroyer that cost $8,000,- 
000 at the close of the last war 
could not be built now for less 
than $50,000,000. 

War with Russia will come 
only when and if Russia is pre- 
pared for it, he said. Russia will 
not fight until she is sure she can 
match America in atomic power 
and can defend herself against 
this country’s strongest offense, 
he said. 

Total Korea 


victory in can 


come only if the United States 
receives more assistance from the 
United Nations or musters an all- 
out war effort, Harkness declared, 
adding that neither course is like- 
ly 


Automotive Scrap Drive 


Nets 10,000 Tons 


HE automotive industry’s scrap 

drive produced nearly 10,000 
tons of non-production scrap dur- 
ing September, the Automobile 
Manufacturers Association re- 
ported last month. 

Items ranging from 95-ton 
stamping presses to obsolete nuts 
and bolts have been turned up 
by motor-vehicle companies in 
their search of plants and facilities 
for dormant scrap. One firm, for 
example, has authorized vendors 
to scrap equipment weighing over 
2,000,000 pounds, the AMA re- 
ported. 

Total scrap recovered through 
September in the industry’s pro- 
gram. amounts to 98,300,000 
pounds, or nearly 44,000 
tons. 


gross 


Reo Publishes Manual 
On Truck Service 


gg hnonr e of a 761-page shop 
manual covering all Reo- 
built trucks from 1940 to the pres- 
ent has been announced by P. H 
Hamelink, parts and service man- 
ager of Reo Motors, Inc 

The manual is divided into 16 
sections dealing separately with 
individual truck component units 
and contains numerous illustra- 
tions and mechanical data, Hame- 
link said. Provision has been 
made to keep the book up to date 
by the insertion of new sections. 
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RESERVE TANK. — AIR CLEANER. 
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CHECK VALVE —~ 
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STOP LIGHT SWITCH 


TREADLE - VAC 


~~ —— _ - 
LINE TO FRONT WHEELS LINE TO REAR WHEELS 





The Treadle- Vac power - braking 
system for passenger cars, produced 
by Bendix Products Division, is a 
compact vacuum power cylinder 
with internal control valve. It fits 
beneath the floorboard. A hydrau- 
lie master cylinder with reservoir 
is an integral part of the unit. Dia- 
gram shows vacuum and hydraulic 
connections. Other details were car- 
ried on page 84 in October. 


. The greatest air horn of them all for air- 


Ford Names Burdette equipped trucks and buses ... from Sparton 
For Parts Sales 
| porns C. Burdette, former 


manager of the fleet sales 
department, has been appointed 
manager of the parts and acces- 
sories sales department of the 
Ford Division. 

Burdette joined Ford at Louis- 
ville, Ky., in 1933. After holding 
several regional positions, he was 
named assistant manager of parts 
and accessories sales. He was ap- 
pointed fleet sales manager last 
January. 


Model 270 Air Horn 
Compressed-air 
operated 





inesmunitiel Extra-rugged, matched pair, 
Louisianans Meet March 10-11 same as developed by Spar- 
ton for U.S. military vehicles, CHECK THESE SALES FEATURES: 
e : with a special, powerful high- 
> 1952 eaonve > . 
The 1952 convention of the way tone for plenty of sales © Requires only 10-100 pounds oir prev- 


Louisiana Automobile Dealers in the big air-equipped truck sure to operate. 
Association will be held March and bus market. No horn low air consumpticn—only 6 cubic 
10-11 at the Jung Hotel, New Or- value like it anywhere... be- feet per minute at 100 Ibs. pressure 
leans, it has been announced by cause it’s Sparton. Order nou Pas * 

eee oa ae onforms to rigid requirements of U.S 
John . ae ene Sahere of Guailte Aumvy Ordnance. 
"ac - x , . . 
rector. Nh. J. Young of h. J. Young Automotive Equipment 
Motor Co., New Orleans, has Since 1900 
been named chairman of the con- Rugged construction. 
vention committee, Hofbauer re- y, Weatherproof. 


ported. 
Sturdy control vaive gives wide range 


tidied iaainades > pauton nest: 


Low price. 
Harry Sommers, president of AUTOMOTIVE 


Harry Sommers, Inc. (Chrysler- ee 
Plymouth), Atlanta, Ga., and a COMPANY | miowoan 
past president of the National 
Automobile Dealers Association, OTHER QUALITY PRODUCTS BY SPARTON 


was reporte d improv ing last Polavision Inside-Car Rear-view Mirror * Polavision and Clear Truck Mirrors * Truck and 
month after an operation that was Bus Air Horn and a complete line of Warning Signals * Directional Signals, including 
expected to require his being in Self-Cancelling Switches and Conversion Kits * Armored and Standard Clearance Lamps 
a hospital for about two weeks. Reflectors * Back-up, Loading, and Stop Lamps * Fog Lamps 


Factory-tuned and sealed for long life 
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Three States in the South 
Lack Responsibility Law 


NLY three states—Louisiana, 

Mississippi and South Caro- 
lina— have failed to adopt any 
type of financial - responsibility 
law for drivers, Joseph H. Braun 
of Chicago, chairman of the AAA 
Safety Responsibility Committee, 
reported recently. 

More legislative progress was 
made during 1951 than in any 
previous year toward ruling reck- 
less and financially-irresponsible 
drivers off the highway, Braun 
said. 

During the year ten states were 
added to the 25 that have adopted 
the “security-type” law which be- 
comes effective immediately upon 
the happening of an accident. 

Basic safety-responsibility legis- 
lation provides that when a mo- 
torist has been found guilty of a 
serious violation, he cannot drive 
again until he has proved his fi- 
nancial ability to pay for any fu- 
ture accident; and that when a 
motorist has failed for a period 
of 30 days to satisfy a judgment 
arising from a traffic accident, his 
driving privileges are suspended 
until he both pays the judgment 
and establishes proof of financial 


W. E. Fish (left), general sales manager of Chevrolet, congratulates 


Ray 


F. Westerfelhaus, class president, at commencement exercises 


for the 31st session of the Chevrolet Dealer Sons’ School. Westerfelhaus 


was sponsored by 


responsibility. 

The security-type law bars a 
driver from the road unless he 
can immediately prove ability to 
pay for damages arising from any 
accident in which he is involved 











NO BRUSHING 
NO SCRAPING 
NO HEATING 


IE 


Metalclene is made under an exclusive 
Bendix formula. There are many copies, 
but there is no substitute. When you 
order, be sure to specify and get the 


original Bendix* Metalclene. 
*REG. U.S. PAT. OFF 


Juat Dip em in Dirty - Pull em out Clean 


BENDIX PRODUCTS DIVISION of 
SOUTH BEND 20, INDIANA 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y 


SENDIX 


M 
iy (ENE 


AVIATION CORPORATION 











Downtown Chevrolet, Oklahoma City. 


Virginians Will Hear 
Reid of Ford 


fle oe R. Reid, director of 
information on governmental] 
affairs of Ford Motor Co., will be 
one of the principal speakers at 
the convention of the Automotive 
Trade Association of Virginia 
Nov. 26-28 at the John Marshall 
Hotel, Richmond. 

The first convention event will 
be line-group dealer meetings on 
the afternoon the meeting opens 

Ham Marks, president of 
Marks Machinery Co., Wilming- 
ton, N. C., will speak on increas- 
ing net profits in the truck de- 
partment. 

Dr. Kenneth McFarland of To- 
peka, Kan., will be another speak- 
er 


Southerners Like the Tint 


In the Southern region, 85 per 
cent of all Rivieras and Riviera 
sedans are ordered with “Easy- 
Eye” tinted glass for windshield 
and windows, Albert H. Belfie, 
general sales manager of Buick 
Motor Division, reported last 
month 


Alabama Branch Opens 


Trailmobile, Inc., has _ estab 
lished a factory branch in Birm- 
ingham, Ala. W. C. Griffin, who 
was a resident salesman in the 
Atlanta branch until the sub- 
branch in Birmingham was estab- 
lished, has been named manager 
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That Working on the Bench 
Can Be What You Make It 


By C. N. MeCAIN* 


Ww a young fellow takes up 
automotive mechanics, he 
is pretty apt to make a life-time 
job of it. 

Of course, some are promoted 
from the ranks and most of us 
start out with high ideas about 
how far we will go in the business 
—in one branch or another. 

Anyway, there must always be 
some to take the mechanic’s 
bench and a good many older 
men are still at the bench. Some 
of them are pretty discouraged 
when they feel themselves slow- 
ing down and some have not been 
able to save for the proverbial 
rainy day 

For the training, energy and 
thought an automobile mechanic 
must put into his work, his wage 
scale is low. I am not trying to 
scare young men away from the 
business, but I do want to point 
out a few dangers which all too 
often hold us back. 

One of the principal dangers 
is allowing one’s self to fall out 
of line. In other words, to get 
so set and complacent with his 
way of doing things a fellow just 
lets the other guy bother about 
keeping up with the changing au- 
tomotive world and changing re- 
pair practice. 

While it is true that a budding 
mechanic would be foolish to 
think he could become expert at 
making adjustments or repairs 
on all makes and types, it is also 
true that he can actually go back- 
ward instead of forward in the 
game. Nowedays the mech?nic 
must specialize, more less. 
Even so, he should learn every- 
thing possible about his own spe- 
cialty 

If your employer is the type 
who just lets things rock along, 
giving his customers half-way 


or 


*The author, who was for- 
merly employed in the shop 
of the Greenville City Ga- 
rage, Greenville, S. C., has 
been in the automotive re- 
pair business for more than 
two generations. He is now 
with Bridges Motors, Inc., 
Packard dealership at 
Greenville. 


service and refusing to equip his 
shop with at least some modern 
tools and test machines, you had 
better start looking for another 
job. Under such a set-up you will 
have to get another job sooner 
or later, and you may be refused 
a job or at least be embarrassed 


because you hzeve not kept up 
well with some phase of the re- 
pair business. 

Anyone who is mechanically 
inclined can quickly learn how 
to use special tools, but operating 
a front-end machine or a motor 
analyzer is something else again. 
It helps a fellow’s ego to know 
at least the principles on which 
these machines operate. So if 
there is some machine which is 
used in your special line of work, 
learn all you can about it, even 
if you don’t have such a machine 





WHEN 


YOU GET THE BEST 
YOU BUY 


GLASER, the most trusted name 


in the solder making busine 


SS. 


GLASER, recognized as a leader 
by mechanics and body workers 


everywhere since 1922. 
OTHER GLASER PRODUCTS 
Glaser Genuine Babbitt Metal 
Glaser Spray Gun Solder 

Glaser Cold Tinning Compound 

for Aluminum 
Glaser Radiator Acid Core, Solid Wi 

and Bar Solder 


re 


Ask your jobber for GLASER 


products by name and you wil 


get the best at no higher cost. 


GLASER LEAD CO., INC. 


21-31 Wyckoff Ave., Brooklyn 37, N 


Y 


Represented in the Southeast terr. by G. W. Klier Co., Atlanta 3, Ga 


Represented in the Southwest terr. by S. J. Cole Co., Dallas, Tex 








Rendering Dependable Service To The Automotive Industry Since 1922 
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laugh them off and say they al- 
ready know more than _ those 
dressed-up fellows who go 
around making talks and giving 
demonstrations. 

It is true that you will not be 
able to use all the suggestions 
handed out at such meetings, but 
if you get only one new, prac- 
tical idea at each meeting, your 
time will be well spent. Those 
dressed-up fellows usually have 
something to sell, but when you 
use and sell their goods and serv- 
ices, you.also make a profit. 

I didn’t start out to preach to 
you—but take it from an old man 
who is guilty of some of the things 
he has mentioned—Don’t Get 
Careless! 


Buick Builds 2,000,000 


FANLY Buick Motor Division built its 


2,000,000th car since World Wa: 
: é II late in October, it has been an- 
“Yes, I know one of my cylinders is missing, but you won't find nounced by Ivan L. Wiles, gener- 
it there! | s 

a 











manager of the division and 

vice-president of General Motors 

Production of the 2,000,000th car 

to work with. by various parts and equipment set a new record of 25 months for 

Much information may be had manufacturers. However, a good building 1,000,000 cars, Wiles 

by attending service clinics or many fellows refuse to attend said. The 1,000,000th postwar unit 
meetings held from time to time these meetings. They sort of was built in September, 1949. 


“PERFECT” 
GASKET ASSORTMENTS 


FROM ONE SOURCE 


The Perfect Gasket Assortments will 
allow you to service practically all 
passenger car, trucks, and buses on 
the road. The Gasket Assortments by Z am 
“Perfect” contain a variety of all the 4 : == \ 
numbers with quantities assorted as == f 
to popularity , ENGINEERED / 








GREAT ASSORTMENTS BY PERFECT 
Water Outlet Gaskets 
Exhaust Pipe Flange Gaskets 


Thermostat Housing Gaskets 
Timing Chain & Gear Cover Gaskets 


Water Pump to Block Gaskets 
Thermostat Retainers 
(To fit all Thermostat Housings) 
4sk your jobber for Perfect Casket 
Assortments by name. 


PERFECT PARTS, INC. 
55 Amsterdam Ave 
New York 23, N.Y. 


Southern Rep: Max Yaras, 2911 Central Ave., Tampa, Fla 








PPLICATION 


ATALOG 


size for EVERY A 


eR OR WRITE FOR © 


A TYPE and 


see YOUR JOB® 
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What Can One Vote Do? 
Just Study the Record! 


“O* WHY vote, when my 
one vote won’t make any 
difference anyway in the out- 
come?” 

That remark, often heard, was 
answered factually by Managing 
Director M. Robert Deo of the 
National Automobile Dealers As- 
sociation in his address at the an- 
nual convention of the Tennessee 
Automotive Association last 
month. He said: 

“Frequently you hear this 
said: ‘What good will one vote 
do?’ Well, one vote has had a lot 
to do with a lot of things in this 
country. 

“Thomas Jefferson was elected 
president by one vote in the elec- 
toral college. 

“So was President John Quincy 
Adams. 

“Rutherford B. Hayes’ was 
elected president by one vote. His 
election was contested, and it was 
referred to an electoral commis- 
sion. Again he won by a single 
vote. 

“The man who cast that decid- 
ing vote for President Hayes was 
a congressman from Indiana, a 
lawyer who was elected to Con- 
gress by a margin of just one 
vote. And that one vote was cast 
by a client of his who, though 
desperately ill, insisted on being 
taken to the polls to vote. 

“Just one vote gave statehood 
to California, Idaho, Oregon, 





James L. “Jim” Barnett, presi- 
dent of Jim Barnett Motors, De 
Soto Plymouth dealership at Savan- 
nah, Ga., has been reelected presi- 
dent of the Savannah Chamber of 
Commerce. He is one of the few 
presidents in the chamber’s history 
to be named for a second term. 


Texas and Washington .. . and 
today all the millions living in 
those five states are Americans 
by just one vote. 

“Now you may say that the 
one-vote situation applies only to 
the past. Well, don’t forget that 
the Draft Act of World War II 


passed the House by just one vote 


. and you can carry this one- 
vote history on and on.” 


GM Gets the Scrap 


General Motors collected ap- 
proximately 16,000,000 pounds of 
non-production scrap metal dur- 
ing the past month in its continu- 
ing scrap drive, it has been an- 
nounced. About 19,000,000 pounds 
was collected the previous month 
This is in addition to production 
scrap which is turned in regu- 
larly to the steel mills. 





Don't 


truck, 


branches of 
maintenance. 


Write for our catalog featuring the 
complete Warco Line 


Sole Manufacturers of 
WARCO Grade “A” Products 


WARWICK LABORATORIES CO. 
334-42 Cleveland Street, Brooklyn, N. Y. 
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Stick Your 


“Mr. Giraffe’s” long neck probably gets him into c lot of 
trouble. You can be positive you wouldn't be “sticking 
your neck out,” when you put the Warco Quality Line of 
automotive chemicals to work in your shop. The Warco 
Laboratory Tested Line is backed by 15 years of sotisfac- 
tory performance to car, 
and bus 
the world over. 
Ask your Jobber about 
the Warco Quality Line 
of automotive chemicals 
— they'll enable you to 
render services in many 
overhaul 


owners 


Grade A 
HY DRAULIC 
BRAKE 


FLUID 


WAREHOUSES 


Herman J. Downey Co. 
Birmingham, Alc. 


Parts Warehouse Co 
Dallas, Tex. 

Warehouse Service Co 
Houston 3, Tex 


West Coast Rep 
M. L. Bud Cohn 
Los Angeles, California 


De Luxe 


WARCO 





Speed Motor Overhaul 


HE cleaner you get your torn-down engines the 

easier you can detect fractures, excessive wear. Your 
mechanics then can see at a glance what needs to be done. 
They can get their repair work off to a quick start. You 
can rush more work through the shop. 


There are Oakite cleaning compounds designed especially 
for use in hot or cold tank degreasing, cold-spray or steam- 
detergent cleaning. Each specialized cleaning compound 
has built-in reserve cleaning power. Solutions stand up 
under all kinds of heavy-duty cléaning. These hard- 
working, long-lasting qualities spell economy for you on 
all your overhaul and repair work. 


FREE Booklet 4401 tells all about 
motor overhaul—also gives details 
of time- and money-saving Oakite 
methods for 

* Degreasing parts 

* Descaling motor blocks 

* Cleaning motors and chassis 

* Radiator conditioning 

* Paint stripping 
Booklet discusses all service-shop 
jobs. Write for your copy today! 


OAKITE PRODUCTS, INC., 40-B Thames St., NEW YORK 6, N. Y 


eyaniZed INDUSTRiag Clean, 


_OAKITE 


*Tep 141 * METHODS." thy 
0 Es ENGR 2 ae ssitereys 
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VMC* ARMATURES 


REMANUFACTURED BY FACTORY METHOD 


The demand for factory duplicate parts is in- 
creasing. VMC armatures, made with preformed 
coils, duplicate the appearance, wire size, and 
number of turns of the original equipment. 
They are remanufactured to factory specifica- 
tions to give original performance. Eliminate 
comebacks, increase your profits . . . always 
specify VMC generator NATIONWIDE 


armatures to your jobber. 


BUY THROUGH YOUR JOBBER R 


*Ventilated Matched Coils — Carter Coil Company, Atlanta, Ga. 














» 





i 
Hit 


First thing to do in Detroit is check 
in at Hotel Tuller! You'll enjoy 
every minute. Newly modernized. 
Beautifully decorated. Within 
walking distance of all downtown 
stores, theatres and business activ- 
ities .. . yet, you enjoy the ever- 
green atmosphere of Grand Circus 
Park . .. The Tuller Coffee Shop or 
Cafeteria for excellent food 
modestly priced. 


COCKTAIL LOUNGE 
ONE OF DETROIT’S FINEST 


800 ROOMS +3 


WITH BATH FROM 


Hotel Culler 


Harry & —— 


G 





DETROIT'S 
“FIRST” 
CONVENIENCE « 


COMFORT: 
QUALITY 
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Past directors and old timers re- 
ceived attention at a dinner held 
by the Automobile Trade Associa- 
tion of Maryland at Baltimore last 
month. Some 40 dealers and for- 
mer dealers whose service on the 
board dated back to 1910 were 
present. The past presidents were 
given gold cuff links. Top photo 
shows (1. to r.): A. H. Bishop, 
past president; Louis W. Kiefer, 
president of the association, and 
Walter Kneip, oldest past presi- 
dent. Appearing in the other photo 
are (1. to r.): Manager J. C. “Cab” 
Darrell, Vice-President C. Lamar 
Creswell, Henry A. Weil, Bishop, 
Kiefer, Foster Talbott (in back- 
ground), Knein. Daniel B. Brooks 
and Secretary-Treasurer Joseph J. 
Rochlitz. 


New GM Texas Plant 
To Make Planes 


A DUAL-PURPOSE plant to manu- 

facture Navy planes will be 
built on a 255-acre site at Arling- 
ton, Texas, between Dallas and 
Fort Worth, James E. Goodman, 
general manager of the Buick- 
Oldsmobile-Pontiac Assembly Di- 
vision of General Motors, an- 
nounced last month. 

Construction of the plant will 
begin as soon as possible, Good- 
man said, and completion of the 
facilities is scheduled for early in 
1953. Tooling for manufacture of 
the planes will begin immediate- 
ly, he stated. The plant even- 
tually will employ about 6,000. 

The plant will be constructed so 
that it can be operated for total 
military production, total civilian 
production or a combination, 
Goodman said. 


Used-Car Association 
To Meet in Tampa 


i fifth annual convention of 
the National Used Car Deal- 
ers Association will be held Nov. 
27-29 at Hotel Tampa Terrace, 
Tampa, Fla. 

Walter Wilson of Dallas, Texas, 
is president and Homer F. Hern- 
don of Tampa is convention chair- 
man. 


Bicknell of Carter Dies 


George Morrison Bicknell, chief 
engineer at Carter Carburetor 
Corp. since 1917, died last month 
at his home in Daytona Beach, 
Fla. He was 64. He began his 
automotive career in 1909 as a 
road tester for Selden Motors Co. 
He joined Carter as an engineer 
in 1912. 








World's Oldest Grille Guard. 


TAO: 
fender-to-fender KARGARDS 


1 OUTSELLS all other bumper guards 4 Advertised in the SATURDAY EVE- 
NING POST 


2 CHROME PLATING is identical to 5 WITHSTANDS HEAVIER IMPACTS 
new car specifications. because of the extra strength 


3 FAST TURNOVER with good profits. 6 A “KARGARD” for every car 


Write For Name of Closest 
Kargard-Distributor 


WARREN KATZ & ASSO. 


Direct Manufacturers’ Representative Covering entire Southeast 





WK 
& 
A 


Phone Ve. 5398 or At. 1412 
642 CRESTHILL AVENUE, N. E. ATLANTA, GA. 


SOUTHERN AUTOMOTIVE JOURNAL for NOVEMBER, 1951 159 





$ 
¢ 
: 
: 
} 
: 
& 
; 
: 
: 
: 


Willys’ Six-Cylinder Car 
May Bow Prior to January 


A WILLys passenger car, pow- 
ered by a_ six-cylinder, 
high-compression, F-head engine, 
will be introduced to the public 
“as soon as sufficient number of 
cars can be produced initially to 
supply all dealers,” Ward W. 
Canaday, president of Willys- 
Overland Motors, Inc., announced. 

“We hope this can be accom- 
plished before year-end,” he said. 

The engine has the highest 
horsepower per cubic inch of pis- 
ton displacement of any full-size 
production motor, company en- 
gineers said. During road tests, 
it reportedly gave up to 35 miles 
a gallon at a sustained speed of 
30 miles an hour and _ propor- 
tionate fuel savings at higher 
speeds. 

“An outstanding feature of 
timely importance about this en- 
gine is what it will do on regular 
gas,” Canaday said. “With the 
nation facing a dwindling supply 
of high-test fuels, due to short- 
ages of lead, there is real signi- 


ficance in the outstanding per- 
formance obtained with this en- 
gine using standard fuels during 
recent road trials.” 

In regard to styling, Canaday 
said the automobile had “num- 
erous applications of advanced 
aeronautical engineering, and 
beautifully styled, with low sil- 
houette and long flowing lines.” 

Canaday said the new car 
would be in popular price range, 
but added that specific figures as 
to prices are still subject to ad- 
justment as vendors restudy their 
costs in relation to available vol- 
ume production. 


Driver-Training Films 
Are Issued by Ford 


A films on driver training 
have been produced by Ford 
Motor Co. A special preview of 
the series was given under direc- 
tion of W. A. Toms, chairman of 
the firm’s Atlanta (Ga.) Com- 


SERIES of six ten-minute 


David J. Spitzer has been named 
regional manager at Atlanta, Ga., 
for the DeSoto Division. Spitzer, 
who joined the division in 1947 as 
Atlanta district manager, replaces 
Byron J. Nichols, named regional 
manager in Chicago. 





munity Relations Committee, at a 
recent luncheon. 

The films are available on a 
free loan basis to organized groups 
from Ford film libraries. One 
library is in the Cafritz Building, 
1625 Eye St., N. W., Washington, 
6, D. C., and another is at 14th 
and Baltimore Streets, Kansas 
City 6, Mo. 








AGAIN F FALL AND WINTER 


HIT x a i SALES! 


SHOCK-FREE 


DIRECTIONAL SIGNALS for Class “A” Trucks 


SEAT- 
COVERS 
with MERIX 
ANTI- 
STATIC 


nti Sait ca 


ves THE 

ine! LEADING 
ANTI- 

STATIC... 


DEALERS: ORDER MERIX ANTI-STATIC from your LOCAL 
JOBBERS—they are sure to carry this fastest selling 
seatcover accessory!’ DO IT TODAY! Case, 24x8oz 
LIST $24.00; COST: $14.40. 

JOBBERS: NOW is the time to again feature MERIX 

ANTI-STATIC. If you do not yet profit 
by it write direct to: 


MERIX CHEMICAL CO. DEPT. SA211 
1021 E. 55th St., Chicago, 15, Ill. 














No. 425-H—Hinged Bracket 
No. 425-F—Flush Mounting 
Furnished in sets, four of 
either number or two each of 
both numbers with No. 441 
manually operated switch 
with enclosed flasher, or No. 


> 
Gic 44 


434 self-cancelling switch at smal! extra cost. Sets are fur- 
nished complete with wiring diagram ready for installation 


No. 510—TRACTOR LAMP 
™ Heavy stamped 
} bracket. Built for 
J hard tractor 
service. 5” lens 
32 C.P. fixed fo- 
cus beam 
No. 525—Sealed 
beam. Ball 
mounting. 6" lens. Stainless 
steel door. Adjustable br’ket 





No. 1248—FLUSH TYPE 
CLEARANCE ee 

4-1/16” overall di- 

ameter. Body di- 

ameter, 3 inches. 

Depth of body 

from flange, 1'2 

inches. Body heavy gauge 
steel, face plate chrome 
plated. 3-inch semaphore 
lens. 3 cp. 6-8 volt bulb 





DO-RAY IRONSIDES 
No. 415 — Armored Clear- 
ance Lamp. Heavy metal 
guard and additional cen- 
ter bar for lens protection. 
Silver-like lustre finish. 
Write for Complete Catalog 


DO-RAY LAMP CO. 
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1458-64 S. MICHIGAN AVENUE 
ILLINOIS @ U.S.A. 


CHICAGO 5, 








Briggs, former assistant 
general sales manager, has been 
named general sales manager of 
the Packard Motor Car Co. He suc- 
ceeds Karl M. Greiner, who will 
have a new assignment. Briggs join- 
ed the firm in 1939 and for several 
years was assistant sales manager in 
charge of zones east of the Missis- 
sippi and in Canada. 


Clare E. 





Watch That Anti-Freeze! 
Here Are Some Tips 


VERY year compounds that are 
harmful to automotive cool- 
ing systems are sold as “anti- 
freezes.” The damaging com- 
pounds most often contain salts 


or petroleum bases. 

Here are some tips to help 
identify solutions which are not 
considered acceptable for anti- 
freeze: 

1. If a gallon, exclusive of the 
can, weighs more than 9% pounds, 
it is likely to be a chloride. Al- 
cohols weigh about seven pounds. 

2. If a small rag dipped in the 
material is not readily ignited by 
a match, make a further test by 
evaporating a little until the rag 
is dry. A salt anti-freeze will 
leave an appreciable deposit. 

3. Petroleum bases will not mix 
with water and weigh less than 
seven pounds a gallon. 

Suitable types of anti-freeze 
contain ethylene glycol, propy- 
lene glycol, methanol, ethanol and 
isopropyl! alcohol. 


Rambler Utility Unit 
Introduced by Nash 
A COMMERCIAL utility vehicle 
in the Rambler series has 
been introduced by Nash Motors 
Division. It is called the “Deliv- 
eryman.” 
The vehicle has an all-steel 
platform more than six feet long 
with tailgate down, company offi- 


cials said, and offers more than 
52 cubic feet of cargo space with 
tailgate closed. The tailgate opens 
in two sections. Platform width 
at tailgate is 40 inches and height 
from ground to loading surface is 
28 inches. 

The seat is divided off-center 
to seat three people comfortably 
and has 52 inches of elbow room, 
officials said. A radio and con- 
ditioned-air and heating system 
are standard equipment. 

The unit is powered by an 82- 
horsepower, six-cylinder, L-head 
engine with a compression ratio 
of 7.25 to one. Automatic over- 
drive is available as an option 





Operations are now under way at 
this new plant of Tuthill Spring 
Co. at Momence, Ill. The build- 
ing is a 60- by 330-foot brick 
structure. It will produce chief- 
ly agricultural implement parts. 





for 
most 
popular 
cars! 


FORD 
CHEVROLET 





PLYMOUTH 
DODGE 
CHRYSLER 


BUICK 
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MERCURY 
NASH 
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assures 
sealing pressure around com- 
plete circumference. 
steel—corrosion resistant. Hard- 
enea steel worm drive unscrews 
easily but will never shake loose. 
Send for FREE SAMPLE. 


frew-Seal® 


S naeabababien) tack aaa 


Holds 
Tight 


in any position 


Avoid leaky joints — an “Aero- 
Sea!” Hose Clamp holds tight 
in any position. Vibration proof. 
Curved saddle prevents distor- 


uniform 


Stainless 


y 
- 


4" South Sixth St., Newark 7, N. J. 





Crystal Balls Won't Help 
But Dealers Can Try This 


By E. C. QUINN* 
Vice-President and General Manager 
Chrysler Sales Division 


W™ I don’t know too much 
about conditions in Geor- 
gia, but I’m here to say there is 
plenty of uncertainty in Detroit. 

If some of you came today with 
the hope you’d hear some inside 
facts right from the horse’s mouth, 
I’m afraid you’re doomed to dis- 
appointment. The main trouble 
seems to be that the poor horse 
never seems to have quite the 
same set of teeth, from one day 
to the next! No matter how much 
we all try to avoid it, we seem to 


*Presented here are ex- 
cerpts from an address by 
this former general sales 
manager of Dodge Division 
before the annual convention 
of the Georgia Automobile 
Dealers Association October 
29 


be forced to do business more by 
the headlines than by anything 
else. 

So when it comes to making 
any kind of guesstimate on such 
things as future production, mod- 
el changes and prices, your crystal 
ball is just as good as the one I 
gave up using quite some time 
ago! 

I know that poses many serious 
and fundamental questions, as far 
as your own business is concern- 
ed. For instance, how can you 
plan ahead when nobody can give 
you any guarantee of the number 
of new vehicles you'll get next 
year? Will your own cost of 
business keep going up because 
of factors entirely beyond your 
control? 

Even if you manage to have a 
goodly number of cars on the 
floor, will people be able to buy 


them at present or future prices? 
Is it going to become easier, or 
even more difficult to get and to 
hold the kind of people you need 
either in the sales or the service 
end of your business? 

There are few phases of your 
business where even a_ small 
amount of effort will bring a big- 
ger and more lasting return, than 
the building up of customer con- 
fidence and loyalty. It’s surpris- 
ing how little it takes to make a 
big impression on almost any cus- 
tomer. The fact that whatever 
you do may be quite unexpected, 





Ever Before 


SIOUX rinoine macuine 


More Dollar Value Than 


= —4 2 


UNIVERSA TRUCK WRENCHES 


SUPERIOR QUALITY TOOLS, 
HOT-FORGED FROM CHROME- 
NICKLE ALLOY STEEL 
TR-1 "Job Designed” for Ford, 
Budd and Dodge wheels. 
TR-2 “Job Designed” for serv- 
icing Chevrolet Dual wheels. 
TR-3 “Job Designed’ for Inter- 
national, Federal, Studebaker 
Diamond T and Mack wheels. 
TR-4 Leverage bar with sock- 
et for GMC, Reo and Federal 
wheels. 

See Your Local Jobber 

For Our Complete 

line! 





























Job Designed’ for the new 
h let T » 
ce i Chevrolet Trucks 
Largest Exclusive Le 
Manutacturers of Tire 


and Wheel Changing Tools 


The KEN-TOOL Mfg. Co. Akron 5, Ohio 
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NEW — different — out- 
standing feotures. Wet 
rinds VALVES, VALVE 
TEM ENDS, TAPPETS 
and ROCKER ARMS — 
producing finest finish 
and factory precision. 
Ask the SIOUX Jobber 
fer full porticulers. 
Sold ealy thr 
Astherized SIOUX 
Distributors 


Albertson & Co., Inc. Sioux City, la. 











AUTOMATIC 
MODEL “8B” ONE-END LIFT 


versatile 


sturdy 
safe 


Pays for Itself in 
6 Months ... in One Hour 


of Labor Saved per Day 


WRITE FOR CATALOG 2-5 


AUTOMATIC STEEL PRODUCTS, INC. 
CANTON 6, CHIO 


AUTOMOBILE JACKS - GRINDING WHEELS - WATER PUMPS 
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and just as obviously something 
you “didn’, have to do,” makes it 
even more effective. The result 
is an enthusiastic customer who 
often becomes a one-man broad- 
casting station for you—better 
than any radio program you could 
ever buy! That free, word-of- 
mouth advertising he gives you 
can be a constant, although some- 
times unrecognized, source of 
more customers. 

Possibly the most important 
certainty of them all is the 
amount of benefit you and your 
entire dealership will continue to 
get from any real efforts you put 
forth to make boosters out of 
your customers. They’re benefits 
that pay off, no matter what hap- 
pens to the market or to national 
or world economy. We can only 
mention a few of them here, and 
I’m sure that with a little thought, 
you can add many more. 

Here’s a quick run-down on 
some of them: 

Protection for your investment 
in each present customer. You in- 
vested good money to get that 
customer on your books. If he 
quits you, there’s no_ possible 
chance of any further dividends 


from the investment. But if you 
keep him coming back whether 
it’s for another new car, another 
used car, or for service, or for 
parts or accessories, you can be 
certain that you'll receive plenty 
of returns for your investment. 
You get them for the small cost 
in time, thought and effort it takes 
to keep him sold on your dealer- 
ship. 


Cutting Sales Expense 


Less sales expenses. This is a 
certainty if customers are boos- 
ters. The more customers come 
back to you because of good cus- 
tomer relations, the less you have 
to spend on them in advertising or 
in salesmen’s time. That helps 
in times of shortages, when you 
have to net as much as you can 
from every sale you have a 
chance to make. But it also puts 
you in a better trading position 
in times when there are more cars 
than customers. As a matter of 
fact, you don’t have to be too 
concerned whether we’re headed 
for a buyers’ market or a sellers’ 
market, because you yourself will 
be in the most productive market 
of all, the customer’s market. 


Assurance of future business. A 
sizeable bank of loyal customers 
does more than almost anything 
else to replace uncertainty with 
stability in your business. So any- 
thing you do to keep more people 
preferring to buy from you, the 
more certain you are to weather 
any storm that comes along. 

Steady volume of service busi- 
That’s another certainty, 
you build up customer 

The more you can do 
to make your customers real 
boosters, the surer you can be 
that you'll get all, not just a frac- 
tion of their service business as 
well as car sales. 

Better trading basis. That's cer- 
tain because the accent is on 
your reputation for fair dealing, 
rather than price 

Another certainty will be few- 
er complaints. This is particularly 
true of the little complaints that 
cause trouble far beyond their 
actual importance. Really loyal 
customers seldom trouble you 
with them. 

Fewer on-the-house adjust- 
ments. The better your customer 
relations, the less likelihood there 
will be that you get tagged with 


ness. 
when 
loyalty. 





NALCO units also available 


MORE JOBS...MORE PROFIT! 


INFRA-RED 
DRITHERM 


Dry with NALC 


NALCO STRIP UNIT 


Here's what NALCO carbon filament units can do for YOU 
@ Entire fender jobs of synthetic enamel dried, ready for polishing @ Putty 
polishing @ Drying time and 


glaze dried @ Color coats dried hard for 
space cut to a fraction 


Ss 





Henry 5. Clark ‘ 
348 Peachtree St., N.E 
Atlonta 3, Ga 


Write for your free copy of “Factory Methods in Your Shop.” 


NORTH AMERICAN 
Electric Lamp Ca. 


1074 TYLER ST 


Portable Units 


in pairs, groups, strips, banks and for tunnels 
enh k 





| 


— in 15 minutes! 





ST. LOUIS 5, MO 
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“Now get it straight... 
NOT replacement pilots, 
but PILOT 
REPLACEMENT PARTS” 


Pilot offers you a 
quality line of hydraulic 
brake cylinders, parts, 
repair kits and 
universal joints. Write 
for complete catalog. 








unreasonable requests for free, on these “certainties”, the more 
on-the-house service and adjust- they tend to make us independent 
ments beyond the ordinary war- - i of the uncertainties of changing 
ranty coverage. conditions 

Here’s the last certainty I’m 
going to mention but it’s a mighty 
important one to you from a 
strictly dollars - and - cents view- 
point. It’s this: The better the 
customers think of you, the high- 
er the morale within your organi- 
zation. 

Good relations with customers 


Three Southwestern Men 
Transferred by Ford 


Shen district sales managers 
in the Southwestern region 
‘ of Ford Motor Co. have been 
transferred, it has been announ- 
BOB DERISO SERVICE, INC. & ced by Ira B. Groves, regional 
P . . MARION AT HARRISON STS. PH. 2-8018 oune » 
are contagious, and they spread SSeSG808 <neeeuue manager. 
in all directions. One reason is Thi > f ali i C. I. Kenney, Oklahoma City 
hat le like t be . his teaming up of alignment anc istrict sales enaver hi bee 
that people like to on a win- tune-up proved to be a “magic district sales manager, has been 
ning team. When they are they combination” that picked up busi moved to the New Orleans dis- 
do better work, so you get more ness in his shop, reported Bob F. trict as sales manager. Claiborne 


return for the wages you pay. — gy tad _ aoe H. Weigand, formerly at New Or- 


You can also be sure that there'll stats of this newspaper ad were leans, is now district manager at 

be less turnover, and that person- posted in the shop and waiting Houston. Eric F. Williamson has 

nel problems will be fewer and '°™s to give additional impact to been transferred from the Hous- 

. the campaign. ae a 

very much easier to handle. ton district to the Oklahoma City 
Well, do you begin to see what district. 

I mean by the major “certainties” ever. They are largely unaffect- —— 

we still can work on? They are_ ed by the ups and downs of na-_ Patterson of Auto-Lite Dies 

attitudes and ways of doing busi- tional economy, politics and world 

ness which have led to many re-_ situations. We can depend on C. L. Patterson, 57, vice-presi- 

cords of success in the past. Be- them, and we can do something dent of The Electric Auto-Lite 

cause there has been a definite about them. They are a part of Co. and manager of its Lockland, 

tendency to neglect many of them our business (present and future) Ohio, plant, was killed in an auto- 

in recent years, the businessman we can control. Finally, the most mobile accident near Ida, Mich., 

who emphasizes them, right now, important point of all, it seems recently. He had been with the 

will gain even more returns thar} to me, is this: the more we work company for 32 years 
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Make Fender Work Quicker, Easier! 


FENDER PERFECTION 
POS FASTENERS —" 


Knock out old Fastener Certified to excel 


® Save you time, money and trouble 


© Easily fitted from OUTSIDE of car body PERFECTION GEAR co. 
© Install entire fender set under | minute HARV EY, ILLI NO . s 
Grip FENDER FASTENER 


with pliers NOW! Replace fenders with ease and speed! 
You can install FENDER FASTENERS easily in 
a jiffy before positioning fender! More *han 
pay for themselves in time saved 











: 
' 
4 
: 
gt 
- 
, 
: 
, 
3 
: 
: 
: 
‘ 
' 
: 
. 
: 
I 























FENDER FASTENERS are strong. Rust-resistont 
too. Fit both ', and % holes. Standard ', x 
% cap screw. Short enough to use in narrowest : 
dog legs, etc. All purpose replaces ANY ta : 

anchor nut ge cor Rody FOR A COMPLETE DRIVE LINE OVERHAUL 
Ask your jobber for set of 50 or 100 low-cost e 

FENDER FASTENERS complete with cap screws Install the N EW Nalienal 
and washers todoy. Satisfaction guaranteed 
Or tear out and mail this od to us with your “All-In-One” Transmission & Drive Line Repair Kit 
letterhead for literature and FREE SAMPLE! For Most Chev. Cars & Pickups, Most GMC Pickups. 


Pet, applies fo As Advertised in the Saturday Evening Post 
Sold Nationally By Leading Automotive Wholesalers. 


NATIONAL MACHINE WORKS, INC. 
STECK & SHARP, 1312 Bolander Ave., Dayton 8, Ohio P.O. BOX 4305 avTomoTive PanTS manurACTURERS OKLAHOMA civ 9, OKLA 
ie Write or wire for ful) information. Dept S. ROS 
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And bend into position 











How to Make Truek Sales? 
These Steps Have Worked 


By A. B. BRANAN’ 
President, Branan Motor Co. 
Cordele, Ga. 


"ae may ask: How do we 
go about establishing our- 
selves in the truck business? 

In my answer I am forced to get 
right down to the fundamentals 
which I will attempt to cover in 
what I consider to be their order 
of importance: 


*Excerpts from an address 
on “Truck Merchandising” 
at the annual convention of 
the Georgia Automobile 
Dealers Association Oct. 23. 
The author has been suc- 
cessively a Dodge-Plymouth 
and Ford dealer before ac- 
quiring his present Chevro- 
let franchise several years 
ago. His dealer experience 
extends back 20 years. 





| OKEY, YOU STOP 
|. YOU'VE GOT 

















AGENT OR MANUFACTURER'S 
REPRESENTATIVE WANTED— 


Manufacturer with fast selling equipment 
item wants representative in North Caro- 
lina, South Carolina, Virginia and Wash- 
ington, D. C. to call on automotive job- 
bers. Item backed by advertising and sales 
promotion materials. Liberal commission 
arrangement. Write, giving details of past 
experience, lines now handled, territory 
covered, etc. Box No. 149, Southern Auto- 
motive Journal, 806 Peachtree St., N. E., 
Atlanta 5, Ga. 











Know 


many 


your market. How 
truck operators are 
there in your community? How 
many trucks do they own? What 
type of business are they in? What 
truck models are in most general 
use? What are the seasonal and 
vocational aspects of your truck 
market? 

2 Cover your market. There is 

* no way of knowing exactly 
the right time to contact truck 
users to effect the sale and the 
only way we can hope to reach 
our prospects at the right time is 
to see them frequently enough 
and regularly enough to be rec- 
ognized by them as a truck mer- 
chant, so that we will have oppor- 
tunity to serve them when they 
need equipment. 

Organize to sell. Not all of 
our salesmen jare equipped 
through experience and knowl- 
edge to sell all types of trucks in 
a satisfactory manner. This makes 
it necessary that the dealer who 
would be permanently successful 
in the sale of trucks have at least 
one man in his organization fully 
qualified to sell trucks personally 
and to assist other salesmen in the 
development of their truck-selling 
abilities .. . 
A. Sell the complete truck. Many 
truck users have need for 
specialized bodies and other items 
of vocational equipment peculiar 
to the business. Their needs can- 
not be met with any so-called 
standard vehicle, but as truck 
dealers we should not be satis- 
fied to sell only the chassis and 
permit the buyer to search the 
market for the specialized equip- 
ment he needs... 
5, Know our product. It goes 
without saying that to be suc- 
cessful in the sale of trucks our 
salesmen who contact our custom- 
ers must have a thorough knowl- 
edge of the features, the perform- 
ance and the value of our prod- 
uct, but knowledge of product 
goes even beyond that... 

Stated briefly, our instructions 
to truck salesmen should be: 
“Sell the feature, but explain the 
value.” 
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VAL-VIN-HED Si/encer 


Stops clicking noise. Lubri- 
eates valve mechanism. Pro- 
vides protection against 
moisture condensation, 
Chevrolet list $2.95; Buick 
$3.50. Place an order with 
your jobber today. 


JOE L. ESTES CO. 


Winder Georgia 




















Stands Alone 
—Has no Equal 


The origina! liquid metallic preparation for repair- 
ing crocked engine blocks, cylinders and valve 
ports. 


MILLER MANUFACTURING CO. 
Dept. SA Camden 5, N. J. 

















SALES REPRESENTATIVE WANTED— 


Progressive manurfacturer of automotive 
equipment wants 2 alert salesmen. One 
to call on automotive jobbers in North 
and South Carolina; the other to travel 
Virginia and District of Columbia. Sell fast 
moving item. Liberal income. Must be un 
der 35. Give details of past experience, 
age, etc. Box No. 148, Southern Automo 
tive Journal, 806 Peachtree St., N. E., At 
lanta 5, Ga 

















You Can 
Always 


Depend on 


| cra 
foment 
POUALITY 


Our 25 years of manutcc- 
turing experience is your 
assurance of Top Quality 
products. Every AMKO 
PRODUCT is carefully en- 
gineered and accurately 
machined to original equip- 
ment specifications 
Write for Catalog 

MID SOUTH WAREHOUSE 
Automotive Jobbers Ware 
house, Inc. 263 Gayoso St 
Memphis, Tenn 


Fea 


The Plant Behind AMEO Products! 


4 AuTOMOTIVE MAnN’F’G Co., INC. 


(Shas 
“7 ~—-556-570 W. FULTON STREET CHICAGO 6, ILLINOIS 





| Z a 
Filterzone 
SELLS 


1 
tote of 90 enege NATIONALLY ADVERTISED! EVERY DAY! 
, That's what makes FILTERZONE FIRST in the South! 


FILTERZONE AUTO VISION CO., 641 Lexington Ave., Brooklyn 21, N.Y. 





MEET ALL YOUR NEEDS | ¥ 


standard or special with 


PLANET 


the complete line of — 
BRASS FITTINGS - COPPER TUBING 
GREASE FITTINGS + FUEL LINES 
AIR AND GREASE 
LINE ACCESSORIES 
and a sparkling line of 
fast-moving accessories 
ATTRACTIVE PACKAGES 
BALANCED ASSORTMENTS 


gts 


PLANET METAL PROD. CORP. 


PALL RIGHT, 


MOPSY_ 


SEND HIM 
BUT, WHAT I SAY? 


I'LL 
LL 








966 Dean Street « Brooklyn 16, NW. Y. 


Universal 
Hood 
Controls 


for practically all makes ur curs. wuaiuty products with 
exclusive engineering features and trouble-free service. 
Easy to install. Easy to sell. Contact your local jobber or 
write for full information. 

Also Mfgrs. of Revolutionary Aldo Conversion Kits 


: Superior Screw & Mfg. Co., Inc. 
1227 W. Henderson Chicago, Ii! 








FACTS! 


1. In this issue over 300 advertisers are placing their an- 
nouncement before the jobbers, dealers, garages and service 
stations of the nineteen Southern and Southwestern states 

2. The 28,000 copies of this issue reach over 5,500 towns and 
cities in the South. This means a very thorough coverage of 
the small town trade as well as that of the larger cities 

3. This is very important to advertisers, jobbers and distribu- 
tors because over 71% of the cars in the South are owned 
and operated in and around towns of 25,000 population or less 


Southern Automotive Journal 
ATLANTA, GEORGIA 
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Paul Abernethy’s ears must have burned when they heard the lavish 
praise heaped on the former president of City Chevrolet Co., Char- 


lotte, N. C., at a luncheon at Raleigh in his honor attended by e 
ieodtam. Ge Hydraulic Feed makes 








directors of the North Carolina Automobile Dealers 
a motion from President Jack Steele of Raleigh, the directors . . 

unanimously voted Abernethy an honorary life-time membership in grinding unnecessary 
the association. Abernethy recently retired and will devote some time 
to real-estate interests. He sold his interest in City Chevrolet to 
Charles F. Johnson of Hendersonville, N. C., and Palm Beach, Fla. 
In photo at top left, President Steele is speaking, while from left 
to right are: Abernethy, Mrs. Bessie B. Ballentine, executive secretary 
of NCADA, and T. A, Williams of Greensboro, former president. Photo 
at top right shows Abernethy accepting the gift presented by the 
association at a banquet. Mrs. Abernethy is on the left of her hus- 
band and next to her is D. C. “Barney” Barnhart, assistant managing 
director of NADA, who presented a scroll to the former dealer on 
behalf of NADA. In the lower photo, the directors posed with Aber- 
nethy (standing at left in dark suit), who once headed up the group. 
In addition to being a kingpin in the association, Abernethy has 
been prominent in Chevrolet factory relations and is a past president 

of the Charlotte Chamber of Commerce. 








STANZEL’S Get a brake drum finish 
thot is the talk of the 
industry, 2 ne that —e is rarely neces- 
Su er = Sealer sary. The KH Hydraulic Drum Lathe produces oa 
P finish that exceeds factory specifications. Ad- 
ditional grinding seldom needed 
* The lathe is fast and accurate, employing a 
The best made for sealing leaks in motor evemagy | Saou teed " is equipped with 
blocks, cracked heads and radiators i Poy sohndie - te ra — 
: ° : Cuts small drums as well as lorge. Turret grind- 
Use with every fill of Anti- ing attachment optional. Write for Bulletin on 
lows 6 Gone Freeze. he herd One Products, Inc., 5490 Dunhom 


Her mode » Stop-lesh | Pay Postman $5.00 on Delivery 0 


BUT Manufactured at Stanzel 
Only one Stop-lesk and Des Moines, fowa, by Invest in 


Har ever mde | STANDARD FACTORIES, Inc. 
TOWN 317 E. Sth St. Des Moines, Ia. Raping Ropenivigenes 
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ADVERTISERS’ 


The Advertiser's Index is published as a convenience, and not as a part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 
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A 


Aaron Ce Wesley O 

Accurate Parts Mfg. ( 

Acme Ai Appliance Corp 

A. C. Spark Plug Division 
(Spark Plugs 30 

Advertising Council 

Airtex Automotive Corp 

Alan Sales Co. 

Albertson & C 

Alemite Division 

Allen Elec. & Equipment ( 
\iuminum Co. of America 
American Bosch Corp 
American Brakeblok Division 

American Brake Shoe ( 
(Kellogg Div.) 

Ammeco Tools, Inc 

Anchor Rubber Prod Inc 

Andrews Mfg. Co 

Anthes Force Oiler Co 
Aro Equipment Corp 
Arrants w Y 

Arrow Armature Co 
Atlanta Motive Trades 
Institute 

Auto Lamp Mfg. C« 
Auto-Lite Battery Corp 
Auto Specialties Mfg. Co 


utomatic Steel Products 


\ 
Automotive Equip. Mfg 
Automotive Mfg. Co. Inc 


Automotive Sales Co 


badger Tool & Mfg. C 

Paker, Wn 

Barringer, F. D 

Bay Mfg. Company 

tear Mfg. ( 

Seard, Ea 

Belden Mfg. Cx 

Bell Co., Inc 

Bendix Products Di 

Black R Ss 

Black & Decker Mfg 

Boehm, Phil 

Bonney Forge & 

Bower Roller Bearing 
Div 

Bowes “Seal Fast’ Corp 

Breeze Corporation, Inc 

Brogan Co., Frank 

Buettner, C. M 

Burd Piston Ring (« 

Burk, B. B 

Butler, S 


Butz, Sidney 


Cc 


Caphton & McEvoy 
Carpenter-Turner Sales C« 
asco Prod. Corp 
ase-Davison Co 

asite Division 

‘ello Products Co 
hampion Laboratories, Inc 
hampion Pneumatic Mchy 
*hampion Spark Plug Co 
‘hamp-Items, Inc 

Shaney, William 
hefford-Master Mfg. C 
Yherry Co., McEwen 
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(Parts Div.) 
Henry 

106 
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‘leveland Graphite Bro 
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ole-Hersee Co 
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onnell Co., J. S 
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rutcher, Jr., Phil S 
urran Corp 
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Daniel, Johr 

Darling Bro 

Davis, John W 

Deleo Battery Division 

Delco-Remy, Division 

Detroit Aluminum & Brass 
Corp 

Dickey, Robert O 

Dodge Divisior 

Do-Ray Lamy 

Downey & ({ 

Irrake, R 

Durke 


Dwiggins 


E 


Ebe 
Ebert 


Echlin 

Edwards- ’ 

Eis Automotive ¢ 

Eisenberg, Max 

Electric Auto-Lite C« 
(Merchandizing Div 
(Parts & Service Div 

Electric Storage Battery C« 

Emmerson, A. A 

Estes Co., Joe L 

Etherton, W. L 

Ethy! Corp 


F 


F & B Mfg. Company 

Farm & Ranch Publishing C« 
18 and 

Vederal-Mogu! Service 

Federated Mutual Implement 

& Hardware Insurance 

Felt Products Mfg. Co 

Fike, Elwyn E 

Fike, W. E 

Filterzone Corporation 

Ford Motor Co 

Fowler, Fred 

Fox Products C« 

Fram Corporation 

Friedlander, Jack 

Fritts, D. I 


G Koslowsky, ( 
Paul M 


Kroener 

Garberson, D. D Krylon, Ir 
Gardner & Meredith 
Gatke Corporation 
General Automotive Specialty 

Co., In 
General Elee ‘o., (Lamps) 
General Motors Corp 
Gissing, Geo 
Glaser Lead Co., In« 
Green, B 
Green, William 
Grey-Rock Division 
Grizzley Mfg. Co 
Grote Mfg. (¢ 
Cuide Lamp Divisior 


H 


Harris, Jack I 
Hart & Foste 
Harvey, John 
Harvey-Merrithew 
Hastings Mfg. C« 
(Piston Ring 
w. L 
cethorn Mfg 
Hein-Werner Co 
Heppe, Fred 
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Hershey, Maxim 
Hirsig & Co., Lawrence M 
11, 13, 22, 49, 94, 96 
Hirsig-Frazer 19 
Hollingshead Corp., R. M 
Whiz Automotive Div 


Hotel Tuller 
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hunter Engineering ( 
Hutt F. Vaughn 
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J 


Jayne \ bert 
Johns-Manville 
Joll 
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K-D Mfg. Company 
Kaple, Bert 

Katz & Associates 
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Keller, J 
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American Brake Shoe C« 

Kelsey Hayes Wheel C« 

Ken Tool Co. 

Kester Solder Company 

Kidder, Martin 

Kimble Glass Division 

Kirkwood, Wm. J 

Kitchens, William 

Klier Co., G. W 

Kline, B. A 
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Kline-Porter ) Oldsmobile 
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Owatonna 
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Wadsworth, J 
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Walker Bros. of ( 
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Pat. No 
2230250 


NO OTHER LIFT 


DOES THE 


JOB AS WELL NO MATTER 
WHAT THE COST OR CLAIMS 


IDEAL FOR: 


Steam Cleaning Racks — Body and Fender 


Depts. — Paint and Brake Depts. — Auxiliary Greasing — 
Shock Absorber Service—Front End Rebushing—Tightening 
and Undercoating Work. Also heavy duty models for trucks 


GUARANTEED * SAFE » ECONOMICAL 


Px. 


Bay-Lift is an air-operated 
lift—with capacity of 3000 
Ibs. Can be moved as eas- 
ily as a jack and used any- 
where, indoors or out, by 
simply attaching an air 
hose. Equipped with auto- 
matic safety lock. 


DOUBLE SAFETY FACTOR 


Lifts either end of any 
automobile with safety. No 
“tricky” attachments re- 
quired. Front axle is weld- 
ed to frame giving addi- 
tional strength. No part of 
the Bay-Lift extends be- 
yond area occupied by 
car. Thus saving valu- 
able floor space. 


FOR INFORMATION WRITE DEPT. S 


BAY MANUFACTURING COMPANY 


BOX 578 —TORRANCE 


OVERSEAS OFVISION 


145 


a 


CALIFORNIA 


451m STREET New F 





A VIDSMOBILE DEALERS EVERYWHERE 


REPORT SKYROCKETING DEMAND FOR 


THE GLAMOROUS ROCKET 


A Product of General Motors 


More and more smart people are discovering that a truly fine car 
doesn’t have to sell at a top-bracket price! Oldsmobile dealers 

report that the demand for Oldsmobile’s big glamour car, the 
magnificent “98”, is breaking records every day. And it’s not surprising 
for this great new Oldsmobile offers everything the modern motorist 
could want! The power-famous “Rocket” Engine! Oldsmobile 
Hydra-Matic! A smoother-than-ever new “Rocket Ride”! Big car 
beauty, room, and comfort! That’s why Oldsmobile dealers across the 


nation are rocketing ahead with this radiant Oldsmobile “98” 
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Crossed lines trap 

the oil, assure 

positive lubrication at 
all times, provide better 
break-in of 


new or used pistons. 
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FOR BETTER RING JOBS, BETTER BREAK-IN— 
FOR ACCURATE, LOW-COST PISTON EXPANDING 


Garages and repair shops across the country are 
producing better ring jobs and more satisfied cus- 
tomers, thanks to Hastings Micro-Knurling. This 
modern, extremely accurate method of piston ex- 
panding quickly and permanently ends piston slap 
and assures positive lubrication. 

Micro-Knurling, an exclusive service of Hastings 
distributors, establishes an interrupted finish on the 
ny surfaces of the piston—permitting it to pick 
up & greatly increased amount of oil— improving 
lubrication of pistons, rings and cylinder walls. 
Micro-Knurling gives a knurled surface over a 
greater portion of the piston and delivers an un- 
usually durable finish. Thousands of field and labo- 
ratory installations prove Micro-Knurling the most 


HASTINGS 


permanent method of piston expanding known. 

The cost of Micro-Knurling is quite low, yet you 
make a nice profit on every job. Your customers are 
willing to pay for the additional work as it guar- 
antees smoother, quieter running engines and 
increases the life of pistons, rings and cylinders. 


Ask your Hastings Jobber. 
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Fountain of Youth 
for 


worn engines for 30 years! 


Imitated but never duplicated the Stabilizing Action of the 
Ramco Spring Inner-Ring is the Fundamental Reason W by Ramco 


ACTUALLY CURBS ENGINE WEAR 


RAMCO RE-POWERING* 
Program Helps You to 
Help America Fight 
Premature Engine Wear 


Use the Ramco RE-POWERING 
Program to show customers 
thot oil pumping is o warning 
sign which, if unheeded, will 
result in Premature Engine Wear. 
Sign up for the RE-POWERING | 
Station Sign. Get the help of | 
this nationally advertised 
program to sell more piston rings, 


There's a bigger difference in spring 
inner-ring principles than meets the 
eye. Inner-rings may look alike but 
there are important differences just 
the same. 


Ramco Inner-Rings are literally 
“fountains of youth in steel springs’ be- 
cause their primary function is to 
stabilize rather than to increase pis- 
ton ring pressures. 


Because this is so, Ramco Inner- 
Rings cause no loss of horsepower, 
add no drag to cylinder walls, cause 
no excessive frictions. Thus the use 
of Ramco Inner-Rings actually acts to 
curb further wear and lengthen the 
performance life of the rings. 


The reason is to be found in the ?x- 
clusive, never duplicated design and 
precision manufacture of the Ramco 
Inner-Ring...and in its use with 
Ramco-designed piston rings. 

Ramco Piston Rings are available 
from Ramco Jobbers everywhere. 
Their Jobber Salesmen and Counter- 
men will gladly give you the facts and 
profit—reasons why it pays to install 
Ramco 10-Up Rings exclusively! 
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RAMCO 27.4.2: 


f ANY Job 


Re-Bore or Re-Ring . Ca Truck . Bus . Trector 


Carburetion, ignition, and Cooling services. 
See your Ramco Jobber Today. 


Ronsy-—s>° Lovis 8, Missouri, A subsidiary of Thompson Products, Inc, 
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